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NATIONAL VOICE EE. TRADE 


(Wearner-Biro 


SHOES 


COMPLETE, POWERFUL 
NEW PROGRAM 


Sales appeal through and through! A complete line of 


sure-sellers in a host of colors, patterns, construction. 
National advertising, emphasizing Weather-Bird value, 
in Life, Woman’s Home Companion, Good House- 
keeping, Parents’, plus Progressive Farmer, Country 
Gentleman, This Week, Parade, and Key Market News- 
papers. And every other merchandising aid you need 


to sell more shoes! 
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FOR BOYS AND GIRLS ARE 


Styled by PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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A distinction earned by constant 





adherence to the highest known 


standards in the selection of skins, 











Tandrite’s own scientific methods of 
tanning, an unparalleled uniformity 
of color, and a long-proven assurance 


of beauty and durability. 









Che Enchant 
Pattern 
A Peacock Pump 


by Bovd-Welsh, Inc. 


St. Louis 

















is a perfect example 
of how 
HUBSCHMAN’S 
CALFSKIN Ip 
can be applied to an elasticized shoe. 





This shoe lends itself to many 
color combinations. 


Illustrated in Color #549 Dark Green 


E. HUDSCHMAN & SONS, IM. eareavecemra 
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Every retail set-up has one alert character 
whose job is to keep his competition from scor- 
ing too often . . . no matter how many hard 
knocks he takes. He’s called “The Buyer”. 

One Minute he’s worrying about new tricks 
in the trade. Another hour finds him chewing 
over inventory reports . . . wondering how to 


high heels, smart medium heelers, nurses’ ox- 
fords. And he gets the “team-work coopera- 
tion” of a big company . . . always willing to 


explain that “novelty” nobody bought. Later, help him do a better job. 

he’s heckled for not having any Cuban Heel 

Navy, or EEEE width Old Ladies’ Running The AMERICAN GIRL Shoe is the answer. 
It offers: 


Shoes. 


Sounps like a rough job. But if this har- 
assed Buyer takes on the AMERICAN GIRL SHOE 


1. a comprehensive and completely coordinated 
line 


2. prices in the volume selling brackets 


line he gets plenty of new styles. . . tempered 

for his $4.95 - $5.95 - $6.95 - $7.95 market. He 9+ 9” extensive in-stock service 

has far fewer “wrong numbers”. He gets a 4. recognized style acceptance 

ComMPLeTE LINE under one nationally-adver- 5. national advertising and promotion with in- 
tised brand name. . . teen age sports, dressy tensive dealer tie-ups 
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AMERICAN GIRL SHOE CO., 120 Kingston St., Boston, Mass. 


Division: C lidated National Shoe Corp. 


TODAY—MORE THAN EVER-AMERICA’S STANDARD OF VALUE 
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black . 
promenade brown... . +101 
dress blue... . +204 
parkway green .... +109 
town taupe .... +379 
slate gray .... +180 
cognac .... #107 
fiesta wine... . +402 
caramel .... +378 
ivy green... . +108 
white .... #22 


G. LEVOR & CO... INC. 
Tanners Since 1876 


TAN-ART CO., INC. 
Gloversville, N. Y,. 


















Is your store up to the minute? dundreds of 
shoe stores like yours are getting extra value with Jrimfit sox! 


There's 
PROFIT 


in sox! 


it’s news! 
’s full of 
ideas... 


pictures... 





write for this vital 
NEW CATALOGUE 


(FREE ON REQUEST) 









prices... 





SOX... 


buys! 









KRAMER BROS., INC., 191 W. ROOSEVELT BLVD., PHILADELPHIA 20, PA. 


SHOWROOMS: EMPIRE STATE BLDG. NEW YORK * 974 MERCHANDISE MART, CHICAGO * BRANCH STOCKROOMS: 811 SO. LOS ANGELES ST., LOS ANGELES 
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WITH THIS ONE STYLE... 
AND OUR IN-STOCK DEPT... 


py, can Valle 


4 


busine 


We can prove that to you. 


Our files are bulging with Keith 


Highlander success stories. Each re- 


tailer started with one style. And, to- 
day. each admits, “Frankly, I was 


amazed at the results...” 


Maybe you are underestimating the 
buying power—and buying savvy —of 


the men of your community. 


Small town. college town. big city 
...once a man wears a Keith High- 
lander he says. “I never want to go 
back to cheap shoes again. Mile for 
mile, Highlanders are the most eco- 
nomical shoes I ever owned.” 


How about starting today with this 
Highlander! The Glenmore, In-Stock 
No. 3562. Genuine Wine Cordovan. 
Full leather lining. We have an idea 
you ll be very much surprised! 


Keith Highlanders retail from $19.95 


Geo. E. Keith Company, 
Brockton 63. Mass. 
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You'll Do a Bigger, Better and 
...and Here's Why! 


Drew’s presentation for Fall brings you the smartest looking orthopedic shoes you've ever 
seen. No need, now, to make excuses to women who want smart shoes and foot comfort, too. 
These new Drew Shoes give them both. The newest shades in superb leathers, beautiful 
styling and finest craftsmanship are combined with Drew’s Clinic-tested lasts and Drew’s ex- 
clusive orthopedic features to offer you sales and merchandising possibilities second to none. 





Back in the style picture, and back in a big way, are tweed suits and coats. In step with this 
trend, too, are Drew’s New Walk-O-Bout Brogues. Beautiful .soft leathers, flexible light- 
weight construction, unusually fine craftsmanship and unexcelled fitting qualities give them 
preferred position as style shoes to go with tweeds. Unlined calfskins, bucko, styled exten- 
sion edges and square toe patterns to sell at $12.95. You'll realize big sales potentials in 
Drew's Walk-O-Bout Brogues. 





Drew's Walk-O-Bout “Wedgies’ are not to be confused with footwear of “'slip-lasted’’ 
construction. Walk-O-Bout Wedgies are made over Drew’s well known Ankle-Fit Welt lasts 
and are built with all of the Drew construction features to provide the proper fit and balanced 
support women have been unable to get in ‘'slip-lasted’’ shoes. Here’s another opportunity 
for you— Cash in on the rising acceptance of Drew’s Walk-O-Bout Wedgies. 





EE THE IRVING DREW CORPORATION » 


SCULPTURED-TO-THE-FOOT 
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More Profitable Job with Drew 





The LEE The TUCK The SQUARE 
No. 12278—Black Bucko Open No. 32275—Promenade Brown No. 12282—Black Light-Weight 
Toe, Black Bucko Covered 16/8 Calf Gore Pump, Wood Cov- Calf, Wood Covered Heel, Ex- 
Heel. All Sizes and Widths. ered Heel, Extended Edge. All tended Edge. All Sizes and 
$7.50 Sizes and Widths. Widths. 
$7.65 $7.50 





Put your foot fitting problems to an end. Drew’s exclusive reduced heel measurements with 
shorter backparts and cuboid placement give improved ankle and heel fit. Drew’s Vita-Pedic 
and other exclusive orthopedic features give you unparalled control over foot fitting problems 
on normal as well as hard-to-fit feet. Sculptured-to-the-Foot fitting means quicker work at the 
fitting stool and more repeat business. 





You'll find Drew’s comprehensive and dependable In Stock Service another source for added 
profit and safer shoe stock investment. Drew stocks more styles and more sizes and widths in 
each style, enabling you to maintain a more efficient operating stock with a minimum of stock in- 
ventory. Drew’s In Stock Service results in increased turn-over—more profit per dollar invested. 








¢ LANCASTER, OHIO ... New York Office 746 Marbridge Bldg. 
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Post hite 
COMFORT SLIPPERS 
SHEARLING SLIPPERS 


A complete line of 
smart, hard soled, 
shearling lined slip- 
pers.in attractive 
men's, women's and 
children's styles, all 
built with Rest-Rite 
high quality in mate- 
rials and workman- 
ship. 


ATHLETIC SHOE COMPANY 
924 N. Marshfield Avenue ¢ Chicago 22, Illinois 
Quality Athletic and Leisure Footwear for over half a century 


sales leaders for (9747 


See these outstanding numbers at the POPULAR PRICED SHOE SHOW 
ROOM 1017-1018 HOTEL NEW YORKER * MAY 23-26 


Stem boot +. 


The most practical, lightest weight, weather-tight bt 3 
storm boot available today! COMPLETELY ( 
SHEARLING LINED for warmth, and comfort. 
VULCANIZED RUBBER SHELL, a full 212” 
high, makes it weather-tight. LEATHER TOP for 
long wear and comfort. Luxurious ELECTRIFIED 
SHEARLING CUFF. Designed to accomodate various 
heights of heel. Sturdy HEAVY-DUTY ZIPPER. 
It is manufactured by a reliable 
company with 51 years of successful 
manufacturing experience behind 
them and who are one of the 
originators of this type of footwear. 


“twunigans 
The new “After-Sport’ 
Shoes that are rapidly 
growing in popularity. 
For wear to, from and 
during sports activities. 
Fine for sports specta- 
tors. All shearling lined, 
with crepe rubber or 
leather sole in attractive 
zipper boot and mocas- 
sin styles. 



















It’s different—the first golf shoe built on an 
athletic last. Designed and built for golf with 
better and more efficient spike placement. 
Vanadium steel plate in sole keeps spikes from working 
through sole into the foot. Smart 
mocassin style with brown elk uppers and oiled 
waterproof sole. Retails for less than $10.00 


@THSO 


CrHi Oo 





BOWLING SHOES 


A complete line of at- 
tractively styled men’s 
and women’s bowling 
shoes, designed for the 
sport and built for 
maximum fit and com- 
fort. 


Wien 
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JITTERBUG 


in Linen 

Wheat and Brown, 

Green and White, 

Pastel Pink and Black 

Also Wheat and Brown Sling Pump 
Flexible California Construction 
21/8 Heel 


$900 


net 


JUKE BOX 


BLACK ELECTROSTATIC SUEDE CPedlous'y 


BY FLEX STEP 


In Linen 
White, Mexican Multi, Yellow, Orchid. 
Pink, Powder Blue, Pastel Green, 
Black Imitation Patent 


‘140 


Imitation Gold $1.50 

Imitation Silver $1.50 
Packed 18 and 36 pair cases only 
Sizes 4/8, 4/9, 5/9 i 






M4/9 Sizes as ordered 


= on Fly dtip rom gact 


Always there with what's new, what’s ‘‘hot”, what's right . . . for your profitable volume 


selling. In stock for IMMEDIATE DELIVERY. . . samples on request. 


FLEX STEP SHOE CORPORATION 


P Krischer Rogers & Fischer 
Sée The Line That Has 
Everybody Talking...At The Women’s Dress, Sport & Casual Shoes 


Popular Price Shoe Show 20 N. FOURTH ST. © PHILADELPHIA 6, PA. 
Of America, Hotel 
New Yorker, New York City 
May 22nd to May 26th 

in Suite 1429-1431 

















*T.M. Reg. U.S. Patent Office 


May 15, 1949 




















STYLE 296 
SIZES 5 TO 3 

ALSO BROWN, 
GREEN and WHITE 


Seein’ them . . . is sellin’ them. 
New leaders in our quality line of 
juvenile shoes that is keeping 
dealers sales happy. Every shoe 
is a genuine Goodyear welt. Qual- 
ity construction backed by over six 
decades of skilled craftsmanship. 
For complete details concerning 
our juvenile line, write or call for 
our new, free catalog. 








STYLE 225 
SIZES 6% to 3 
ALSO BROWN, 
GREEN and WHITE 


“Look Well—Fit Well—Wear Well.” 


NEW ENGLAND DISTRIBUTOR: KREIDER CREVELING SHOE COMPANY — _ 602 Atlantic Ave., Boston 10, Mass. 


KREIDER’S SONS -:::::-> 


= Bee MANUFACTURING COMPANY Palmyra, Penna. 
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HOW GODMAN USES CUSHION CORK 


to add extra resilience to Tarsal Tred Shoes 


ls The diagram above shows how H. C. God- 

‘* man Company of Columbus, Ohio, uses 
Armstrong’s Cushion Cork as a resilient insole 
in its Tarsal Tred Shoe. 

A resilient insert of Cushion Cork is built 
into the front of the insole. Only a flexible sock 
lining separates it from the foot. This construc- 
tion provides far more resilient support than 
could conventional materials. 

Cushion Cork is made of springy cork par- 
ticles held in a sponged binder. It flexes easily, 


absorbs shocks and jars, and gives the wearer 
the feeling of walking on soft earth. It insulates 
the foot against heat, cold, and dampness. Thou- 
sands of tiny pores in Cushion Cork encourage 
the circulation of air around the foot. 

Why not take advantage of these extra sales 
features? Tell your customers about them dur- 
ing the try-on. A few steps down the aisle will 
do the rest. Write to Armstrong Cork . 
Company, Shoe Products Department, @® ) 


9605 Arch St., Lancaster, Pennsylvania. 


CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS 


PRODUCTS: 


CORK COMPOSITION 


ARMSTRONG’S SHOE 


CUSHION CORK 


BOX TOE MATERIALS FLEXICORK FILLERS 


May 15, 1949 
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Sets the PACE 
with ORIGINAL STYLING! 


















It’s REALLY new, and a sure-fire profit shoe...... 
another in the long list of Weyenberg Originals! 
The SWASH BUCKLER is destined to be a top 
favorite on the campus and first choice for 
outdoor work and play. You’ll want to be among 
the first to stock this rugged buckle-and-strap 
ankle boot. It’s made of better leathers 

in four styles and several colors, including 
Bermuda and Fiesta in Softee Playshu. 

To retail from $10.95 to $12.95. 

See our representative or order direct. 
WEYENBERG SHOE MFG. CO., Milwaukee 1, Wis. 


> 
"> 
> 


WEYENBERG since joe. mer 


Advertised in SATURDAY EVENING POST + COLLIER’S » ESQUIRE - TRUE » HOLIDAY 
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Unusual Ideas 


IN 


VACATION SHOES 


PRICED FOR 


SUMMER PROMOTIONS 


% First Showing 


SEE ANOTHER CAMBRIDGE FIRST 








THE Cambridge RUBBER COMPANY 


FU RET ix Poot Fashion 


C AMS 8 1 8.G €..03 3, MASSA LS BU Ss: ES FS 





A new field for Profits- 


FROM ALL WALKS OF LIFE! 


ITH COMPETITION for shoe sales returning _ fireside loafing. they all go for the cushiony 
to normal. you'll find a real business comfort . . . the extra mileage . . . the casual 
booster in Goodyear LUG Soles. up-to-date smartness of the one and only 


Originally designed for sports wear. this genuine LUG Sole. 





comfortable, easy-to-walk-on sole was soon -~_*+- *¢ 

discovered by housewin sameehtha — *** Get vour share of this new market! Feature 
~ -av ~ . ~ 

students . . . policemen . . . teen-agers! shoes with LUG Soles—the great outdoor sole 


Yes—indoors and out, everybody's walking __ that’s great indoors, too—and get set for new 
on LUG Soles now! From rugged hiking to _ business . . . more satisfied customers. 





To further stimulate the demand 
for LUG Soles, Goodyear is featuring this big. 
full-page. full-color ad in the May 9 issue of 
Life Magazine. 


26,000,000 readers are being pre-sold 
on LUG Soles. That’s a natural. ready-made 
market that can build bigger profits . . . repeat 
sales . . . goodwill for your place of business! 





LESS DAMAGE TO GREENS! 


Just recently in an official test a leading golf 
association found that Goodyear LUG Soles 
caused less damage on the green than steel spikes. 
That's important to every player and every 
club! And look at the other advantages: 







* Will not damage club house floors. 

* Can be worn anywhere in club house. 
° Help prevent accidents. 

* Flexible, waterproof, lightweight. 





Now’s the time to capitalize on this great 
advertising and sales support—by featuring shoes 


with LUG Soles! 
















Specify LUG SOLE 
by GOODFYEA 


THE GREATEST NAME IN RUBBER 
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Rugged Comfort 


for everybody / 








Toughest thing on my beat 
are my LUG Soles. They 
wear like steel, yet feel 

like cushiors on my feet. 
















Give me sure-footed LUG Soles 
on my walking shoes. They keep 
my feet dry and comfortable 

in any weather. 





All the gang are walking on 
LUG Soles for sports and knock- 
about activities. They're one 
style you can’t wear out. 


Wearing LUG Soles is like 
putting a carpet on those 
hard plant floors. I like 

their rugged comfort without 
excessive weight. 















I'd be in that sand trap yet 

if it weren't for my LUG Soles. 
They sure get a grip on the 
Situation. 






INSIST 
ON GENUINE 
GoopsYrear 
LUG SOLES 














We think you'll like “The Greatest Story Ever Told” —Every Sunday — 1BC Network 


LUG SOLES 
‘'YGOODFYEAR 


THE GREATEST NAME IN RUBBER 
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FREEMAN “SNUGSTERS” . . 
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<<< 


REEL 
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TAYLORED-TO-FIT 












WATCH THEM SELL! 


Keep your eye... and your stock 
record . . . on these ultra-smart tieless 
oxfords . . . styled-to-the-minute . . . 
fitted to the foot-in-action . . . the foot- 
in-leisurely settings . . . by makers who 
know the double value of style and 
comfort for men on the go. Here 
SHUGOR has been put to work to its 
fullest advantage ... fitting the shoe 
to the busy foot .. . lending style- 
support ... improving the shoe all 


ways, always. 


* ® 
THOMAS TAYLOR & SONS, INC. 


HUDSON 


MASSACHUSETTS 


COPR. 1949 THOMAS TAYLOR & SONS, INC. 
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THE YACHT 
by 


ILTON SHOE COMPANY 


HAM 
UIs, missourt, u. S. A. 


gt. LO 
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as ist is SAND DUST - =e of distinctive 
aye by PENAL/O. in “The Yacht” 
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ING LEAT 
HER CO., FOND DULAC, Wisc 
ONSIN, U. 
S.A. 
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Ho’ many times have you heard the remark "You can't 
make them tough enough for Jimmy" . . . and looking 
at James you are forced to admit “How true." Modern boys, 
stronger, healthier and happier than any generation the world 
has known, are unfortunately correspondingly harder on shoe 
leather. 


The GERBERICH dealer, however, makes every sale confident 
in the knowledge that the shoes he is fitting come as close to 
the ideal of being “tough enough for Jimmy" as any boy's 
shoe could possibly be. Into each pair has gone the finest 
materials available, honest, down-to-the-wood shoe making and 
each pair has been made over carefully selected lasts to make 
them the most healthful shoes ever fitted. 


GERBERICH- 
PAYNE SHOE CO, 





ee | 





LEAGUE 


GERBERICH 





Offices: New York, Marbridge Building, 
Room 405 © Los Angeles, 219 West 7th 
Street, Haas Building, Room 919 © Phila- 
delphia, Lafayette Building, Room 1025. 


MOUNT JOY, 
PENNSYLVANIA 
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e For Beach Wear i 
:/ 
5 


e For Wading 








e For Lawn Showers 
e For Slippery Tile Floors 
Portholes let air in... water out 





unsinkable ... they float 


CHILDREN’S : 
ay. 
ee | 99 


ys For 2 barefoot fun 









NATIONALLY ADVERTISED 


The something new and different you're looking for 
to woke up your summer business . . . get extra volume. 


Ask for our complete promotional kit. 





cal ORDER FROM YOUR JOBBER OR USE COUPON 
oe BUT ORDER TODAY—IMMEDIATE DELIVERY 














Children’s Boot “totes”, retail 1.98 | Gentlemen: Please send______- cases (36 pr. in) PLAY “TOTES” Standard Case As Below: 
Children’s Overshoe “totes ”, retail 98¢ | Stock Célos Size $ Pa = aa PP ll Size W 
No. 
Women’s Strap Style “totes”*, retail 98¢ =| 6107% St0l0 10%to12 12%t013% 1103 
os ee ag | R-BL 601 Red top, blue botiom 2 3 3 2 2 
with waterproof “totin” pouch Y- R601 Yellow top, red bottom 2 3 3 2 2 
Men’s Strop Style “totes”*, retail 1.49 | y.5R601 Yellow top brown bottom 2 3 3 2 2 
*with waterproof “totin” pouch | ee = =e ex “é- 
| On Repeat Orders Select Own Sizes And Colors 
FIRM Si 
| ADDRESS 
- CITY STATE ag 
I BY BUYER _) eas 
i9 
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FOR A COMPETITIVE MARKET 
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Yorktown Shoes 
will be at the 


POPULAR PRICE. 
re SHOE SHOW 
— oe | OF AMERICA 


one of Yorkiown's yw : 
38 in-stock styles ‘Sp> - Rooms 501 and 502 | 


Rooms 552 and 553. 
HOTEL NEW YORKER 


MAY 23 thru MAY 26 


\ 











YORKTOWN SHOES 
are advertised in 


\ 


IN STOCK- fo retail for $7.95 -$10.95 


write for catalog or for salesman fo call 


GARDINER SHOE CO., Inc. 


FACTORY AND IN-STOCK DEPARTMENT, GARDINER, MAINE. 
Boston Office: 210 Lincoln St., Tel. Liberty 2-7960 
New York Office: 280 Lafayette St., Tel. WOrth 4-8045 





20 Boot and Shoe Recorder 











FIRM “FOOTING’ ror BETTER BUSINESS 


ONCO New cushion Welt Insole for Goodyear Welt Construction 
Spells Better Shoes ... Lowered Costs... More Profits for You 





Onco channeled insole 






with lip set 








Onco 
channeled 








insole 





Onco channeled insole, 
completely fitted, 
ready for the shoe 






Tat on firm ground when you sell quality. And with this 





revolutionary new Onco Insole you'll make better shoes... 
y 










footwear packed with sales appeol. 





Look into it—and you'll find 





This new insole... latest Brown Company “first”, 
Perfect uniformity of iron caliper. 
Uniform flexibility. Every fitted in- 
sole is identical. resiliency that gives new spring and zip to the 


Exceptional strength of channeled 
rib—for accuracy and permanence 


lets customers walk on air . . . provides 


step ...new deep-down wearing ease next to 


of throw on dimensions. the foot. Shoes need no breaking in. Customers enjoy “old shoe” 
Insole rib is extra-firm, for better side 

lasting and inseam sewing operntions. comfort from thi first . . . cushion comfort and flexibility never 
Uniformity and improvement of foot before available in genuine Goodyear Welt Construction. 


surface appearance—high scuff resis- 
tance for the life of the shoe. 


Will not crack, harden or be affected 
by foot perspiration. shoemaking operation! Your regular Goodyear equipment channels 


Moulds and conforms perfectly to the fits it 1 
shape of thefootas soonasthe shoe is SE 


worn, because of OncoComfort Depth. 


Yet, this new Insole development requires not a single extra 


Step out...stay out front in sales. For better business through better 


shoes, specify Onco. You'll “win in a walk!” 














BROWN COMPANY, 500 Fifth Avenue, New York 18 
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Air-Cell Cushioning, Non- | | 
tiring Comfort. [ 


























Air-Cell Heavy-lron Light- 
weight Flexibility for easy 
action. 


Amazing Air-Cell Anti-Slip 
Safety for life of sole 
without any need of tread 





design. 


Air-Cell INSULATION ... 
Warm on cold underfoot- 
ing . . . Cool on Hot Pave- 
ments and floors. 


TRIM-RETAINING DRESSI- 
NESS .. . Air-Cell Floating 
Power Lightness in Long- 





Wearing Heavy Iron 
Cushioning Thickness .. « 
does not pick up steel 
scraps, aggregate or 





It's Easier to sell >. ae ' . ri 

YOUR SHOES — {a stebble. Pe rneameads 

when buyers see 

the famous VUL- 5 

cone (000 BE: Cambridac RUBBER COMPANY 
Sd 


VUL-CORK SOLE DIVISION TANEYTOWN, MARYLAND 
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AIR-CELL PROCESSED 
On Display P.P.S.S.A. 


Hotel New Yorker 
Vul-Cork Rooms 611-12 


OIL RESISTING 
NEOPRENE 


; < ~e f 
apie dt Bibb ra 


SOLES FOR HEAVY OIL, GREASE OR ACID UNDERFOOTING 





1 GENUINE NEOPRENE Oil- 
\ Resistance — Plus NEW 
AMAZING Air-Cell Proc- 
essed Lightweight cush- 
ioning and durability 
never before availabie in 
an oil-resisting sole... 


Vul-Cork Air-Cell Proc- 
essed NEOPRENE Soles 
DO NOT CRACK WITH 
COLD ... retain cushion- 
soft flexibility where 
ordinary oil-resisting soles 
become brittle and chip. 


UNUSUAL INSULATING 
COMFORT — FEET RE- 
MAIN AT COMFORTABLE 
TEMPERATURE EVEN 
UNDER EXTREME CON- 
DITIONS. 

Vul-Cork NON-MARKING 
NEOPRENE Soles retain 
NEAT TRIM EDGE for neat 
wear anywhere ... do not 
swell or puff from heavy 
oil or grease underfoot. 


Vul-Cork Air-Cell Flexible 
Lightweight Cushioning 
Comfort enables easier, 

faster action . . cushions 


7S Ss rough underfooting .. . 
— does not pick up scraps. 














VUL-CORK SOLE DIVISION TANEYTOWN, MARYLAND 
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THE Cambridge RUBBER ‘dou 
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It's EASIER to 
Sell YOUR 
SHOES when 
buyers see the 
Famous VUL- 
CORK Label — 
plus Neoprene. 
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you can have your cake 


*.. AND EAT IT TQo, 


€ 


SBR : om % f 
4 - * r 
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In the rubber footwear business today, that means not only buying a quality product. 
It means selling that product at prices which will maintain your volume. 


With the LaCrosse line, you can do both, because: 


LaCrosse has a complete line. 
LaCrosse has always maintained quality. 
LaCrosse has the variety of styles required today. 


AND IN ADDITION, LaCrosse has a merchandising plan which makes it 
‘profitable for you to sell this quality line at prices people will pay today. 


Drop us a card; our representative will call promptly. 


LA CROSSE RUBBER MILLS COMPANY «© LaCrosse, Wisconsin 


Po UCROs,, 


eo 
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May 15, 1949 


At the Popular Priced Shoe Show 
be sure to see | 
the United Last Display 
at Rooms 1020-1021 
Hotel New Yorker 
or Suite 503 
Marbridge Building 


L. W. Brown Paul H. Jacobs 

W. H. Burger George O. Johnson 

J.A.Herbin F.S. Kemp 

C. D. Holmes Charles F. Schieber 
Kenneth Holmes Herman T. Wood 


Charles F. Zissel 


UNITED LAST COMPANY 


BOSTON. MASSACHUSETTS 
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GRO-CORD, CORD-ON-END Soles = 


Get ready! Those lovable, hard-on-shoes kids 
are about to break loose on their summer ram- 
page. And how they'll go through shoe soles! 
But not GRO-CORD, CORD-ON-END Soles! 
Mothers and Dads will be your friends for life 
once you’ve sold Junior GRO-CORD, CORD- 
ON-END soled shoes, and... 


// 


They’re Profit Makers! 


Dealers who sell GRO-CORD, CORD-ON-END 
soled shoes give their customers the most for 





their money. That’s why repeat sales steadily 
grow. These satisfied customers are the finest 
advertising you can have . . . it pays off in 
more business . . . finer reputation. Now is the 
time to stock GRO-CORD, CORD-ON-END 
soled shoes. If you are not handling these 
business building shoes, write for the list of 
manufacturers supplying shoes with GRO- 
CORD, CORD-ON-END soles. It will be your 
first step towards greater profits. 





A Free, Attention-Getting 
Display Board 


Customers will see it, and buy shoes. Attrac- 
tively designed . . . easily set up . . . occupies : 
small space. Supplied in sizes to hold boys’ or 
men’s shoes. Send for yours today. Also avail- 
able for NEO-CORD or GRO-CORK. 











D 
MORE REPEAT SALES NEO-C OR 


FOR YOU 
WITH GRO-CORD 
SOLED SHOES 










































There is no finer sole 
and heel than NEO- 
CORD! This outstand- 
ing NEO-CORD sole 
and heel is made of 
Du Pont Neoprene 
combined with stout 
cords. Non-slipping 
... long Wearing... 
Flexible . . . they re- 
sist Oil, Grease, Gas- 
, CANADIAN PLANT ; oline, Caustic, Acid 


Gro-Cord Rubber Co. of Canada, Ltd. and Heat. 
TILLSONBURG, ONTARIO 


Tough natural 
rubber impreg- 
nated with gen- 
vine cork. This 
light weight sole 
is waterproof, 
shock absorbing 
and resists slip- 
ping. A long 
wearing sole that 
is ideal for hard 
going kids and 
active men. 



















Exelusive manufacturers of 
Official Bey Scout Soles for the 
United States and Canada. 






Style 1002—Brown 
(non-marking) 


Style 1001—Black 


2 TIMES BEST 
BY ACTUAL TEST 


(Outwear at least 
two leather. soles) 





Style 1542—Brown 
(non-marking) 


Style 1541—Black 
we First choice of 
£ ; general sports, 
ee ae Fi fishing, and hunt- G KS 
. a ing: boots. Cent 
the finest competitively pe ia = a ger te TRADE MARK 
om. vine CORD-ON- CORD 
END ... won't 
floors. They have 
This “Star” design is a the smooth edge 
all the Raw-Cord fea- and almost never 
tures. wear out. LIMA, OHIO 


thousands for golf, 
priced cord construction and heel of gen- 
slip, won’t mark CORD-ON-END 
favorite and embodies ofa dress sole... Hie] Yo mae) Io 10) :1:14 maey 








It's getting to be a habit 


FRANKEL 


does it again! 


Here again is dramatic evidence 
that Frankel pioneers LOWER PRICES 
ON ITEMS THAT MEAN BUSINESS. 











For Re-sale 


Screw adjusts to any size shoe—>™& 


Frankel's sensational shoe form 
blazed a new trail! HERE'S A NEW 
ITEM THAT BRINGS YOU EXTRA 
PROFITS! Look to Frankel again and 
again for news-making headliners. 


NEW PLASTIC SHOE TREES* 








Frankel is first again with a sensational price-break on a superior quality plastic product! Unbelievably 
It's a real money-maker for alert shoe retailers . . . you can now sell shoe trees at a price a 
that every woman can afford to pay! low priced 


@ They're scientifically designed for use @ Adjust easily to fit ALL SHOE SIZES! 
with ALL STYLES of women's shoes. 


@ Spring-back tension holds straps in posi: @ 6 beautiful colors: blue, red, pink, ? 5 Cc 
tion, keeps shoes in perfect shape. yellow, green and ivory. 
. 
FRANKEL’S PLASTIC SHOE DISPLAY FORM pair 
Ww 's sizes $1.25 pr.—infant's size 7, 95¢ pr. 
hanes ime IN. GROSS LOTS 


ADVERTISING MATS AVAILABLE ON REQUEST 





*PAT. PENDING 





pet ee esse sees ese sess se sees ese, 

1! t 

Fr KE L a FRANKEL PLASTIC CORP., 493 7th Ave.. New York i8 ' 

RR A ad i] wy. ST a  . Ss ; Please ship .prs. Shoe Trees, F.O.B. N. Y. 4 

= } £ 

; Packed 144 to Carton, in Assortment of Best-Selling 8 

: y : ; Colors. ; 

World’s Largest Makers of Plastic Shoe Display Forms ' ‘ 
' 

Division of Frankel Display Fixture Co. — Established 1888 ' ee ee : 

oe ee ea ‘ 

493 Seventh Ave., New York 18, N.Y. : : 

Ci d State = Soe, ene ee ete ea V 

Jack D. Shenker, Sales Manager, Shoe Display Form Division SE pple Regan co N I aC TTI 
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NEW Sijling FIRSTS yor 
YOUR 1949 Sillix, 
» Cambridge 


The profitable volume of rubber foot- 






















wear merchandising by the Nation's 
smartest retailers is featuring FAMILIES 
of a few key-selling types. . . in stylings 
to fit each different wardrobe need. 

Illustrated, is Miss America’s favorite 
boot, styled and expertly made the way 
she wants it. More important still (for 
your repeat-business) it is shaped on a 
masterpiece designed by Cambridge's 
own Last Factory. The Cambridge 
Rocker Last makes it entirely NEW in 
better-fitting ... better wearing ... 
better looks! 

This is only ONE of the Cambridge 
FIRSTS. Ask to see the new variations by 
Cambridge, in this type boot, for your 1949 
S Merchandising. 









See the NEW FIRSTS in Foot 
Fashion by Cambridge—On 
display at Hotel New Yorker 
—Rooms 611-612 . . . at the 
es A. 


in Black and Brown ne Cambridge RUBBER COMPANY 


FIRS Tin Foot Fashion 


CAMB R DGGE 39,MASSACH US ETT $ 


THE Valley STADIUM 
by Cambridge 


Available in Women’s 











May 15, 1949 29 














MILLER TREES 
MAKE 


= lh - 


SALES! 








Miller Trees mean business — 
extra business! When you’ve made a 
sale, the customer is in the right 
frame of mind to buy a pair of Miller 
Trees. He’ll appreciate your pointing 
out the way to extend the life and 
looks of his shoes. 

Miller Trees sell quickly — faster 
than the shoes themselves — because 
there’s nothing to take off or try on. 
Miller’s are available in four sizes, 
fit practically all shoe sizes by easy 
adjustment lengthwise. Self adjusting 
for width. What’s more, they feature 
foreparts modeled like a shoe last 
and bottoms hollowed out to allow 
for metatarsal pads. Shoe stores 
everywhere are proving that money 
grows on Miller Trees! 


O. A. Miller Treeing Machine Company 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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points the way 






to 


extra 


Fathers’ Day sales! 


Fathers’ Day (June 19th) has 
become the most important 
mid-year event of the men’s field. 
Now AIR-O-MAGIC offers you 

a dramatic pre-planned 
promotion that will mean EXTRA 
sales, EXTRA profits for 

YOU. .. if you act quickly. 


Besides our color advertisement 
in ESQUIRE, we will furnish 
window blow-ups, display 
material and everything you 
need for success. Just write or 
wire your order TODAY for the 






tN featured styles... and 
AIR-O-MAGIC will do the rest. 
Do it NOW! 






AS SEEN 


IN JULY _ 


Esquire 


(FATHERS’ DAY ISSUE) 


© Bq Inc 


MARION SHOE DIVISION + 309 W. 2nd STREET, MARION, INDIANA 
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out of 


this 


world 


styles at 


down 


to earth 


prices 





With smart shoe buyers everywhere, 

the right step is FLITE-STEP. It will pay you 

to learn about FLITE-STEP’S advance styling, 

fine value and the covenient FLITE-STEP 4 
‘*in-stock’’ service. Write today. C 


IDEAL SHOE COMPANY, Cor. 4th & ARCH STS., PHILA. 6, PA. 


See us in New York at the POPULAR PRICE SHOE SHOW OF AMERICA, MAY 22nd te 26th, Hotel New Yorker, Room 1450 
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PLYTEX 
BETTER 


A wide range of PLYTEX 
samples will be on display in 
Room 1550, Hotel New Yorker 
at the popular price shoe show 


May 23, 24, 25, 26, 1949. 





this new 





too 


Through personal px 


PROVE mm PLYTEX 


* NUCLEAR - An industry 
name given 
scientific development for 
better shoe bottoms. 


Shoemen all over the nation are writing us every day -- 
enthusiastically and unsolicited that they are specifying 


PLYTEX SOLES .... PLYTEX has proved 


to be a winner through their personal experience. 
.»..-Be Smart! Specify. 


Rapidly, through scientific compounding control PLYTEX 
has become the Quality leader . . .. Specified more 
and more every day by owners, proprietors, managers 
and executives of shoe manufacturing companies. 
...Be Smart! Insist. . 


To those of you who are not familiar with PLYTEX 
the modern Sole -- Get the facts today -- on the 
style leader of the nations shoes. 


... Specify -and be convinced. 


ESSEX RUBBER COMPANY, _ Trenton, N. J. 
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The repliés to this 
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Conving 
iy er nil 
WHO? 





alpxperience that 


| SOLES 


———= are better 


Longer wearing 


OK) 


Lighter on your feet 
More flexible 

Do not mark floors 
Won't slip 

Water repellent 


QO@Oe 


Helps shoes keep shape 


Moy 15, 1949 















— re arch pad 





4 


c ~ P 
JN molded aaeebndl pads 


x sponge innersole 


_ molded heel pads 


. 2 : 
















© 44 2105 FEATURE-FOR ADDED PROFIT 


——— 


The Davidson Ru Company, incorporated in 1857, has supplied the shoe industry with quality sponge for 
over 20 years. np sponge, has been especially created for cushioning comfort, and is produced by a 
special process designed to create uniform, resilient and durable sponge. 

@ RESILIENT and light weight. It contracts and expands and breathes air into each step. It absorbs shocks 


and insulates against heat and cold. 
@ UNIFORM in thickness, weight and texture. It gives balanced support and helps to prevent foot trouble. 


@ DURABLE and strong in all types of shoes. Its cell structure will not mat or break down. It is odorless 
and will not stain. 
Soft, Foes response to each step. Built-in Cth -7-~al sponge, cradles the foot, prevents body weariness. 


lubagt. the answer to increased sales. 


al 4 P a. Gf RUBBER COMPANY 
Boston 29, Massachusetts 





Stephens Leather Co. 


SALES REPRESENTATIVES Edward D. Baker & Son H. H. Kemper Co. Harry A. Batchelder San Fernando Building 
1602 Locust St. 1019 Temple Bar Building 318 North Fourth St. Room 808—406 S. Main St. 
St. Louis 3, Missouri Cincinnati, Ohio Milwaukee 3, Wisconsin Los Angeles 13, California 
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What the women ae 


_of this country needed (i) 


was a smart comfortable 7 









shoe. Now they have it. 
% 
It's 






Smooth, supple, sturdy 
Colonial Velka was the ob- 
vious choice of leather for 
this cushioned, all-purpose ox- 
ford that is breaking all sales 
records for Hush, Incorporated 
of Everett, Mass., and its 
dealers. And Velka’s authen- 
tic fashion colors add to its 
sales appeal. They'll do the 
same for your fine patterns, 
too. Write today for samples 
of the complete color line of 
Colonial Velka. 


TANNING COMPANY, INC., Boston 11, Mass. 
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retail price bracket 


he complete line... completely in step 
today’s most popular 
ith styles that build VOLUME S, 95 
—_ 


e say “complete line” because you’ve always known Tarsal-Tred 


m the past for famous staples that could be relied on for real 
olume. BUT NOW—Tarsal-Treds have been expanded to include 9g 
bumps, platforms and sandalized types . . . a well-rounded line, —_ 


ew and smart in every detail . . . and priced in the right brackets for 
op sales! Tarsal-Treds are backed by in-stock service and are 

ationally advertised. Get on the band-wagon now for a bigger share of 
he active-buying women’s shoe market . . . with TARSAL-TREDS! 


HE H. C. GODMAN COMPANY, Columbus 16, Ohio 








the 


wit 
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new | 
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THE 














the complete line ...completely in step 
foday’s most popular 
swith styles that build VOLUME S. 95 retail price bracket 


Pa 


in the past for famous staples that could be relied on for real 
fvolume. BUT NOW —Tarsal-Treds have been expanded to include gy. 
pumps, platforms and sandalized types . . . a well-rounded line, _ 


We say “complete line” because you’ve always known Tarsal-Tred 


new and smart in every detail . . . and priced in the right brackets for 
top sales! Tarsal-Treds are backed by in-stock service and are 
nationally advertised. Get on the band-wagon now for a bigger share of 
the active-buying women’s shoe market . . . with TARSAL-TREDS! 


THE H. C. GODMAN COMPANY, Columbus 16, Ohio 


















\They're new! They’re smart! They're 
‘top sellers! And...they’re a line 
that’s priced right for the 


most business! 


"Shoe for shoe. dollar for dollar. Tarsal-Travelers offer your 
*crowing girl and young women customers matchless values in quality 


E sport welts and casuals: also in the sensational new 6-0z. lightweight 


styles — “Travelites.” It’s a complete line. too — in patterns, 

j materials, soles. And priced in the popular $5.95-$6.95 classification. 
'Tarsal-Travelers are definitely volume-builders. All styles 

i ) ) 


Sbacked by in-stock service, and nationally advertised! 


»See your Godman representative or write! 


ES ERE: 





_Teday’s most popular 
retail price bracket Columbus 16, Ohio 


POE eee ee PR 















































= shoes sell — 
Sea — 
soles by £4, 


Square heel on Women’s 


Red Sole Saddle Shoe. 



























































































































































































































































Another example of 


















































Smart Rajah styling! = 
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Fine Soles for Fine Shoes 


on a Se SS << OO NO e On Ol Re @ nO Ou GD ed 








Style No. 7959, 
Men’s Last, 
Sizes 6 to 12 


ieee : al For FATHER and SON | 
Style No. 5959, N 2s i . ‘ 
Boys’ Last, Ss ‘ ; thet Loolea-bhe 
Sizes 1 to 6 : 








TWO SALES WITH 
A SINGLE THOUGHT 





HTT TTT 





You can make two sales at a time when you 
sell Belleville’s ‘look-alikes’ —matching pairs 
for father and son. 








You can give both father and son an absolutely 
correct fit, too; because Belleville styles are 


made in two size runs... and what is especially important, the boys’ (1 to 6) is made over 
separate and distinct lasts from the men’s (6 to 12). 


In Belleville Shoes you'll find proper fit alongside rugged wear . . . styled with appeal, ... 
in the $5.50 to $9.95 retail price range. Sell Belleville! May we tell you more? Write: 


BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 
New England Distributor: KREIDER-CREVELING SHOE CO. + 602 Atlantic Avenue + Boston 10, Mass. 


Buyers know: “Belleville Shoes are Honest Shoes” 


May 15, 1949 








here’s a 


monotone pattern 


with OOMPH... 


thanks to 





Witt 
PATENT’ 








Design created 
expressly for the 
Colonial Tanning Co. 
and presented for 
your inspiration. 


This graceful shell pump is made of Colonial Silka Snede with 

strapping, platform and heel of shining Colonial Patent. Developed in gray on gray, 
equally smart in wine on wine, green on green—or in any of 

the authentic fashion colors to be found, in perfectly matched tones, in Colonial’s 


pliant Patent and the beautiful Queen of Suedes. Write now for Fall color samples. 


Colonial for the best Patent Leather 





COLONIAL TANNING COMPANY, INC. *« BOSTON 11, MASSACHUSETTS 
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stone titty 


AMERICAS No. 1 COWBOY 
SELLS AMERICA’S No. 1 78 
COWBOY BOOTS to admiring {| 
youngsters everywhere . . 
and now, with NEW PATTERNS, 
NEW COLOR COMBINATIONS and 
NEW CONSTRUCTION FEATURES, % 
Gene Autry COWBOY BOOTS add 
NEW SALES APPEAL to increase | 
volume in your Boot and Shoe { 
Departments. ; 





















4, 


\Y See the complete, 


new and colorful line of 
Gene Autry Cowboy Boots, 
Rooms 1245-1246, Hotel New 
Yorker, Popular Price Shoe 
Show of America, May 22 
through May 26th. 




















"10" styles 


and color 
combinations 
...See them all. 


A boot for every 
cowboy from Infant 
size 4 to Men's size 
12... Women’s and 
Girls’ sizes and styles. 


If you are not attending the Show write 


Gene Autry COWBOY BOOTS 


& a Main at Austin Street . Dallas 2, Texas 
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Yelby 
makes wh 


Flans’s a shoe that sheathes the foot, 

yet it’s cool and comfortable because 

it's made of Brogandi, the supple, foot 
conforming, breathing goatskin that is the first 
choice of fine shoemakers. What's more, it’s 


soap-and-water washable, as white 


summer accessories should be 





Specify Brogandi when you want to make 


an extra smart, extra comfortable, extra 


well-fitting shoe, in white or colors. 






T. M, REG. U. S. PAT. OFF. 
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Nee hae 








gloves tor the tet... 
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Ing reasons 


an — Quality — 


JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY Est. 1857 
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‘Your Compl, tale Weeds 


FROM ONE RELIABLE SOURCE 







* 1 ey 
t 









Dressy and Classic Mid-heelers 
Wedgies and Campus Types 


Tailored, Styleful Welts See 
















Carefree Casuals 





a 
a 


" ibaaay Aion Ruby Red 
Amethyst Town Taupe Promenade Brown Slate Grey 
Admiral Blue Cognac Brown Burgundy agen 








Whether your customer is teen-ager, oe, arse — (etiwealy 
AolacHawl a 
$10.95 * $11.95 


Some styles $12.95 
QUEEN CASUALS '7.95 et 










college girl, wage earner, young housewife, or . 
matron, there's a style for every taste, every whim, 
every need in the complete Queen Quality 

line for Fall, 1949. 


Queen Quality’s completely balanced line is priced 
for rapid turnover and steady profits. 
Wait for your Queen Quality salesman — 






woe =~ n 
~ ee °., Seen 
——- 2. fea —— 






or write us to have him call. 


SHOES 


re 


UEEN QUALITY SHOE COMPANY «+ DIV: INTERNATIONAL SHOE COMPANY «~ ST. LOUIS 
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See the ew : pons 


GOLD SEAL 


RUBBER FOOTWEAR 


Line at the 


HOTEL NEW YORKER 


ROOMS 527-528 


MAY 23 thre 26th 






































































CATALOG 





a SEAL RUBBER COMPANY \ 


174 LINCOLN STREET, BOSTON 11, MASS. 


GOODYEAR RUBBER COMPANY, MIDDLETOWN, CONN. 























Sketched from originai 


designs by Alfred Vamos 


an elastic yarn manufactured exclusively by UNITED STATES RUBBER COMPANY rus) 
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better world of shoes 


elasticized with 





Agoowing as much as you do about the shoe 

4 business, you appreciate the true significance 
of the consumer Lastex ad reproduced here. 
(The first of many soon to come.) It means 
that Lastex yarn is fully available again. 
That the millions of women who remember 
the blessing of Lastex in shoes are going 
to want it again. Furthermore, that millions 
of younger women who know and love 
Lastex in all their other fashions, will 
now demand it also in their shoes. Good 
merchants feel this trend right down to 
their shoes and are ordering 


accordingly for fall. 











... the miracle yarn that makes things fit | Ae Pe ceed ett yg 


1230 Avenue of the Americas * New York 20, N. Y. 


May 15, 1949 





yarn 





See what I. Miller. 


Lastex Yarn in shoes 


's doing with 





to these 
created by shee forecasts 
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@ SEE OUR EXHIBIT AT THE SHOE MANUFACTURERS FALL 
SHOWING, MAY 23-26, HOTEL NEW YORKER, ROOMS 1260-61-62 





Basketball and tennis shoes; “a we s e 
tennis oxfords, and canvas x ; 
and Norzon play shoes 





Work shoes for men, youths, xy 
and boys. Alo oxford: for > = G xir0 volume for you—because of BATA’S 
boys ond youths. BATA'S “WKN ““““#sesenrnn 


exclusive vulcanized soles 


better values! Bring increasing sales and profits 
to your shoe department by featuring famous BATA 
footwear. Made in our own large daylight plant 

in Belcamp, Maryland, under our strict supervision and 
employing the highest standards of workmanship plus 


years of “know-how” that is exclusively BATA. 


FREE! WRITE FOR THE BATA CATALOG TODAY! 


Tre, 





Women's Stadium Boots 
Women's, misses’ and child- 
ren's zipper boots, and 


te aalmaa eae BATA REGIONAL REPRESENTATIVES 
@ Harold Freidin @ Sam G. Solomon 
445 Broadway 189 Madison St. 
New York, N. Y. Chicago, Ill. 
@ H. P. Brown @ E. L. Schmitt 
P. O. Box 31 Haas Building 
Meridian, Miss. Los Angeles, Cal. 











tiaatae 


SHOE COMPANY Inc. 
Belcamp, Maryland 


Men's heavy 4-buckies 


Also men's, boys’, youths’ 
lightweight 4-buckles, work 
rubbers, dress rubbers, and 
knee boots. 
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When the Box Is Opened... 


Does the Finish Help the Sale? 


UNITED 
rN aey 


PRODUCTS OF 
B B CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS * HEELS + EDGES 


HIGHLY competitive selling conditions require that you 
give your shoes every advantage. Match the style and fit 
of your shoes with a finish that does them justice — a 
finish that appears as smart in the retail shop as when it 
left your packing room. 

Time takes a toll of finishes unless formulas are cor- 
rect for every run of leathers. Periodic checks by the 
United Finishing Specialist help you provide the perfec- 
tion of finish your customers appreciate and expect. If 
you have a finishing problem... or want to improve 


your finishes ... phone for a United Finishing Specialist. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, 


May 15, 1949 


MASSACHUSETTS 
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tN PHILLIPS pIVIsiCcN 
Dastrinutors fo 


1 qPort eqns 0. COD 
rapes OO” 
regust Syrtrets Comerster" 


waste Estrusors 


pew tasers OOP 
arenes Coates ae 


we Pollack & a comee"s 
Ny ron Tread 


Cape Acoress pHiLPREM-BOSTON 


agents © eorte’s OE marnets 


CORT 


gosto” 1 


Dear Ladies’ Shoe Buyet 


isa sample of anew ,dentificati er that 


signed to h 


Look for this folder on all future s 


genuine NOR RZON fabric 


CAUTION: If the identificatio” folder 1s missing» the shoe 


not made of genuine NORZON fabric. 
Very truly yours 


phillips-Premic® Corporation 
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Style 212 


ID 


RETAIL 
...- Your Price 
$5.60-5 30 Gold- 
en Harvest Boot 
- « » 10% Iron 
Superlite Sole 
... Full Midsole 

- - Hard Heel 


. RUGGABOOTS are today’s answer for immediate — 


Iu Stach 


JUNE 15 





new sales to Young men and Big Boys in the Nation’s 
largest, smartest stores. They’ll buy ’em the year around. 
They're today’s hottest style. Write or wire for your 


initial promotion stock. 


RUGGABOOTS are only TWO of Lucey’s 32 In-Stock Fast- 
Selling Styles, including a full range of today’s best traffic- 
building Youthful Shoes. Every style a profitable retailer 

at $8.95 (except one specialty at $7.95 — one at $9.93) 

Your Lucey salesman will be glad to call. We'll 


tyle 243 


Yy ° : ya, wea G ‘ be pleased to send you our new IN-STOCK 
j 95 Nts, . = a catalog (available June 15) 
- - aaa, 


RETAIL 


. . . Your Price 
$6.15-5/30 Am- 
erican Burgundy 
Moce. Strap 
Boot ... Neolite 
Sole . . . Full 


Sa JOHN E. Lucey Co, inc, 
B 7-12 C 6-12 
5-12 BRIDGEWATER 10,, MASSACHUSETTS 











For the shoe in demand which requires a full-bodied combination 
tannage. suited for both lined and unlined shoes. Greenebaum offers 
VEGELEEN. Its translucent. aniline finish brings out the leathers natural 
beauty and keeps shoes looking new and attractive. It antiques well. 


J. GREENEBAUM TANNING COMPANY 


FOUR TANNERIES IN CHICAGO AND MILWAUKEE a 
Main Office: 3057 N. Rockwell St, Chicogo. Eostern Office. 129 South St, Boston. Coble Address “Greentree” 
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’2" NEOPRENE CREPE SOLES. Double-stitched. 


TWO-FISTED FEATURES 


Oil-resistant. Soft, for easy walking and non-skid 
safety. 

TWO THICKNESSES OF HEAVY COWHIDE 
wrapped around your ankles. The only double- 
upper shoe made ! 


LACED TO TOE. In case of accident, cut the lace 


SOFT HORSEHIDE LEATHER TOE, for a tighter 
hold when kneeling. 

ROUGH FINISH LEATHER UPPERS give more 
traction on a pitched roof or other incline. 

STEEL ARCH SUPPORT, for extra comfort and 
safer body balance. 

RIVETED LACE EYELETS. No lace hooks to 
bend shut. 


and kick off the shoe . . . in seconds ! 


Se 


For YOU, 


‘This brute of a shoe means money in the bank to yor... 
8-feature construction takes it out of the ordinary 
“work shoe” class...makes it a specialty item, in a 





sales and 


RAWHIDE LACES for extra wear. 


THERE'S NEW BUSINESS AND MORE PRorFit 
MR, DEALER, IN THE WEINBRENNER “BRUISER” 


class by itself. Feature the “BRUISER” in your windows 
and in your local advertising. You'll get immediate 


repeat sales, at a price that means BIG profit! 


Use the coupon below for full details on this new shoe. 





GENERAL OFFICES: MILWAUKEE 1, 


THAT'S WEINBRENNER ...A NAME TO 





WISCONSIN 


a FOR GOOD! 





| ALBERT H. WEINBRENNER CO. ’ 1 
| Milwaukee 1. Wisconsin NS on ctac cad adsdahdd <0neecesssedsns Reece etNesateadtedsne 
| Your new “BRUISER" looks to me like a rough, tough, and sassy ON oo adc cddostenves ses stactehacuae sus ncas eee gdaedeson 
| shoe that will sell well in my market. Send your salesman in to show eT 

| me the “BRUISER” and the rest of vour line. No promises. I just want : Bea a oa ae ae eee = S(t eee ere ae eee a l 
| to look, with no obligation to buy. NE LEI RRL A eT PN EOE rh Beets 5 UE ai ds dies oe | 
Ne ce ce ce ee ee ee ew sw ee a a a a ee J 
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Give Your Display Shoes 
Maximum Sales Appeal 


With 


 AnkleHi 
Fairy Forme 


The Choice of 
Leading Stores 
Everywhere 


One size and style shoe will not fit all your customers. 
One style display form cannot give your display shoes 
the smooth appearance that creates sales. 

That is why Fairy Forms for women’s shoes are 
made by hand over standard models in your choice of 
three sizes—three toe styles— six heel heights, two top 
styles, Standard (illustrated) or Zephyr, and a com- 
plete range of attractive colors. They are flexible — 
conform to the shoes rather than distorting the shoes 
to fit the forms. Adjustable cross bars enhance the fit 
and make the forms easy to insert and remove. Also 
available for juvenile, children’s and infants’ shoes. 
Write for literature. 


SHOE FORM CO. INC. 
Auburn, N. Y. 


In Canada: United Last Co., Ltd. 
P. O. Box 3000, Montreal, P. Q. 


LAREN IRE LEN IID 
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These new Jarman styles will be 
featured in full page, full color ads this fall 
in The Post and Esquire. 


SHOES FOR MEN 


TO RETAIL at 


1995 lo +]395 


SOME STYLES HIGHER 





1 aie iC MBS ii StS. Sa 


New styles for more sales 


© J arman Brawnies 


Here's the dashing bold look in fast. youthful, masculine styling 
designed by Jarman for young men who like their shoes rugged, 
but in all ways smart. The three styles pictured here are fashioned 
for men in the young group—your most profitable shoe market. 
To make this market aware of these new styles, Jarman advertises 
“Brawnies” nationally . . . supplies dealers with dynamic window 
displays to dramatize these styles and to send shoe sales soaring 
. . . furnishes dealers with numerous promotion and advertising 
helps for promoting “Brawnies” in their own communities. For 
complete information on Jarman styles for fall and the advertising 


and promotion plan to build sales. write: 


JARMAN SHOE yeoman eae TENNESSEE 
i 


DIVISION OF GENERAL SHOE CORPORATION 












as advertised in 
SEVENTEEN... 


Full pages in full color pre-sell these shoes 
for you in SEVENTEEN. Polly DEBS year 
‘round advertising program also includes 
CALLING ALL GIRLS and AMERICAN 
GIRL ... featuring the kind of ads and the 
kind of shoes that appeal to teen age girls 
all over America today. 


price-tailored fo fit 
the volume ‘teen market! 


Poliy DEBS are a “natural” in today’s highly competitive market. A 
recent survey, based on last season’s “teen shoe sales, proves this! 
QUALITY, said 40% of the retailers, was the most important factor in 
selling. Polly DEBS quality and value are apparent... we make this 
shoe with such care and finesse that we proudly advertise it as: “the 
shoe with the hand-tailored look!” STYLE was another important 
“must”... Polly DEBS keep abreast of every fashion whim with a line 
that covers everything from crepe-sole mocs to dressy flats and wedgies! 
But most important, this survey proved Polly DEBS are priced right for 
real volume and profit! More than 40% of all teen shoes sold were in 
Polly DEBS lucrative middle-price bracket! Polly DEBS can be a real 
money-maker for you, too! 













~ 





Roberts, Johnson & Rand « D:VISION OF INTERNATIONAL SHOE COMPANY « ST, LOUIS 3, MO. 
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aS 
(> The Ski Boot Loop Offers 
es 
Added Security and Style 








No fumbling with frozen fingers ...no tedious lacing 


y 


ae > SS) and unlacing when rugged 4 SKI BOOT LOOPS 
f— are a feature of your ski boots! Laces slip through loops 


freely, and feet remain dry because no holes pierce the 
upper to invite in snow and moisture. Minimum friction 
oii at the loop adds to lace life, too. Will your next season's 
a ski boot models enjoy the sales advantage of this strong 


and highly practical loop? 


























A sales-worthy feature for loafers, moccasins, sport and campus footwear, too! 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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THE MEN’S SHOE BUSINESS 









The French say: The more things change—the 


more they stay the same. 


But in this country we subscribe to the theory: 
Times change and men must change with them. 


For example, the changes that have taken place in 
the men’s shoe business in the past 20 years have 
been nothing short of revolutionary. And there 
are some changes taking place right now that are 
pretty radical. They are changes that may em- 
phatically affect many independent retailers of 
men's shoes. A lot of these changes are for good. 
Some, on the other hand, should serve as warning 


signals. 


The retailing of men’s shoes is a good business 
but it is also highly competitive. And, as we 
know, it is a business quite subject to change. 
Here at Winthrop we are ever aware of these 
changes...ever alert to them. Our new line re- 
flects those changes . . . our merchandising reflects 
those changes. 








Times do change 


So does. the retailing of men’s 


shoes...and how! 


NOW WE HAVE A PLAN THAT 

MEETS THOSE CHANGES 
It is called “The Winthrop Plan of Profitable 
Action”. It is a comprehensive and coordinated 
management and selling plan designed to make 
independent men’s shoe operations more profit- 
able. This Pian is simply a crystalization of the 
many elements that constitute the successful sell- 
ing of men’s shoes in terms of planned action and 
promotion...as contrasted with “just selling 
shoes”. 


The purpose of the Plan is to build for the retailer 
and with the retailer so that his customers increase 
each season; his sales per customer increase; his 
inventory control is in better balance; his profits 
are steadier and his overhead is held in firmer 


check. 


Those who have already seen the Plan say it is 
one of the most important things of its kind to 
come into the retailing of men’s shoes in many 
years. Winthrop dealers are seeing the Plan now. 
If there is no Winthrop outlet in your city and 
you would like to see the Plan, just drop us a line. 


WINTHROP SHOE COMPANY 


Division of International Shoe Company « Saint Louis 
New York Sales Office, Room 914, Marbridge Building 
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Ly the drawing board of Irving Berkowitz, 
creator of the ever popular Maxine Originals, colorful, economical 
Arrabuk brings you a preview of this styled-for-m’lady shoe. 
Suede-like Arrabuk is the choice because it cuts without waste . . 
shapes without cracking . . . is waterproof, washable, 
wears longer. Proof? 20 years of specification by top 
designers . . . repeated use by leading manufacturers. 
Write for details. 


Ten instead... 


HOOD RUBBER COMPANY, Watertown, Mass. 
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In Harmony 


Leather must be in tune with styling 
. «. in harmony with fine shoe-crafting 
... in rhythm with the chorus of consumers de- 
manding quality . .. The colors of Rosebay 
Willow Calf are synchronized with the 


entire scale of style’s seasonal. tunes. 








Rosebay Willow cal 


AMERICAN HIDE and 


LEATHER COMPANY 
BOSTON MASSACHUSETTS 


é 
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WHITE GLOVELK OXFORD 


Unlined Outside Counter. Pocket 

Light Natural Wrap-around Flat Tread Crepe Sole And Heel 
Genuine Goodyear Welt Construction 

4/10 AAA-AA 334/10 A-B-C 

Also in Brown—Style 311 









FOOTHRILLS in styles 300, 301, 310 and 311... all sizes IN STOCK. 








WHITE GLOVELK OXFORD 


Unlined Outside Counter Pocket 

Light Natural Wrap-around Fiat Tread Crepe Sole And Heel 
Genuine Goodyear Welt Construction 
4/10 AAA-AA 344/10 A-B-C 
Also in Brown—Style 301 






Immediate delivery. Must be purchased in 12 pair units . . . choice 
of styles. At $4.75 to retail.at $7.95. Also available for make up in 


the new colors. 


THE JUVENILE SHOE CORPORATION 
- OF AMERICA 


TENTH FLOOR—SHELL BUILDING—1221 LOCUST STREET 
SAINT LOUIS 3, MISSOURI, U.S. A. 
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ey . america’s coc SHOE FORM 


3 HEEL HEIGHTS 





3 COLORS Right 
NEUTRAL FLESH 


im 6 COLORS 
WHITE PEARL 


Right 
HEEL 
HEIGHTS 


MEDIUM 


PPSSA Visitors: See 
them displayed at our 
main office 30 E. 20 
Street, New York City 


....AT THE Acgh? PRICE ‘]-25 





Because they're so right in every way, Universal Forms are selling 
faster than any other shoe form in America. Our streamlined factory 


setup is working full time to keep abreast of this growing demand and Packed 24 pairs to the case. 
to assure IMMEDIATE DELIVERY for Universal Forms. Bring more color, inane 
more style to your displays, emphasis the true quality and fit of your = Fernie y Pe specify 


shoes with Universal, America’s best shoe form. 


AND MOW A FORM FOR 7Wcslee SHOES 


Same features that have made Universal T 0 0 


America’s number one Shoe Form, make 
new Universal Children’s Form your first 


choice for displaying juvenile shoes. 
—— FLESH ONLY. when ener. 


ing, ate Misses 
Size 13 





IMMEDIATE delivery. 





Improved manufacturing facilities assure 


‘i UNIVERS A FORM CORPORATION 


NEW YORK NEW YORK 
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Never been done before... 


NOW 






‘DOES IT! 


Thr Banranee reputation for introducing new ideas in the industry 


is maintained by the oustanding line of 1949-’50 slippers 





to be shown at the 


POPULAR PRICED SHOE SHOW OF AMERICA 
MAY 23" thru 26th 
HOTEL McALPIN + ROOMS 510-512 


The world’s most exquisite shearling 


footwear bears the name Baranee. 


Pioneer and sole originator—Baranee 
is still the only one who can give you 
silken depth — lustrous brilliance — 


magnificent new colors — wide range 





of new and exclusive styles. 

















IMPORTANT NEVER SAY JUST SHEARLING—SAY Baranee 
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HOW'S YOUR LO.” OME rIACKRS” 
ee ee Ci “FLEXIBLE 54965 FOR Wan WEAR 


simple idea through one quarter inch of human 


— —CHaRLEs F. KETTERING and ON LY 


— JUMPING-JACKS 
LOOK LIKE 
THESE... 








—In other words, Kettering, that great inventive 
genius, says that some people are just plain dumb 
or stubborn, or blind. 





—Another time. Kettering said: “There’s nothing 
so hidden as the obvious.” 


—So many times, the simple idea or simple solu- 
tion is so hard to grasp or to see. 


—Once upon a time, there was an old dowager who 
had a monkey for a pet. One day the monkey 
got away in the garden while the old girl was 
taking a siesta. 


—She and the servants chased that monkey round JUMPING-JACK SHOES 
and round that garden, from tree to tree. 
ARE COVERED BY 
—Finally, a debonair gentleman strolled by and UNITED STATES 
ing th di t, asked if h ight be of 
sonistubde, He conthinly oul ba, he wen thks PATENT 2,385,743 


—What did he do? The obvious. Instead of shout- 


ing, threatening or appealing, he removed his be- The patent laws provide that retail 
ribboned pince-nez glasses. 


—But the more they chased, the more the monkey 
enjoyed it. 


and wholesale distributors are full 
—He held the ribbon and began swinging the glasses Y 


back and forth like a pendulum. liable for patent infringements, as well 
—The monkey of course was fascinated ard attract- as manufacturers. We hereby notify 

ed. The movement of the glasses and the reflection : 3 

of light lured him to the man, who gracefully the trade that we will take vigorous 

lifted him from his shoulder and put him in the : . 

arms of the grateful dowager. action to protect our patent rights 
jie wae ie olinalie ontliek against infringers, whether they be 


—So, instead of beating your head against the wall merchandisers or manufacturers. 


the next time you have a problem, sit down and 
calmly look for the simplest answer . . . instead *” 
of going around and around like the old dowager. 


Se Ted VAISEY-BRISTOL SHOE COMPANY, INC. 
r i ea tot ROCHESTER 3, NEW YORK 


‘“MONETT, MISSOURI *, SKOWHEGAN, MAINE 


President 
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Less w 
Florsheim “li 
eliminate thet 
cleaning 

Just a few minutes e 
keep them looking & 
and of course Florsheim quality 


makes them good for two season’s wear at least. 


3 

3 
3 
% 


s 


“awe 


€. 
*e 





The Florsheim Shoe Company « Chicago « Makers of fine shoes for men and women 
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Newsreel uu... 


The multi-million dollar Army, Navv and Air Force post exchange and 
ships' store business is headed for the spotlight of Congressional inquiry. 


Many Congressmen have felt for sometime that the retailing activities 
of the armed forces have encroached upon the rights of private, independent 
retailers far beyond the "items of convenience and necessity" originally 
intended by the nation's lawmakers. 

The investigation should be of interest to shoe retailers because of 
the system of clothing allowances used by the Navy whereby clothing is purchased 
by Navy personnel in special stores. The Army is also planning to put this 
system into effect by July 1. At the present time, the Army issues footwear 
and other apparel items to enlisted personnel. It is held that the Navy prac-— 
tice results in large numbers of shoes being purchased by Naval personnel for 
other than their personal use. Such practices could be stopped if the armed 
services would permit sales of footwear and clothing only in the sizes required 
by the purchaser. 

The new Congressional investigation, which will get under way late 
this Spring and continue through the Summer, will be headed by Representative 
Philbin (Democrat, of Massachusetts) . 

"We want to get the facts," Representative Vinson (Democrat, of 
Georgia), chairman of the House Armed Services Committee, declared in naming 
Mr. Philbin to head the investigation. "If post exchanges and ships' stores are 
competing unfairly with independent businessmen, we want to know about it." 

In addition to Mr. Philbin, Chairman Vinson named eight other members 
of the House of Representatives to serve on the investigating subcommittee. 

They are: Representatives Heffernan (Democrat, of New York), Hebert (Democrat, of 
Louisiana), Winstead (Democrat, of Mississippi), Havenner (Democrat, of Cali- 
fornia), Cole (Republican, of New York), Elston (Republican, of Ohio), Anderson 
(Republican, of California), and Johnson (Republican, of California). 

& Ht & & & 



































While large quantities of hides, skins, 


leather and shoes were pro— 





vided by the United States under the Wor 


ld War II lend—lease program, this is 








not likely to be the case with the new $1] 


| billion program of military aid 





proposed by the Administration. 

The leather and shoe industries in most European countries have 
revived to such an extent that military footwear needs can be filled without the 
necessity of resorting to American aid. The livestock population in Europe is 
about back to prewar levels. For example, the number of cattle in European 
countries, excluding Russia, on January 1, 1949 was only 5 per cent less than 
the average number for the period 1936-40. The 1948 figure was 3 per cent 
higher than the previous year. 

Marshall Plan aid has revived the tanning industry of Western Europe 
by supplying hides, skins and tanning materials. A sharp drop in Western 
Europe's requirements for these materials in the 12-month period beginning 
‘July 1 is forecast by the Economic Cooperation Administration. As is the case 
a the bulk of the authorizations will be for hides and skins rather than 

eather. 


Further indications that most of Europe can now fill its needs for 
footwear are indicated by the fact that in virtually all countries leather 
supplies are up to or higher than prewar levels. As a result, most of these 
countries have entirely eliminated their rationing restrictions on leather 
footwear and some of them are also trying to find export markets. 
































~~ 
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EASIER TO SELL 
e 


BARBOUR \ 


PATENTED 


* 


\, 


for Faster Selling Shoes 











> ie 
. BAR 


7 e BOUR \ 


PATENTED 





in a wide range of designs —- for every selling 
season. Increase your turnover of established pat- 
terns with the right Stormwelt design — in 


same sryle = oe matching or contrasting shades. 
vhs ~ Le with > | 
NEW jae L oe Qrnndts “Weatherstrips’’ 
ic» i 
yor : Qed Holds The Shape 
N 


Qed Styles The Edge 


BARBOUR WELTING COMPANY, Brockton 66, Mass., U.S.A. 






The SOLID LEATHER STRIP that 


STYLES as it ‘““WEATHERSTRIPS”’ 








women shoppers 
always have a 

“y Ful 
ew 


in mind... 










... the ght price! 


She gets the most for her money in latest fashions .. . 
quality in workmanship and materials .. . at $10.95. 


That’s why the Mode Art and Mode Art Junior programs are built around it. 


MOULTON-BARTLEY, INC. 


710 North 12th Street St. Lovis 1, Mo. 


76 Boot and Shoe Recorder 














JERRY CAMROS, manager of the 
Palace Bootery, Chicago, Ill., says: 

“This can be a bigger and better 
year for small. independent retailers 
who are ALIVE! 

“Now. we don’t believe there is 
such a thing as a ‘steady customer.’ 
Not really. But we pretend there 


/ MLK 


are and continue to build our large 
mailing list. We find direct mail to 









be our most effective form of adver- 
tising and also within our budget. 
so every month we send out a new 
piece. We strive to fit properly and 
al! customers are treated most cour- 
teously. So far, so good. 

“We don’t pretend we're an old. 
established store, although we are. 
No sir. every second week is a 
grand opening as far as were con- 


cerned—for every second week we 





give our window shoppers a bright, 
dazzling window display . . . alto- 
gether different than the store that 
was here two weeks ago! Therein 
lies the salvation for the small. inde- 
pendent retailers. BE ALIVE! Put 
your money on the winner—the star 
salesman—-AN ATTRACTIVE, IN- 
VITING. WELL-LIT WINDOW 


May 15, 1949 
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ot the 


DISPLAY. And then you can pre- 
tend those new faces coming into 
your store are going to become 


mighty fine steady customers soon.” 


= = * 


EMMETT SMOLLINS. manager 
of the shoe department, Shepard’s, 
Providence, R. I., says: 

“I sometimes wonder if we have 
too many styles in women’s shoes. 
One of the trends of shoe retailing 
recently is that there are ao really 
outstanding numbers. While every- 
thing sells fairly well right across 
the board, there are not the big vol- 
ume numbers that we used to have. 
There was a time when a retailer 
would have a half a dozen items that 
could be stocked in big volume and 
he would really go to town on that 
business. 

“With so many styles, a retailer 
is perplexed as to which items his 
customers will want. When a retailer 
tries to order too many styles. he is 
apt to neglect size ranges and is 
unable to give customers the fit they 
need. To provide a complete size 
range in many style lines means an 
unusually high inventory. 

“Another factor is that a customer 
is bewildered when there are too 
many styles. A woman can general- 
ly make her selection much quicker 
when she has fewer styles confront- 
ing her. 

“From the manufacturers view- 


point, the wide range of styles offers 
an expensive production problem. 
In most cases he is unable to main- 
tain any appreciable instock service 
and his distribution. sales and adver- 
tising problems are made more com- 
plex. 

“On the other hand. of course, 


with concentration on fewer lines. a 





retailer and manufacturer can well 
go into a tailspin if their stocks are 
not the wanted Inies. If a retailer 
concentrates on few lines and the 
public just doesn t go for them, he’s 
just eut of luck for the season. 
“But it seems as if the industry 
might be better off with some cur- 
tailment of style lines. While there 
are pros and cons on the subject, a 
moderate reduction in lines would 
help the industry and make no hard- 


ship for the customer.” 


oe * * 


MRS. M. KLEIN of the Paramount 
Shoe Store, Philadelphia, Pa., says: 

“Up to the present time selling 
shoes was simple and easy. A sales- 
rian could just be a person who had 
sold any type of merchandise before 
end simply apply the general prin- 
ciples of selling to shoes. Today, 
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we need shoe salesmen—men who 
are alert to constant training and 
attuned to the changing times. We 
need men who are really interested 
in selling shoes and knowing the 
different types and the various pur- 
poses for which they are worn. 
These people who claim to sell shoes 
must know how to help the indi- 
vidual customer get shoe-suited. 
“As a store manager, I feel that 
| have been lax in spending too 
much time in the office. I see how 
important it is to be on the floor in 
order to be sure that salesmen are 





giving customers the service re- 
quired-in the plan of present-day 
competitive business. The problem 
ot the individual shoe store to sur- 
vive must be worked out differently 
from that of the chain store. Cus- 
tomers who patronize the chain shoe 
store usually know the price and 
quality of the shoes to be purchased 
er have enough idea about them 
not to require too intensive a sell- 
ing procedure. The independent 
store, however, has to build up repu- 
tation and prestige through service. 
The salesmen are the major con- 
tact with the public and a store that 
sells several brands of shoes finds 
that the right salesmen are the im- 
portant links that build the strong 
chain of continuous customers. 

“Anyone who wants to stay suc- 
cessfully in the shoe business today 
has a full time job on his hands. 
The manager who stays on the floor 
will become more aware of many 
details in the course of shoe selling 
that, if given pointed attention. 
often lead to more definite sales. 
He will see what is actually hap- 
pening in the salesman-customer re- 
lationships and be alert to all sales- 
making possibilities.” 


TED SAVAL, Los Angeles shoe 


manufacturer and designer says: 
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“We are rapidly approaching the 
time when we must learn to drama- 
tize and tell a story of the product 
we advertise. Competition is get- 
ting keener and women are search- 
ing for style as well as fine quality. 
Casual shoes lend themselves to 
dramatization. 

“A manufacturer must introduce 
new styles and must build them up 
with a story if he expects to suc- 
ceed in times to come.” 


* = * 


R. K. OLDS, of R. K. Olds Shoe 
Store, Cortland, New York, says: 

“Shoe stores should pay more at- 
tention to fitting and less attention 
to the frills. I am frequently amazed 
to see how lightly some of the big- 
gest stores treat proper fit. Cus- 
tomers select shoes on a basis of 
style, appearance and matching ac- 
cessories, while salesmen seemingly 
cater to every whim, yet often don’t 
bother to measure feet. 

“A small store, such as ours, must 
assure itself of steady business. Lo- 
cated in a small city, we would soon 
1un out of customers if we sold the 
average person only once. We must 
get them back year after year and | 
can recall so many instances where 
we have developed steady, satisfied 
customers by doing a good job of 
fitting the first time we sold them. 
A young woman who had a difficult 
foot to fit became one of my best 







customers—buying as many as sev- 
en pairs at a time. 

“To get down to fundamentals, in 
my opinion, a store must offer 
either fit and price or service and 
glamor. Luxury is obviously out of 
place in our store; but service and 
good fitting are never out of place. 
Given these, you need not stress 
price too much. The store that is 
conscientious about fitting generally 
requires a slightly larger size range 
than the average. This usually 
means a bigger inventory, but it 
need not be much more.” 








JULIAN G. SAMUELS, vice-presi- 
dent of the Samuels Shoe Company, 
St. Louis, Mo., says: 

“The past years experience 
points to a wide acceptance, this 
coming Fall, of light, delicate treat- 
ments that combine a new smart- 
ness with freedom and comfort. 
The necessary note of elegance for 
the Fall fashion picture should be 
achieved through fine detailing, 
dramatic lines and the subtle use of 
rich hues, rather than an overem- 
phasis on the so-called ‘covered’ 
look.” 





SOX DARNED 


WHILE YOU 


WAIT. 














"This new service angle sure is paying off.” 
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Problems of Readjustment 


“THE shoe business has reverted very definitely to a 
seasonal picture this year and. like that tribe of natives 
in Africa that’s surprised every Winter when it begins 
to get cold. a lot of people have forgotten what sea- 
sonal business was like in the shoe industry.” So 
W. Maxey Jarman. chairman of General Shoe Corpora- 
tion, told the salesmen of his company when he ad- 
dressed them at recent divisional meetings. 

In one of his recent daily commentaries. J. B. Wal- 
lach. business news editor of The New York Sun, 
quotes another prominent industrial leader who de- 
clared that “business and industry have been operating 
so long under abnormal conditions that they have come 
to regard the abnormal as normal.” He suggested that 
this attitude explains some of today’s confused thinking. 
Mr. Wallach finds confidence in informed quarters that 
the end of the deflationary cycle is not to be a bust but 
a resumption of normal. healthy business. “As more 
goods are brought within the buying means 
persons. it is asserted. consumption will rise. 
will be reactivated and our economy will be stabilized 
rather than depressed.” 

Mr. Jarman. whose observations are reported else- 
where in this issue. thinks general business has declined 
too much in the first few months of this vear. and that 


of more 
markets 


while another year may elapse before the trend is 
definitely reversed, the situation has been viewed with 
too much pessimism. He believes that in some indus- 
tries the next few months may see the beginnings of an 
upturn. When immediate problems that presently con- 
front this nation and the world have been worked out. 
he anticipates in the next twenty-five years a period of 
expansion. growth and development the extent of which 
few of us can at this time conceive. 

With regard to the shoe business. Mr. Jarman sees 
the retail trade in a generally sound and healthy condi- 
tion. with inventories in good order as reflected in the 
satisfactory state of collections which he regards as a 
reliable index. His viewpoint is significant because it 
is based on a broad experience that relates to many 
classifications of footwear rather than one particular 
branch of the trade. It is especially reassuring at a 
time when there seems to be a disposition in some quar- 
ters to take a dim view of the immediate future. 

The shoe trade has never been a static industry. Under 
what we have been accustomed to consider normal con- 
ditions it presents a changing picture which reflects the 
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influence of market conditions, the moods of fashion 
and the attitudes of the consuming public. There is a 
substantial core of what may truthfully be called staple 
shoe business. but even here the volume of trade varies 
with the trends of the times and the prevailing policies 
of retail buyers. It is highly abnormal to find practi- 
cally everybody in the shoe business prosperous and 
successful to the marked degree that characterized the 
period during and just after the war. That picture 
appears to be changing to a situation in which some 
factors continue to make a very good showing while 
others in varying degrees are encountering difficulties 
of one kind or another. This disparity between units 
and sectors of the trade is another indication that shoe 
business is returning to its prewar normal. 

Actually there is little in these developments. which 
practically everyone had foreseen as certain to occur 
sooner or later and many had anticipated much sooner, 
to warrant the feelings of apprehension that have seemed 
to pervade some quarters of the industry. Granted that 
there are sectors of the shoe trade that are facing pretty 
serious problems, it is equally true that they have faced 
and surmounted such problems before. There are in- 
dividual units in the business whose difficulties are such 
that they may find it impossible to readjust their 
operations to meet the requirements of this exacting 
period. That, too, has happened before. It is a hard 
and relentless law of survival, but the economic system 
works that way. Presently the errors are corrected, the 
weak spots strengthened or eliminated and business be- 
gins to improve. The shoe trade was one of the first 
to feel the effects of the present correction; it is reason- 
able to expect that it may be one of the first to recover. 

Aside from these adjustments that mark the transition 
back to a more normal peacetime condition. the shoe 
business today conforms pretty well to Mr. Jarman’s 
observation about business in general. It simply doesn’t 
warrant the pessimism that we have heard too frequently 
expressed. Trade sentiment. judging from most reports, 
has improved under the influence of a generally satis- 
factory Easter business and the warming effects of sun- 
shine and Spring. Some factories that had been quiet 
are hitting a faster stride. Sentiment at St. Louis and 
other recent shows seems to have been optimistic. Shoe 
business will be what shoe people make it. Hard work, 
aggressive promotion. intelligent and unremitting sales 
effort are clearly in order for the remainder of this year. 
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Retail Inventories, Trade Situation 


Maxey Jarman Believes Sentiment Regarding General Business Has 


Been Unduly Pessimistic and Next Few Months Will See Beginnings 


of an Uptrend—Envisions Extraordinary Quarter-Century of Growth 


and Expansion Ahead. 


the sales divisions of General Shoe 
their Spring meetings last month, W. 
Maxey Jarman. chairman of the Board of Directors, 
made a number of observations of exceptional interest 
on trade conditions and the outlook for the future. He 
referred particularly to the fact that the company is 
this year celebrating its twenty-fifth anniversary. but de- 
clared that despite the growth and expansion that have 
marked that quarter-century of progress, the important 
thing is to continue to plan with vision for the future. to 
continue to adjust to changed conditions, to continue to 
make progress. “That,” said Mr. Jarman, “is the im- 
portant thing for every company and every individual. 

“What's going to happen in the next 25 years?” asked 
“Some of us probably won't be here. al- 


ADDRESSING 


Corporation at 


Mr. Jarman. 
though one of the great developments of science is that 
men are living a lot longer. But whether we plan to be 
here or not. we should be looking ahead and making 
plans and carrying them forward as far as we can so 
ihat each succeeding generation can continue to pro- 
gress.... 

“I believe that this next twenty-five years will see such 
a development in the United States as none of us can 
conceive of at this time. I don’t think the country is 
quite ready yet to start on its new period of growth and 
expansion and development. We still have some things 
that must be worked out and settled in the world and in 
this country too. But those things will be worked out 
better and quicker than perhaps we realize. and we will 
he ready to let the developments of science and industry 
itself show again what they can do in increasing the 
standards of living of the people of this country. 

“In 1914, the average factory worker in the United 
States was earning $12 per week and working 53 hours 
a week to get it. In 1949, the average factory worker is 
earning from $40 to $50 a week and working around 38 
hours a week on the average to earn that much. True, 
prices have advanced during that period, and the money 
does not mean quite as much as it did in 1914, but in 
spite of that, the average worker is living over twice 
as well as he did thirty-five years ago, and with fifteen 
hours a week more leisure. . . . 

“How has that been possible? By the technological 
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development of business and the application of methods 
and procedures throughout the years which have con- 
stantly improved the output of the individual worker. 
Business is the only way in which the people of the 
United States can improve their standard of living. and 
business has certainly done that job in the United States 
ina grand way. The figures indicate that the real wages 
of workers—that is, what makes up the standard of liv- 
ing—have increased during this past quarter century an 
average of about 4 per cent a year. 

“In other words, business has improved the job that 
it has done by organization of workers. the development 





AGE OF PROGRESS AHEAD 


"What's going to happen in the next 25 years? Some 
of us probably won't be here, although one of the great 
developments of science is that men are living a lot 
longer. But whether we plan to be here or not, we should 
be looking ahead and making plans and carrying them 
forward as far as we can so that each succeeding gen- 
eration can continue to progress. 

"| believe that this next twenty-five years will see such 
a development in the United States as none of us can 
conceive of at this time. | don't think the country is 
quite ready yet to start on its new period of growth and 
expansion and development. We still have some things 
that must be worked out and settled in the world and 
in this country too. But those things will be worked out 
better and quicker than perhaps we realize, and we will 
be ready to let the developments of science and industry 
itself show again what they can do in increasing the 
standards of living of the people of this country. 

"In 1914, the average factory worker-in the United 
States was earning $12 per a and working 53 hours 
a week to get it. In 1949, the average factory worker is 
earning from $40 to $50 a week and working around 
38 hours a week on the average to earn that much. 
True, prices have advanced during that period, and the 
money does not mean quite as much as it did in 1914, 
but in spite of that, the average worker is living over 
twice as well as he did thirty-five years ago, and with 
fifteen hours a week more leisure. 

"How has that been possible? By the technological 
development of business and the application of methods 
and procedures throughout the years which have con- 
stantly improved the output of the individual worker." 





Boot and Shoe Recorder 





















Viewed as Sound and Healthy . . . 


of machinery and methods so that the standard of liv- 
ing of the people could be raised an average of 4 per 
cent a year, and that is going to continue during the 
next twenty-five years. If we do not have any wars. 
and I do not believe we are going to have any in the 
next twenty-five years, we will see the average worker 
making $100 a week working 30 hours a week, and busi- 
ness will still have found it possible to produce better 
values for the consumer so that everyone can live better 
and have more leisure to enjoy it. That’s a glorious 
prospect. You have a part in it, you are sharing in 
the progress that is being made by the good work you 
are doing. ... 

“Frankly, the trend of general business has been down 
for several months, and in my opinion it will perhaps be 
generally down for the next twelve months. That doesn’t 
mean that the trend is going to be steadily down. As a 
matter of fact. the first few months of this year it has 
gone down too much and people have been unduly 
pessimistic and in the next few months we will probably 
see an uptrend. There’s not going to be any serious 
change in the Federal Reserve production index, which 
is the best index of business activity generally through- 
out the country. The decline from the peak which was 
reached last Fall until now has been only two or three 
percentage points, and at the low point will probably be 
five or six or seven per cent below the peak. It will take 
2 few months for various adjustments to get worked out. 

“The number of people employed has been declining 
seasonally and a little bit more than that. It will prob- 
ably pick up some in the Summer, again according to 
seasonal variation. A year ago we had about two mil- 
lion people unemployed which is normal for our popu- 
lation, and now we have about three and a quarter 
million unemployed, a million and a quarter more than 
normal. By the end of the year, or the first part of 
next year, we may have as many as four million people 
unemployed. But remember, all those people are go- 
ing to be drawing unemployment insurance, and there 
is not going to be any serious dislocation on account of 
that situation. As a matter of fact, it may be healthy in 
making for a little more sanity in Washington, and in 
keeping wage costs from skyrocketing. Wage trends are 
leveling off, but we are likely to see still a good many 
wage advances in a number of industries this year. Over 
all there is not going to be much change in wage rates. 

“And consequently there will not be much change in 
prices except in those areas where there have been un- 
usually high profits or unusually high inefficiency in 
operation. Such prices as do change, and which will be 
talked about considerably, will in many cases be camou- 
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W. MAXEY JARMAN 
Chairman of the Board 


General Shoe Corporation 


flage for more economical design. The national income 
will probably go down about 5 per cent. Farm prices 
have gone down more than any others, but farm income 
will not go down too much because farm crops will con- 
tinue to be quite large, and the government in one form 
or another is supporting the farmers. The savings of 
individuals as a matter of fact have been about twice as 
high as normal. People have been saving from 6 per 
cent to 8 per cent of their income whereas during the 
1920’s and during the latter part of the 1930’s, when 
business was going along very good, people normally 
saved only 3 per cent to 4 per cent of their total income. 
This means that we have not been doing a good enough 
job in enticing the people of the country to spend their 
money. They have more money than they have been 
spending and are just looking around for somebody to 
get them to want to buy something. That's the job of 
business—to get them to want to buy. 

“Looking at the hide and leather picture and the shoe 
situation, shoe inventories as a whole are low. The shoe 
business has reverted very definitely to a seasonal pic- 
ture this year and, like that tribe of natives in Africa 

[TURN TO PAGE 113, PLEASE] 





SUMMER HIGHLIGHTS 


FROM THE 


PARIS BOTTIERS 


French Quality Shoemakers Bring Back the 


Platform Sole. Dramatize Colors and Leathers. 


Dark grey suede combined with 
red calf in an attractive walking 
shoe. Aristologue. 


WITH the opening of the Summer collections, a great 
rivalry has developed between French custom 
makers and manufacturers producing factory-made 
shoes. In order to maintain their identity as quality 
shoemakers. some of the best known Parisian bottiers 
have formed a separate group which includes such 
names as Capobianco, Argence. Gresy and Betivegna. 


shoe- 


In designing their new shoes. these high style shoe- 
makers have decided to restore platform soles. This 
is almost a revolutionary move on their part since plat- 
form soles. closely associated with wartime limitations. 
had gone entirely out of the style picture. In bringing 
back the platform, the Parisian bottiers have argued 
that they are indispensable for protection of the foot in 
open shoes. 

Considered very daring also is the treatment of sport 
shoes. Made on crepe or stitched welt soles. these have 
been almost completely sandalized. Often in simple 
ankle strap patterns, they are made in blond alligator. 
and brown. red and navy blue suede and calfskin. A 
little lizard and a very small amount of python are also 
leing used. The heels of these shoes are 12/8 and under. 

All makers of women’s style shoes agree upon color. 
They are using delicate pastel tones that include light 
mauve, pale pink and blue. raspberry red, yellow. green. 
sand and beige. Leading bottiers who do not belong 
to the revolutionary group in style are distinguished by 
their refinement of detail. 


Drettas is presenting afternoon shoes made entirely of 


strips of pastel leathers. or with asymmetric treatments,. 


on very slim 23 8 heels. One of his evening shoes is of 
gold leather with appliqués in colors. The heel is of 
gold metal. 
grained calf. One perforated blue shoe has an underlay 


Donna Greco is making extensive use of 
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of white. giving a polka dot effect. Richomme is show- 
ing lacquered shoes in leather and satin. Léandre trims 
some of his shoes in lizard. Betivegna is making closed 
evening shoes in satin. Argence shows shoes in ostrich, 
combining grev and black. Gresy is returning to the 
wooden sabot for beach wear, made of one block of 
wood. covered with pastel leather. its sole trimmed with 
gold studs. Others are varnished in black. A thin 
lacing of leather is sometimes used to give firmer ad- 
justment. Other bottiers are 
linen. in such combination as yellow and blue. green 
and orange, for beach shoes. Linen and leather com- 
binations are also being used, blue linen with red kidskin 
and orange linen with violet kid. Light color plaid 
effects in linen are also being shown in such shoes. The 


using heavy multicolor 


heels are low and rather square and the platform soles 
are covered or of cork. 

The most sensational news this season are shoes to 
make men look taller. The result is achieved by a spe- 
cial inside construction. 


Opposite page: 1. Open toe sling pump in navy kid with 
white appliqué; Argence. 2. High-riding strap shoe with 
buttons, open toe and back; Argence. 3. “Cleopatra,” open 
high-riding shoe in gold kid and jade green suede; Greco. 
4. Left to right: Patent sandal with black lacquered heel. A 
strap turns it into a street shoe. The “Deauville” for seaside, 
garden or house wear. White calf and lacquered wood sandal; 
Caper. 5. Asymmetric sandal in grey leather on platform sole: 
Richomme. 6. Black suede and patent in high back model; 
Léandre. 7. Grey ostrich three-button strap; Argence. 8. Left. 
grey suede sandal with Dutch Boy heel and platform; right, 
plain toe sport tie; Caper. 9. Left, black suede with patent 
appliqué; right. black suede ankle strap with contrasting 
detailing; Caper. 10. Turquoise blue suede trimmed with 
brown and tied with a satin bow: Greco. 
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Soft sole, soft quilted 
upper in boudoir 
colors, pretty, prac- 
tical slipper for vaca- 
tion travel. Bonnie 


Rest by Pfieffer. 


M. RUTTY 


For indoor-outdoor 
wear this linen bal- 
let shoe on rope 
sole, pliable, insu- 
| lated, water-repe 
lent. Ropeg 
James 


“The Scamp,” 3 
wedge heel scuff 
with upper of 100 
per cent wool felt, 
insulator against 
both heat and cold. 
: Piano felt sole and 
Closely tufted. vat-“% . plastic’ outer 
dyed in eight xd et Daniel 
colors, in wedge Se 
heel scuff suitable 
for boudoir, bath 
and beach. One of All-leather :ow 
“Duckies” by Cali- hide travel scuff 
fornia Cheni lle saddle - stitched 
Slipper Co adapted to in- at Practical for house ag 
door ‘ =— Ny Se of oe beach, this washable 
— on. terry cloth scuff, made 
in yellow, white, pink, 
blue and green. Honey- 
bugs by Holiday 
Casuals, Inc. 


“ ’ Light and Summer: 
\' Vf <> » this scuff in puffed 
Double purpose vAQ® MS waffle piqué with 


cation scuff with 
solid cowhide up- 
per in choice of 
three colors, sad- 
dle-stitched. From 
Lion Sandals. 


elasticized thread, 
lined in same, avail- 
able in baby blue 
pink, yellow and 
white. Oomphies by 
La Marquise. 
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TO TRAVEL LIGHT 


More people will be on the move this Summer than ever before, according 
to current estimates. And more will be using the airways for distant points. 
That means greater demand than ever for light weight travel wardrobes. It 
also calls for clothes that will be adaptable to several uses and can be kept 
fresh and clean looking without much difficulty. 

One of the necessities for comfortable traveling and vacationing is some 
sort of slipper for house wear. And one of the problems of packing, often a 
major probem. is the disposal of shoes in crowded bags. To cut down that 
packing and weight hazard, clever and experienced travelers select slippers 
with low heels. in soft materials, easy to keep clean. Manufacturers are using 
a variety of materials for such shoes. chenille, piqué, terry cloth, Jinen, felt. 
satin and leather. Some of these are guaranteed to be washable and. as such, 
are also being promoted for beach wear. Most of these materials can be 
bought to match Summer gowns, house coats and beach robes in materials, 
as well as colors. They are definitely warm weather items to be promoted and 
sold as such. They offer the opportunity for that extra slipper sale. the 
seasonal item. which will help to make the slipper business a year ‘round 
operation. 

Another angle from which to promote travel slippers is the double-purpose 
shoe. The scuff of sturdy cowhide leather can be worn equally well indoors, 
in the garden or at the beach. It can take hard wear and still look smart and 
in good condition. Another kind of shoe which can do double duty is the 
ballet in sturdy fabric on a sole strong enough to go to the beach. We show 
such a shoe in linen with a rope sole. This can easily be used for indoor-out- 
door casual! wear. 


Gown and robe in Vanity 
Fair’s Nylon Tricot, id 

travel ensemble, packing 
very light and small and 
never needing ironing. 
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View of the street floor of the new Edwards store. Through the visual front, complete visibility is afforded 
from the street. The modern color scheme makes the room inviting. 


POPULAR PRICE SHOES 


“A DREAM COME TRUE” is the 
slogan of the newest E. D. Edwards 
shoe store, located at 1304 G Street, 
N.W., Washington’s largest family 
store for men, women and children, 
featuring new styles of shoes by 


Exterior of the store makes it a 
striking addition to the fast-grow- 
ing array of shops on G Steet. 


America’s largest shoe manufactur- 
ers. The new store is a striking ad- 
dition to the fast-growing array of 
new and modernized shops on G 
Street, which is beginning to chal- 
lenge Washington’s famed F Street, 


ay a LUXURY SETTING 


now the leading downtown shopping 
area. 

Operated by the Shoe Corporation 
of America, Columbus, Ohio, this is 
the sixth Edwards store in Wash- 
ington—another addition to the cor- 


On the second floor in this salon women’s high style shoes and handbags are carried. 
A feminine atmosphere is accented by a striking color scheme. All stock is concealed 


in an adjoining room. Note modern seating arrangement. 
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New Edwards Store in Washington, D. C., Considered to Be 


One of Most Modern and Beautiful on the Eastern Seaboard 


poration’s 330 units now operating 
throughout the country. The name 
Edwards is used only in Washing- 
ton. 

Edward I. Engelman, a local resi- 
dent for 20 years, and Eastern su- 
pervisor for the corporation, said 
his dream of constructing a truly 
beautiful store has finally been re- 
alized. The lavish use of color makes 
it one of the most modern and beau- 
tiful family shoe stores on the East- 
ern seaboard. 

Actively in charge of 66 other 
units operated by the chain, Mr. 
Engelman has been with the com- 
pany for 24 years. F. H. Klenke, 
buyer and general manager for the 
Edwards stores in Washington, is 
also in charge of the new store. 

With more that 10,000 square feet 
ot merchandising space, concealed 
stock, four stories in height, modern 
color schemes, fluorescent and cold 
cathode lighting, and air-condi- 
_ tioned throughout, the store pos- 
sesses the latest in fixtures and 
interior conveniences. 

The design and color used to meet 
the tempo of today was planned by 
Morris Lapidus, of New York, archi- 
tect-designer. 

The downstairs is devoted en- 
tirely to men’s and boys’ shoes. 


The downstairs store uses chairs of natural birch frame, walls of 
etchwood, and conservative decor, to accent the masculine atmos- 
phere of the men’s and boys’ shoes which are carried here. 


Yee 


Prices range from $5.95 to $15.95. 
Chairs of natural birch frame, with 
stained rust backs and seats, line 
the walls of etchwood, giving the 
room a masculine appearance. The 
ceiling is pale yellow, and the in- 
terior of the display cases in the 
walls, where shoes are displayed, are 
pale aqua and pale aqua fabricana. 

The unusual color scheme of the 
street floor is impressive. Here bud- 
get shoes for women, play shoes and 
sport shoes are featured, with prices 
up to $6.95. Handbags and hosiery 
are also carried. 

The modern color scheme used is 
outstanding—with the ceiling aster 
pink in one section of the room, and 
cyster gray in the other. Each wall 
is an entirely different color—one 
gray, another blue, and another pale 
green. The interior colors of the 
shadow boxes — aster pink, light 
blue, oyster gray, and nile green— 
are in harmony with the walls and 
ceiling. This combination of soft 
colors makes the room inviting. The 
aqua and antique eggshell chairs of 
leather on the taupe rug add a final 
touch to the room. 

In the salon on the second floor, 
women’s high style shoes and hand- 
bags are carried, with prices rang- 
ing from $7.95 to $12.95. The aster 





pink ceiling offsets the soft colors of 
the walls—where again the same 
modern color scheme is used—plum 
background, with one wall gray, 
another carmine, pale orchid, and 
still another of shadow plaid wall- 
paper. A combination of gray, 
white, light plum, and English ver- 
milion make up the color scheme of 
the plaid. The interior of the shad- 
ow boxes are aster pink, pale blue, 
and nile green, each harmonizing 
with the color of the particular wall 
on which it is placed. 

The chairs—upholstered in gray 
and carmine—with matching stools 
for the fitters, make a beautiful set- 
ting on the all-over taupe carpeting. 
Also, a nile green leather settee 
placed along the pale orchid wall 
makes a striking contrast. 

The children’s department on the 
third floor features shoes ranging 
in price from $3.95 to $8.50. A 
juvenile atmosphere is accented by 
walls of yellow, turquoise, and one 
wall covered entirely with polka dot 
wallpaper—pink, aqua, yellow and 
green polka dots—blending with the 
ceiling of salmon. The pale blue 
background of the shadow boxes in 
the walls is in perfect harmony with 
the pastel shades used on the walls. 

[TURN TO PAGE 124, PLEASE} 


On the third floor is the children’s department, 
with one wall covered entirely with polka dot 
wallpaper. Other walls are yellow and turquoise, 





Two German girls box and label 
shoes at the shoe factory in 
Hoechst, Germany. 








NHOE MANUFACTURING 
uvpen toe MARSHALL PLAN 


Production of Shoes in Bizone Germany Is Now at 60.000 Pairs per 
Month—Eventual Goal of 78.000 Pairs Is Aim, With 15 to 20 Per 
Cent of Leather Used Procured Under Marshall Plan. 


LEATHER procured under the Marshall Plan and 
utilized in the Bizone’s Jedermann shoe program is help- 
ing put Germany back on well-shod feet, a survey of 
production at the ADA- ADA Schuhfabrik (Hoechst) 
indicates. 

About 15 per cent of the leather going into shoe pro- 
duction at the ADA- ADA plant came from the United 
States. The two-month allocation for January and Febru- 
ary at ADA- ADA is worth more than 160,000 DM 
($50.000) and will prove a prime factor in boosting 

[TURN TO PAGE 132, PLEASE | 





Two German workers, preparing baby shoes for bot- 
toming, use machines for this purpose. 


A girl covers wood heels with leather in the 
Hoechst plant. This is a hand operation. 
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ARCH PRESERVER 


ACTIVE MODERNS 





wn 
me 


THE ESTABLISHED BRANDS 


ARE THE ONES IN DEMAND 


ley 


TRU—POISE 





STYL—EEZ 
Selling Selby has the big advantage of 
selling shoes by the original maker of women’s 
feature footwear. Often copied but never EASY GOERS 


equalled, Selby’s nine lines are the best 
known. most wanted and easiest sold—for 
their proven comfort features, their 
recognized quality. Exciting new patterns, 
ideas and merchandising plans for Fall. 
will create greater demand than ever TOWN WALKER 

for these established brands by Selby. 


SELBY SHOES 

ARCH PRESERVER - ACTIVE MODERNS 
TRU-POISE « STYL-EEZ « EASY GOERS 
TOWN WALKER - PHYSICAL CULTURE 
GROUND GRIPPER - CANTILEVER 


PHYSICAL CULTURE 


THE SELBY SHOE COMPANY 


| ob anes} loloars emu Oleh me) 


GROUND GRIPPER 





New York Offices: 3120 EMPIRE STATE BUILDING 
Arch Preserver ¢ Styl-EEZ ¢ Easy Goers ¢ Tru-Poise) 
926 MARBRIDGE BUILDING 
Physical Culture « Town Walker ¢ Ground Gripper « Cantilever) 


Los Angeles Office: 816 HAAS BLILDING 


CANTILEVER 


“ANCES 
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ALTHOUGH buying was restrained and many retailers only looked, 
the majority of the approximately 2000 shoe men who attended 
the St. Louis show here last month viewed the future with more 
optimism than they have felt for many months. Such an outlook, 
those questioned pointed out, stems from improved inventories. 
lower average prices than a year ago, and a successful Easter 
business. 

Added to this is the effort of manufacturers to make available 
a greater variety of patterns in the volume bracket price range and 
[TURN TO PAGE 116, PLEASE] 






















Agate suede casual with reptile trim; Penaljo. Strap treatment on square toe midheel shve in 
calf; Rice-O’Neill. Alligator midheel pump with elasticized throat; Johansen—all modeled at 
the television show. 


Optimism Expressed 
At St. Louis Show 


Improved Inventories, Lower Average Prices and Good Easter Business 
Cited by Retailers As Reasons for Having Faith in Immediate Future 
of Their Businesses. 





Model in black net evening gown dis- 
played black suede sandals with gold kid 
appliqué by Peacock. 


Children’s shoes were introduced on the 
television show in shadow boxes by a pert 
little girl dressed for a birthday party. 
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nd 


el Cementing, too, 


In Chana 








there’s an Adhesive that’s A 


& 

made for your operations ! 
Whatever your needs for 

SO te efficient general shoemak- 
ing cements, look to your 

For your Making Room... here are three United sales representative for helpful 
adhesives for Channel Cementing to meet _ counsel and a dependable source of supply. 
varied requirements—and meet them well! Ask him for your copy 
@Be Be Bond (SOLVENT) 510 —This medium. Of “W*% Adhesives”, an 
fast drying cement made with smoked sheet easy-to-read, 8-page bro- 


rubber meets the requirements for leather chure of facts on dozens 
soles. It may be applied by hand or machine. of high quality adhe- 


@Be Be Bond (SOLVENT) S-737—A neoprene gives for shoemaking. 
cement for leather sole channels having out- 
standing bond and tack. 















@Be Be Bond (SOLVENT) L-8 — This white crepe Be Be Bon 
rubber cement for rubber sole channels is light 
in body, tacky and dries fast with a very strong Be Be Tex Cements 
— Products of B B Chemical Co. 


UNITED SHOE MACHINERY CORPORATION °* BOSTON, MASSACHUSETTS 
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FRANK S. SHAPIRO 


Increase Footwear Consumptionin'49 


President of New England Shoe and Leather Association and Co-Chairman 
of Popular Price Show Sees Need for Merchandising and Promotion 
Programs That Will Sell 300,000,000 Pairs a Year. 


UNDER-CONSUMPTION, rather than overproduction. Commerce figures. compares the per capita consump- 
is the big and continuing problem of the shoe industry, _ tion of shoes in 1948 with the five-year prewar average: 
in the opinion of Frank S. Shapiro, president of the 


New England Shoe and Leather Association, and co- 5-Year 
chairman of the Popular Price Shoe Show of America. Prewar 
which will be held in New York City, May 23 to 26. 1948 Average 
Mr. Shapiro reports that per capita consumption of all Women’s shoes 3.64 3.51 
types of shoes was 3.16 pairs in 1948. just a trifle above Men’s shoes 2.27 2.12 
the five-year prewar average of 3.14 pairs. Boys’, misses’, children’s 3.13 2.26 
However, he adds, the public’s footwear expenditures, Infants’ 2.55 2.48 
when compared with national income. dropped from the All others 0.34 044 
five-year prewar average of an estimated 1.85 per cent ee) ae 
to an estimated 1.72 per cent in 1948. Average 3.16 3.14 
The following tabulation based on Department of [TURN TO PAGE 118, PLEASE] 
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Exhibit Space Sell-out 





Seen 


Volume Footwear and Allied Products to Fill 750 Display Rooms at 
New Yorker and McAlpin Hotels, May 23-26—Fall Fashion Preview 
to Be Held Monday Forenoon at Hotel Statler, New York. 





MARK A. EDISON 





FRANK S. SHAPIRO 


Co-chairmen of the Popular Price Shoe Stow 
Industry Committee 


Committee members on opposite page. 


“THE Big 92°. Buys For Fall” is 
the theme of the second semi-annual 
Popular Price Shoe Show of Amer- 
ica which will be held in New York, 
May 23-26 at the Hotels New Yorker 
and McAlpin. The “Big 92%” re- 
fers to the fact that 92 per cent of 
ali shoes will retail under $10 in 
1949. according to Department of 
Commerce estimates. The show, 
jointly sponsored by the National 
Association of Shoe Chain Stores 
and the New England Shoe and 
Leather Association, is expected to 
be a sell-out, in the opinion of Co- 
managers Edward Atkins and Max- 
well Field, executive officers of the 
two associations. Indications are 
that attendance will exceed that of 
last year when approximately 3500 
buyers and retailers jammed the 
show. 

More than 750 display rooms will 
feature popular price and volume 
footwear and allied products for 
Fall, grouped in what the co-man- 
agers describe as a “concentrated 
manner.” Eleven consecutive floors 
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of the Hotel New Yorker and two 
floors of the McAlpin will house the 
entire show. An attempt has been 
made, they pointed out, to group ex- 
hibitors by type of product. There 
will be a concentration of men’s 
shoes, play shoes and slippers, and 
women’s novelty shoes, casual foot- 
wear and general lines at the New 
Yorker. while popular price and 
branded lines will predominate at 
the McAlpin. Almost 100 infants’, 
misses and children’s shoe manu- 
facturers have been assigned space 
alt the former hotel. About 40 
wholesalers and jobbers will have 
their exhibits concentrated at the 
McAlpin. “Everything has been 
done,” they said, “for the con- 
venience of the buyers and retailers 
who will be able to shop for an en- 
tire stock of shoes more efficiently 
under such an arrangement.” 

The two chairmen of the joint in- 
dustry committee, composed of 20 
retailers and manufacturers, spon- 
soring the show are Mark A. Edison 
and Frank S. Shapiro. Mr. Shapiro 


is the newly elected president of the 
New England Shoe and Leather As- 
sociation, and is treasurer of Con- 
solidated National Shoe Corp. and 
American Girl Shoe Co., Boston. 
Mr. Edison heads the National As- 
sociation of Shoe Chain Stores. and 
is vice-president of Edison Brothers 
Stores, St. Louis. 

Both Messrs. Shapiro and Edison 
peint out that shoe manufacturers 
and retailers are making every ef- 
fort to get costs down to the floor 
in order to accelerate purchasing by 
consumers. The PPSSA, they add, 
is an important part of the program, 
reducing trade buying expenses 
since retailers, in a single trip. can 
obtain clarification of style trends 
needed to complete purchases that 
would otherwise entail trips to sev- 
eral widely separated markets, with 
attendant pyramiding of costs. 

The show is considered to be a 
market show instead of a specific 
show. The message of the show is 
lo be keyed very strongly to a mer- 
chandising theme. Shoes and fash- 
ions will be presented in customer 
types. It was stated by the co-man- 
agers that this show is the key mar- 
ket event in the 92 per cent market. 
a market that has been closely iden- 
tified with the popular price and 
volume shoe industry. 

“There is every indication that 
there will be a substantial quantity 
of Fall business,” the co-managers 
said. “Dates were selected late 
enough so that buyers and retailers 
could place their major commit- 
ments early enough for Fall de- 
liveries.” 

Highlight feature of the week will 
be the Fall Footlights Preview” to 

[TURN TO PAGE 118, PLEASE] 
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At Popular Price Show... 





Stuart H. Armstrong A. W. Berkowitz George A. Dempsey John Foote Paul Kleven 








Pes 


David W. Herrmann Harry Karl Lawrence Merle J. O. Moore 





Alfred L. Morse Frank J. Schell David L. Slann George L. Smith Edward Atkins 





Normand P. Liberty Myer Saxe Daniel J. Danahy Henry C. Stillman Maxwell Field 
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l LINES ON DISPLAY 


Largest Number of Exhibitors on Record Plan to Show Their 

Merchandise at New Yorker and McAlpin Hotels, New York. 

May 23, 24, 25 and 26—Buyer Attendance Expected to Exceed 
That of First Show Held Late Last Year. 


List includes all firms which made reservations up to and including May 4. 


Firm Name Room No. 
Acculate Ghee Gols... ..~<. 2.522.020 1164 
Ace Bows, Inc. 1065 
Acme Boot Mfg. Co. 1552 
Adams Shoe Co. .. 1557 
Air-Flight Shoe Co. .......... sip oe 
Air-Tred Shoe Corp . 821-822 
Alberts Shoe Co. . 1067 
Allen Shoe Co., Inc. .. 838 
a Oe 1580-1581 
Allied Shoe Machine Co. . .906-907 
Alrose Shoe Co. 942 


American Maid Footwear, Inc. 1060- 1061-1062 


American Rubber Corp. . 904-905 
American Shoe Co., Inc. 1586 
“American Shoemaking” 918 
Annabelle Corp. . 1224 
Anwelt Shoe Mfg. Co. .. 7% 
Arad Shoe Manufacturing es . 1103 
Aronov Shoe Co. ..... eee 
Art-Maid Footwear Corp. . testa ie 1149 
Ascutney Shoe Corp. . Sil 
Astor Shoe Company, Inc. . es 1142 
Athletic Shoe Co. oe... 1017-1018 
Atkinson Shoe Corporation = 1038 
Atlas Boot Mfg. ew | Inc. 1263-1264 
Atlas Footwear Corp. 1517 
Auerbach Shoe Company eens ae 
B and B Shoe Co. . oF 1124 
B & C Shoe Company _ Suite 2916-2917 
B-W Footwear Co., Inc. . . . 1066-1071 
Bachman Shoes, Ine. 1284-1286 
Badger Glove & Slipper Co. ......1567-1570 
Baker, Inc., J. 1421-1424 
Bali Footwear, Inc. _.. 956-957 
Bangor Shoe Mfg. Co., Inc. 744 
Banner Slipper Co., Inc. . 1533-1534 
Baris Shoe Co., Inc. ... 1467-1470 
Barr & Bloomfield Shoe Mfg. Co. . .. 961-962 
Barr Shoe Company, Inc. .... . 959-960 
Barre Slipper Co. : 646 
Barry Mfg. Co. ae i! 
Bata Shoe Company, Inc. .... 1260-1261-1262 
Bata Shoe Company of Canada, Ltd. .. 1265 
Bay-Bee Shoe Co. . 1170 
Beacon Shoe Mfg. Corp. sie 1526 
Beaudin Shoe Co., Inc., L. E. .. 1135-1144 
Beckerman & Sons, Inc.. M. 1120-1125 
Bedford Shoe vies ed Scieh « ste cemeet 515 
Beford Shoe, Inc., A. J. 1568-1569 
Behn Shoe Co., A. %. 617 
Belco Shoe Co. Suite 2247- 2248-2250 
Belgrade Shoe Company : 707 
Belle Craft Slipper Co. . 1025 
Belleville Shoe Mfg. Co. . 1565 
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HOTEL NEW YORKER 


Firm Name Room No. 
Benwill Shoe Company 933 
Bitte oeee, $06... .. 5 ......50... 816 
Bernie Shoe Company 988 
Dicasera ‘Ghess, fac. ................ 734 
Biltrite Footwear, Inc ... . 1551 
Bing-Cooper, Inc. .. . 1544 
Blue Bonnet Shoes . wes 
Blum Shoe Mfg. Co. 1051 
Bonnie Dee Footwear Co., Inc. 1167 
“Boot and Shoe Recorder" . Fifth Floor Lounge 
Boston Athletic Shoe Co. ............ 823 
Bourque Shoe Co. 818-819 
Boyertown Shoe Corporation 1249-1250 
Bradley Shoe Co. 728 
Braga Shoe Co. 941. 
Bridgewater Workers Co-op. Ass’ n., Inc. 503 
Brilliant Co., Samuel 1405 
Brilliant Brothers Co. 1420 
Bristol Fabrics, Inc. eke 1573 
Bristol Manufacturing Corporation 950 
Brockton-Maid Shoe Co. 809 
Broitman-Gaffin Shoes, Inc. ....... 1453 
Brooks Shoe Co. . .. 1403 
Brown Company ....... = . 1041 
Brown Shoe Co., Inc., David . 1447 
Brown Shoe Co., Inc., H. H. 1253 
Brum-Bric Corporation . 1465 
Bunny Shoe Co. .. 921-969 
Burg Co., A. S. 1045-1046 


Burlington County Shoe Corporation 
: 1217-1218 


Cali Footwear Co., Inc. . 1115 
California Footwear Co., Inc. 1203 
Cambridge Rukber Company, The . . 611-612 
Campus Shoe Mfg. Co. .... 1067 
Canadian Footwear Corp. . 639 
Capitol Shoe Makers, Division, Brown 
Shoe Co. ee 
Capitol Shoe Manufacturing Corp. .«« WORE 
Carleton Slipper Co., Geo. 2 . 1549 
Casten Shoe Co., Inc. merit: . 851 
Cat's Paw Rubber Co., Inc. 1272 
Central Shoe Corporation . 1134 
Central Slipper Co., Inc. 1527 
Chairmasters, Inc. Mezzanine Booth 3 
Charlsam Footwear Corporation .. . 3315 
Charm Footwear Co. Bee'ss-s 926 
Chatis Shoe Co., Inc. 903 


Chelmsford Shoe Co.. 


Inc. 


Suite 2547-2548-2550 


"Chic" Slipper Manufacturing Corp. .. 1128 
Claff & Sons, Inc., M. B. 974 
Clark Shoe Co. ..811-812-814-815 
Clickstein Shoe Co. ........... . 1441 


Firm Name Room No. 
Clover Leaf Novelty Co. . 1174 
Co-Ed Shoe Mfg. Co., Inc. . 987 
Cohen & Sons, |. . 1438 


Columbia Novelty Slipper co. 
Suite 2339-2340 


Comfort Products Co. .. 1228 
Comfort Sandal Mfg. Co., Inc., The ... 1153 
Comfort Slipper Corporation . 1529-1530-1531 
Compo Shoe Machinery Corporation 949 
Cooney-Weiss Fabric Corp. . 1003 
Copley Shoe Company, Inc. . 1014 
Corcoran Shoe Co., Inc., Joseph F. .. 531 
Coronet Shoe Corp. 1521-1524 
Cosmos Shoe Co., Inc. 605-606 


“Creative Footwear" Seventh Floor Lounge 


Crest Shoe Company .. 


Criterion Footwear, Inc. - 1206 
Crossett Shoe Company 526 
Cushman Co., Charles . .623-726 
Dale Footwear, Inc. . 1126 


Daly Bros. Shoe Co., Inc. 
Suite 2160-2161-2162 


Darling Baby Shoe Co. 1016 
Dartmouth Shoe Co. .. Suite 2529-2531-2532 
David Shoe Co. ee 
Davis Shoe Co., H. Bee ooo waa 743 
Delta Shoe Mfg. Corp. . 1220 
Derman Shoe Co. 832-833-834 
Desco Shoe Corporation 626-628 
Diane Footwear, Inc. 1187 
Dine Shoe Corporation 920-925 
Dobrein & Sons, M. . 1428 
Dolly Novelty Shoe Co., Inc. 1548 
Dominion Shoe Company 548-549-550 
Don-ite Company, The 1574 
Dover Shoe Mfg. Co. . . Suite 2651-2652-2653 
Drexsage & Company, Inc., L. . 904-905 
Eagle Shoe & Slipper Mfg. Corp. . 1185 
Eagle Shoe Mfg. Co., Inc. 546-547 


Eastern Footwear Corporation 
Suite 3310-331 1-2312-3314 


Edmar Footwear Co., Inc. ey 969-1002 
Eileen Casuals 1460-1461-1462-1463-1464 
Elam Shoe Co., Inc., F. S. . 1239 
EMsin Gorp. ......... . 1064 
Embo Casual Footwear Co. 616 


Empire Specialty Footwear Co. 
532-533-536-537 
Endicott Johnson Corp. . 542-543 
Esquire Boot Polish 
Eighth Floor Lounge and 945-946 
Essex Rubber Company . vitenc. we 
Evy Footwear Co., Inc. . . 1068-1069 
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Firm Name Room No. 
Excel Shoe Company ............... 845 
Exclusive Footwear Corp. ............ 1143 
E-Z Footwear Corporation .......... 607 
Fairmount Shoe Co., Inc. 847-969 
Faith Shoe Co., Inc. ...............649-650 
Fashion-Bilt Shoe Co. ............... 1214 
Fashion-Sports Shoe Co., Inc. . Suite 2466-2467 
Fashion Trend Footwear, Inc........... 1006 
Favorite Footwear, Inc. .. eos ons s Cae 
Federal Leather Company, The ...1219-1226 
nN oe 712-714 


Federal Shoe Co., Richmond Division .. 715 
Pan ANGS. 5.50 Sh xe. <2c00 620-621 
Fibre Sole & Shoe Co. . Suite 2347-2348-2350 
Fisher Shoe Co. ....... 848 
Fleisher Shoe Co. .. 
Flex Step Shoe Corporation, ‘The 
1429-1430-1431 
Flexmor Shoe Company. Suite 2429-2431-2432 


“TAl- 742 


Foote Shoe Co., The John ......... 518-519 
"Footwear News" ....... .Sixth Floor Lounge 
Formfitting Slipper Co. .............. 1148 
Foster Shoe Co., A. J. ......... . 1557 
Foster Shoe Co., R.H. ............... 1557 
Framingham Shoe Co. .... nae) MORO 
Frankel Plastic Corp ..... Mezzanine Booth 4 
Franzen Shce & Slipper Co. .......... 1057 
Frederick-Speier Footwear ..... 604 
Freedman & Sons, Inc., A. 508 
Freeport Shoe Co. .................. 740 
Frye Shoe Co., Inc., John A. 1560- 1561-1562 
Fuchs Shoe Corporation Lach faye ee ns 
Galray Shoe Co. .... x | ae 
Garden State Shoe Co. Suite 2347- 2348- 2350 
Gardiner Shoe Co., Inc. . .. .501-502-552-553 
Garfield & Rosen, Inc. .......... . 1422-1423 
Gene Autry Cowboy Boot, Division, 
Graham-Brown Shoe Co. . . 1245-1246 
Georgia Shoe Mfg. Co. 1553 
Gerber Shoe Co. .............. . 953 
Gerbo Slipper Co., Inc. ...... . 1157 
Gerda Footwear Co., Inc. ...... . 1474 
Givren Shoe Co., Inc., E. J. .......... 516 
“Glamorizers" by Ace Bows, Inc. ..... 1065 


Godman Company, The H.C. ...... 632-633 


Gold Crown Fabrics, Inc. .......... . 1003 
Gold Seal Rubber Co. ............ 527-528 
Goldberg Bros., Inc. ........... 954-955 
Goldberg & Co., Inc., S. ........ 1122-1123 
Goldstein & Sons, Julius 1468-1469 
Good-Will Footwear, Inc. ............ 1257 
Gotham Shoe Mfg. Co. ........... 1129 
Great Northern Shoe Company ... 522-523 
Greene Crescent Slipper “died ... 1055 
Grosvenor Shoe Co., C. A. _. 1136-1137 
Haddad Shoe Corporation .......... 1121 
Hagerstown Shoe Co. ........... 1254-1255 
Hallowell Shoe Co. ......... . 839-840-841 
Hancock Shoe Co. _. . 1184 
Hawthorne Footwear, Inc. ......... 908 
Hozzard Co., R. P. .............. 1554-1555 
Heicklen Sales Co., Inc., Lewis .. 512-514-515 
Heilbrunn & Sons, J. .............. 1485 
Henriett Shoe Co. ... . Suite 2511-2512 
Hercules Shoe Mfg. Corp. ........... 1258 
vei ee, ee 509 
Herman Shoe Co., Joseph M. ......... 551 
Hickory Shoe Company .... .Suite 2466-2467 


Hi-Grade Footwear Corp. ........ 1048-1049 
Hill Bros. Co. 541 
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Firm Name Room No. 
oo ee ere re 1444 
Hobby Footwear, Inc. 1114 
Be ET 
Holly Shoe Company ............... 1130 


Hollywood Shoe Polish, Inc. 
Mezzanine, Booth 6 and 1518 


ee Se eerie 1241 
Horwitz Co., Inc., Vincent ........ . .652-653 
Howard Footwear Co. = 1186 
Hubbard Shoe Co., Inc. ... 80 1-802-852-853 
Huber Slipper Co. ac eis 
Hubler Shoes, Inc. 1283 
Humphrey & Parker, Inc. .......... 1575 
Hussco Shoe Co. . 544-545 
Ideal Shoe Company ...... . 1450 
International Fabric Corp. ........... 1044 
International Shoe Machine Corporation 938 
Ireland Shoe Co., R. B. 940 
Jackson Shoe Mfg. Co. ...........636-637 
Jacob & Sons, Inc., H. .... .636-637 
Jacobs & Sons Co., A. nt 
Jacobs Shoe & Slipper Mfg. ‘Corp., ‘Fred 
1104-1105 

Jacobson Shoe Co., Nathan .......... 1427 
Jalmo Shoe Corp. .... . 1029-1030-1031 
Jay & Jay Shoe Manufacturers, Inc. ... 1116 
Jaycee Footwear Corporation 

640-641 -642-643 
Jayrich Footwear Co. ............... 1004 
Joanette Footwear Co., Inc. . 1087 
Johnson-Baillie Shoe Co. ... . 515 
Juhet Fostwear Go. . ......< «0250.55. 1221 
Justin Footwear Corp. .... . 1107 
Kaut-Lauman-Winter, Inc. ........... 1140 
Kemler Shoe Co., Charles ....... * 1473 
Kellgor Footwear Co. » 1204 
Kenmore Shoe Co., Inc. .. . 924 
Kenmore Shoe Co., Inc., Brooklyn, N.Y. 1117 
Kepner Scott Shoe Gee. *.. 1563 
Kesslen Bros., Inc., of Haverhill, Mass. 739 
Kesslen Shoe Co. .......... . . 828-829 
Klev-Bro Shoe Mfg. eee 721-722 
Knickerbocker Shoe Mfg. Corp. ....... 1005 
Knight Slipper Mfg. Corp. . 1222-1223 
Knights-Allen Co., Inc. 1015 
Knomark Mfg. Co., Inc. 


Eighth Floor Lounge and 945-946 


Koss Shoe Company, Inc. . . 524 
Kramer, Erna Margarete .. . 1127 
Kramer Shoe Company, Inc. . 909-910 
Krischer, Rogers & Fischer 1429-1430-1431 
Laconia Shoe Co., Inc... . 705-706 
Laganas Shoe Co., Chris ..... 807 
Lamont Footwear .......... 1047 
Landis Shoe Company, J. 514 
Langermon Shoe Co. 1536-1537-1538 
La Salle Slipper, Inc. . . ... 1247 
Lasting Shoe Co., Inc.. 645 
Lawson Shoe Co., Inc., A. J.. . 965 
“Leather and Shoes” ... <4. 2 0G 
Leatherbury Shoe Co. .... 1520-1525 
Le Bon Shoes, Inc. .... 919 
Lederer Industries, Inc., ‘The. 973 
Lesande Shoe Company ........... 985 
Lessing Rudner Footwear, Inc....... 647-648 


Lester Pincus of Chicago, Inc. 
1460-!461-1462-1463-1464 

Lester Pincus Shoe Corp. 
1460-1461-1462-1463-1464 


Firm Name Room No. 
Levi-Weiss Sales Co. . .622-623 
Levine Co., Al & Sol . aaa ae 
Libby Shoe Co. 934 
Lincoln Shoe Co. .. 724 
Linden Shoe Co. Suite 2247-2248-2250 
Lippman Co., James A. 1445-1446 


Longini Shoe Manufacturing Co., The 


1022-1023 
Longwood Shoe Co. ..... . 709-710 
Lorraine Footwear Corp. 1519 
Los Angeles Shoe Mfg. Co. : . 1019 
Louis Shoe Co. . Suite 2329-2331-2332 
Lucey Co., Inc., John E. 534-535 
Lucy Ann Footwear Mfg. Corp. 608 
Lunder Shoe Corp. ; 824 
Lynn Moccasin & Shoe Mfg. Co., Inc. 
929-930-931 
M. & F. Shoe Co. 971 
Mae Shoe Co. 1404 
Maguire & Co., Inc., T. A. 904-905 
Maine Shoes ...... 1145-1146 
Maistrosky, Inc., S. ‘. .. 1472 
Manor-Made Shoes, Inc. .. 1141 
Marks & Sons Co., The L. V. 601-602 
Martin & Tickelis Shoe Co., Inc.... 808 
Maxwell Shoe Co. ...... 975 
Medway Shoe Mfg. Corp... 517 
Medwed Footwear Co. ... ‘<a 
Meis Shoe Mfg. Co., The Charles 618-619 
Melco Footwear, Inc. ........ 1165 
Melrose Slipper Co., Inc. . 1154-1155 
Meltzer Footwear, Inc. ... . 1248 
Meth Shoe Corporation ...... ; 651 
Meyer Co., Inc., Frank C. ... 1073-1074 
Miller, Hess Company, Inc... 1284-1285-1286 
Miller-Weiss-Lawrence, Inc. .......... 820 
Milton Shoe Company, Inc. . 1036-1037 
Mitchell Shoe Company 830-831 
Model Footwear Co., Inc. <oo WOR 
Modern Footwear Co. . 1024 
Monroe Footwear, Inc. 1050 
Moose River Shoe Co., 7 ae 
Mosinger-Cohn, Inc. . 1452 


Mound City ee Brown Shoe 


Company .......... + s0Saeel 
Municipal Shoe Co., Inc. . -614-615 
Murray Shoe Co. . ; 914 
Muskin Shoe Co. corey ee 634-635 
Mutual Shoe Company ....... 803-804 
Myers and Sons, Inc., D. (448 
Wiena Shoe, Ines . 2. 5.5. oct 732-733 
Narjos Shoe Company, Inc. . .922-923 
Nashua Slipper Corp. .... . 1088 
National Shoe and Leather Co. 731 
National Shoe Mfg. Co., Inc. 1528 
Nevelk Company, The ............. .842-843 
New England Shoe Mfg. Co. .... . . 1439-1440 
New England Slipper Co., Inc.......... 525 
New Step Footwear Co., Inc . 1172 
Newhall Slipper Co., Edw. ............ 1549 
Norma Footwear Corporation Jind ae 
Norrwock Shoe Co. ...... 1160-1 161-1162 
Norwalk Tire & Rubber Co. Mezzanine Booth 8 
Novelty Slipper Co., Inc. 1039-1040 
CPeanel Shaw Cae. oc ee csde.. cess 727 
Orange Shoe Co. bo ae ee 
Ornsteen Shoe Company, iii ........ 2 
Cian ane ees 68 sodas ss wdc 538 
Panther-Moccasin Mfg. Co., Inc. ...... 1042 
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Fashion Preview 
Featureoi = 
Popular Price Show fed 


The Pediscope. on which color shots of the 

shoes on the runway will be shown, enlarged 

so that details may be seen clearly from all 
parts of the room. 





Fall Footlights Preview Scheduled for Opening Morning of Volume 
Shoe Exhibit—Models to Display Fall Shoes on Runway—Pediscope to 


Highlight Styles Shown. 





TOM LEE 


LIGHTS! Camera! Action! The 
“Fall Footlights Preview,” the 
fashion show of the Popular Price 
Shoe Show of America, opens at the 
Hotel Statler, Monday 
May 23. Performance will run for 


morning. 


one hour, and will be the only of- 
ficial function of the week. 

It will be a streamline, brisk and 
gay show, with a musical comedy 
flavor. The cast will include mod- 
els, an orchestra, and the commen- 
tary of Nancy Pepper, a hit of the 
last PPSSA show. The stars of the 
show, of course, will be the shoes 
for Fall, 1949. Models will display 
them in appropriate ensembles on a 
raised runway. The supporting star 
will be the “Pediscope.” a large pro- 
jection screen, introduced for the 
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NANCY PEPPER 


first time last year, on which color 
shots of the shoes in the spotlight 
will be thrown enlarged many times 
so that every detail can be seen 
clearly. 

During the parade of shoes, 
Nancy Pepper will perform as mis- 
tress of ceremonies. Miss Pepper is 
editor of Calling All Girls and 
Parents magazines. Beth Levine. de- 
signer of fashion shoes, will again 
be in charge of shoes for the presen- 
tation. She and her husband are 
now engaged in their own shoe man- 
ufacturing business under the name 
of Herbert Levine, Inc. Mimi Alein- 
ikoff, formerly with leading fashion 
publicity firms, will be in charge of 
clothes and accessories for the show. 

The entire production will be in 


the hands of Tom Lee. Mr. Lee is 
known for his staging of the New 
York City Golden Jubilee fashion 
show, shows for the Millinery Crea- 
tors Fashion Guild. Celanese Cor- 
poration of America. Glamour and 
Madamoiselle. He has done sets and 
costumes for the stage. including 
Make Mine Music. Louisiana Pur- 
chase. and several ballets. At pres- 
ent, he is consultant to Owens-Corn- 
ing Fiberglas. Goodall Fabrics, Jant- 
zen, Lindner Coy and others. 


The committee decided to present 
the show on opening day so that 
“the trade would be aided in shap- 
ing its thinking as it inspects Fall 
lines and makes purchases, and 
would have the remainder of the 
week free for business.” Seating at 
the fashion show will be limited to 
approximately one thousand per- 
sons, and tickets will be available 
to all members of the trade and 
press at the registration desks of the 
Hotels New Yorker. McAlpin and 
Statler. 

The subcommittee which assisted 
in the preparation for the fashion 
show included Alfred L. Morse, 
Morse Shoe Stores: D. W. Hermann, 
Miles Paul Kleven, 


Klev-Bro Shoe Manufacturing Com- 


Shoes. Inc.: 


pany; and Dan Danahy. Dan 
Danahy Shoe Company. 
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by EDWARD SPASEK 


W:oMEN are impulse buyers. accord- 
ing to reports of Batten, Barton, Dur- 
stine & Osborn’s National Panel of 
Consumer Opinion. They found that 
eight out of ten women made un- 
planned purchases, and that the three 
main were: good display, 
good store arrangement, and proper 
pricing. These are important facts to 
bear in mind when fixing up your 
store. 


reasons 


* * * 


BoTH RETAILER AND MANU. 
FACTURER would be wise in adver- 
tising and promoting a different shoe 
for each activity. A publishing com- 
pany recently ran an ad in a trade 
journal] which could have easily been 
an ad for a shoe manufacturer or re- 
tailer. The headline of the copy said, 
“Specialized footwear for specialized 
foot work.” The page was filled with 
pictures of track shoes, football shoes, 
fisherman's boots, cowboy boots, ski 
boots and snowshoes. The copy said, 
“Slow sprinting in snowshoes!. You 
ean go places faster, surer, easier if 
the shoe fits . . . if it’s designed for the 
specialized function . . . etc... .” Shoe 
copy should follow this same general 
idea, for it means more sales. 


* * * 


THE cost of reaching people by ad- 
Vvertising is surprisingly cheap. As 
an example, consider this case: To 
reach 54,000,000 people by post cards. 
one company figured the cost (which 
includes postage, printing and ad- 
dressing) would be $1.350,000. But 
by using just one-half page space in 
231 newspapers, they learned the cost 
was only $71.350! They bought 
space, of course. 


ee = 


Business failures grow as compe- 
tition returns, according to Business 
Week. Figures quoted by the maga- 
zine show that in the year ending in 
February, 1949, there were 77 leather 
products manufacturer failures com- 
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Step Step i 


Pertinent Paragraphs on Business Progress, 
Shoewise and Otherwise 


pared with 49 in the year ending in 
1948: and for the same period. 350 
retail apparel shops failed in 1949 
compared with 203 in 1948. One rea- 
son is that a lot of people with little 
or no business experience had 
plunged in on a shoestring. Another 
reason: a lot of war-born businesses 
lacked seasoned management — men 
who knew how to sell rather than 
just take orders. 


* * = 


Bur the number of businesses have 
grown, too. Dun and Bradstreet. Inc.. 
financial rating company, reports that 
during the last three years, 2250 new 
concerns were opened. Their explana- 
tion for this increase was: (1) the 
desire of returning veterans to go 
into business for themselves: (2) the 
comeback of businessmen who had 
been forced to close temporarily be- 
cause of wartime shortages: and (3) 
the decision of others to take advan- 
tage of the sellers’ market by ventur- 
ing into business on their own. Busi- 
ness failures totaled 5252 in 1948, or 
38 per cent of the number reported 
in 1940. Eighty-nine per cent of the 
concerns which failed in 1948 were 
10 years old or less: 76 per cent were 
5 vears old or less and 55 per cent 
were 3 years old or less. Dun and 
Bradstreet points out. “There are fail- 
ures in good times as well as bad, 
for risks are taken by the competent 
and the incompetent alike.” 


. & <= 


SPEAKING of selling reminds us 
of the letter we received from the 
Eastman Research Organization (New 
York) on “Asking for the Order.” It 
was emphasized that “the most impor- 
tant thing in selling is to ask for the 
order. Too many salesmen do a swell 
job of selling up to that point but 
never get any further. Selling isn’t 
selling until the thing is sold.” A 
vivid demonstration of this point is 
the highly successful Broadway play. 





“Death of a Salesman.” about a sales- 
man who made his living primarily 
by selling himself, and when those 
with whom he did business passed on. 
he was lost. He couldn’t sell anything 
but himself. Make sure your sales- 
men are selling your product first, in 
addition to selling the prestige of 
your company and their own person- 
alities. 
# & & 


SHOES rate high as good value in 
the opinion of both men and women. 
according to a Roper Survey spon- 
sored by the NSMA and NSRA. The 
survey revealed that of dresses. hand- 
bags. hats and shoes. women rated 
shoes No. 2 in their wardrobes, and 
men rates shoes No. 1. by a wide mar- 
gin, as the best value over suits. shirts 
and ties. This should be assurance that 
the public does appreciate the job the 
shoe industry is doing, even though 
they grumble about the cost. 


= * * 


MoNEY doesn’t make money; it’s 
free enterprise. ideas and careful 
planning which make money. accord- 
ing to an editorial in Distribution Age 
magazine. “Don’t look at the money.” 
the editorial advises. “look beyond 
it, and what it can do.” An excellent 
point, we think. Too often in busi 
ness we concentrate on the money 
rather than on what it can do for us. 
We hold the dollar bill so close to 
our faces, we can’t see anything but 
serial numbers, when we should be 
holding it out in front of us so that 
we can see what it will accomplish 
for us. The editorial uses the illustra- 
tion of the businessman who refuses 
to buy new equipment, because it 
costs too much money, instead of see- 
ing what efficiencies and production 
the investment in the new equipment 
will bring him. So don’t put the dol- 
lar bill too close to your face from 
now on; instead, push it out in front 
of you, and see what it can do for you. 
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AN INNOVATION IN CAPESKIN BOOTEE MAKING... 


A SENSATION ity SLIPPER 


& 
MERCHANDIS'"™ 








SEAMLESS 


smnemer 


ORIGINATORS OF CAPESKIN BOOTEES 
TL its long, strong line of Capeskin novelties, SHIELDS, Originators of Capeskin Bootees, 
now adds exciting, SEAMLESS Bootees and Mocc-etts, a marvelous innovation in Capeskin 
Bootee Construction. Cleaner, more attractive vamps, better fitting foreparts give a brand 
new look to this fast selling footwear. Be sure to see Kamik Bootees and Pocahantas 
Mocc-etts, now with entirely seamless vamps. On display too, you'll see the complete line 
that has made SHIELDS famous for Capeskin leisure footwear, including specialty items 
patented in design and construction. 





SEE THEM 
Marbridge Bidg., Room 437 Security Bidg., Room 805 
47 West 34th Street 189 West Madison Street 
( H | E | | \ NEW YORK CHICAGO 
SLIPPER CORPORATION 
BOMBAY NEW Yor XK 
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by 
EDWARD ROSF 


In Which Joseph Learns of the Necessity for Keeping Accurate Records 


in Order to Have at All Times a Knowledge of the State of His Business. 


“WE will now take our bookkeeping apart and see 
what makes it tick,” Mr. Hultz began. He straightened 
his sheaf of notes. “We will start with ‘Bills Due.’ We 
will keep a record of the date of the bill, the company 
from whom the merchandise was received, and the 
amount of the bill.” Mr. Hultz glared at Joseph. “Look 
happier, will you?” 

“I don’t like bookkeeping,” Joseph said simply. 

“You will remember,” Mr. Hultz said emphatically, 
“that both I and the United States government agreed 
that z man who does not keep records has a darn good 
chance to fail, and only for that reason. So you will 
learn bookkeeping.” He glared at his scribbled notes 
and continued. “The bills due column is used at regular 
intervals to check the amount of money owed by the 
store. Each store should have a quota for purchasing, 
this quota regulated by expected sales, by season, by 
available capital, and by other considerations that may 
Mr. Hultz glanced at his pupil to make 
sure he was still paying attention. “When his bills have 
run over the quota, the merchant will stop buying until 
he has paid off enough bills to bring him back into a 
liquid financial condition. If he keeps running over 
his quota, he will know that he is overbuying himself 
into an unhealthy situation where he will lose his credit 
rating with the wholesalers. Loss of credit rating can 
be the first step on the road to ruin, and a very big step 
at that. 


affect business.” 
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“With money tied up in overbought stock a retailer 
will also lose out on discounts allowed for early payment 
of bills. Five per cent saved by paying a bill in ten days 
may not sound like much on a small bill of twenty or 
fifty dollars, but the sum of those discounts on all your 
bills can total hundreds of dollars through the year. 
Overbuying may also cause you to borrow money, the 
interest on which will add another unnecessary expense 
te your business.” Mr. Hultz waited a minute, then 
roared, “Joseph, stop sleeping!” 

Joseph jumped. “I wasn’t sleeping. 
eves closed so I could listen better.” 

“Well, listen with your eyes open,” Mr. Hultz slapped 


I just had my 


his papers. He continued from his notes, “When a mer- 
chant has run up too large a total of unpaid bills, he 
should look for the cause of his trouble. He may simply 
have overbought in certain types of goods, thus throw- 
ing his stock into an unhealthy state of unbalance. He 
may be allowing too much dead stock to pile up on his 
shelves. His bills may have backed up on him because 
there is too much money out in charge accounts. Or it 
may be due to the fact that business has fallen off and 
needs a shot in the arm to boost it up. Or his expenses 
are running too high and have cut into his buying cap- 
ital. Or he may have been drawing too much money 
from the business to keep up with the Joneses. Whatever 
the cause or causes of too large an accumulation of bills. 

[TURN TO PAGE 113, PLEASE] 
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New! —brand new! —two-evelet ties of supple, hand- 





stained calf; glove leather lined throughout — and with the famous built-in Arch Preserver comfort 


Q | # y Gf as, 
construction. For spring — fer len as . a, Ws They Lick / 








E. T. WRIGHT & COMPANY, 





IN STOCK 
for immediate delivery 
#240 the DREXEL. 
This style is featured 
in Holiday & Time 
magazines this 

spring. 





ROCKLAND, MASSACHUSETTS 
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ST. LOUIS POST-EASTER 
PROMOTION PAYS OFF 


With a heavy schedule of Easter 
Sunday advertising, St. Louis shoe 
buyers Jaunched an aggressive post- 
Easter campaign which probably will 
continue through this month and into 
June. Post-Easter clearances. how- 
ever. were handicapped by a cloudy 
and sometimes wet Monday which not 
only cut down on the traffic. but tend- 
ed to lessen the enthusiasm of pros- 
pective purchasers of Spring footwear. 
Despite this type of weather to con- 
tend with, however. some departments 
and stores reported a good pull from 
their Easter Sunday advertising on 
Monday and also during the remain- 
der of the week. 

Selectivity of the feminine consum- 
er. some buyers reported, appeared 
notably Jess at the clearance sales. 
with their primary concern being cor- 
rect fit. Over-all response to clear- 
ances during the week following 
Easter ranged from middling to good. 
Some stores and shoe departments 
didn’t enter the clearance sale pic- 
ture until the next week and the pe- 
riod following. however. 

Meanwhile. the trend of retailers 
here appeared to be moving toward 
a heavy promotion of casual shoes for 
late Spring selling. This was appar- 
ent in both newspaper advertising and 
window displays. A wide range of 
colors and materials is being stressed 
in this merchandising with the accent 
on popular price—that is. the range 
from $6.95 to $8.95. 

Bright smooth leathers. such as red. 
gold and green. were featured in nu- 
merous windows along with some 
whites and also blue. Suedes, like- 
wise. were in the picture as well as 
cobra and combinations of the two. 
notably green and brown and grey 
and blue. 

According to some buyers here. 
heavy promoting will continue 
through the Summer months. with 
possibly a limited number of Fall pat- 
terns uncovered for the consumer as 
early as June. 

= * * 
PROMOTIONS ACTIVE IN 
NEW YORK STORES 
WHILE business in New York shoe 
stores and departments has not main- 


tained the figures of the pre-Easter 
weeks, activity is reported, especially 
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where promotion items have been fea- 
tured. One department which has 
been advertising 21 colors in suede 
and kidskin in two patterns. an opera 
and a shell pump, with matching 
handbags, each to retail at $10.98. 
reports very good response. Blue has 
sold especially well in these pumps. 
they note—navy. royal and a light 
blue. In the shell pattern, combina- 
tions have been good—dark brown 
suede vamp with beige suede quarter 
and heel and now. as spectators begin 
to move a little. tan calf vamp with 
white suede quarter and heel. The 
pumps in this promotion are on two 
heel heights with the medium 18/8 
heel selling much better than the 
23/8. 

Another promotion in this same de- 
partment on “made-to-order” casual 
shoes in 17 colors in suede and smooth 
leather, on crepe and leather soles, to 
retail at $6.95 and $7.95 with bags to 
match at $6.95. has also been very suc- 
cessful. Following up these color pro- 
motions. this department has still an- 
other, a Mary Jane pattern in 45 col- 
ors, to retail at $8.98 with matched 
bags at $6.98. 

Tn one of the high style shoe stores. 
a promotion on wheat linen trimmed 
in beige suede has brought in good 
business. The manager of this store 





The 
















Fnhanting with 
your now fitter, ful shorted 
Eater cont! 


Black o brows wede 14.95 } 


Nerditioms : 


The bareback anklet, new version of 
the open-closed look, offered Seattle 
customers by Nordstrom's recently. 


is expecting to sell more shoes from 
now on than he did just prior to 
Easter since his are not 
necessarily about new 
shoes for that particular season and 
day. Right now he is selling navy 
blue in both calf and suede. gunmetal 


customers 
concerned 


patent leather and red. more than 
green, in calf and cobra. Another 


promotion which is succeeding very 
well in this store is a very much 
opened-up shoe with wide open toe, 
a very open lattice vamp and open 
hack. It is being featured in black, 
navy, beige suede. and red and green 
cobra. 

Several other stores report that 
shoes in straw and linen are selling 
nicely. In nearly instance, 
matching handbags are available with 
them. Departments doing the biggest 
business in handbags note that the 
ratio of bags to shoes sold is as high 
as one to three. Stores are also be- 
ginning to sell spectators and the 
classic closed pump in tan and white, 
often on built-up leather heel. is the 
favorite. 


every 


* * * 


SALES UP IN 
SAN FRANCISCO 


HERE has been a steady upturn in 
shoe sales in the San Francisco area 
during the past month that has helped 
to overcome the slow start of Spring 
With final reports in. many 
merchants state that Easter business 
as a whole was as good. or nearly as 
good. as last year’s. Because of the 
slow start and lateness of Easter the 
total sales to date since the first of 
the year are not quite up to last year. 
A few stores have gone ahead of last 
year’s sales, but most of them have 
dropped down. The average seems to 
be around eight to fifteen per cent be- 
low the first four months of last year. 
This is just about in line with the 
unemployment situation as compared 
with a year ago and reflects the gen- 
eral business trend here. 

Following Easter. the Spring busi- 
ness is continuing to hold steady. Col- 
ors are receiving a strong play. Cobra 
models are proving popular, not only 
in brown but in the brighter shades 
of red, yellow and green. There is a 
strong demand for navy suede. 

Open models are being featured ex- 
tensively. One of the extreme num- 
bers of this type which is being shown 
by Sommer & Kaufmann has an open 


sales. 


105 











Review of H R&A Le 


toe and completely open vamp and 
heel, held on the foot by narrow ankle 
and instep straps. This particular 
suede number is in a wide range of 
colors including Chinese red. Kelly 
green, Champagne, Fuchsia, Raven 
blue. Spring green and black. 

The ideal Spring weather has in- 
creased week-end travel. and there is 
a growing demand for outdoor foot- 
wear and walking shoes. An increas- 
ing interest in white shoes is also 
developing. 

* * * 


BLUE LEADS NEW 
HAVEN SALES 


Ir was a blue Easter for New Haven’s 





shoe merchants. Blue in tone that is. 
but rosy in retrospect when totaling 
up the take and checking what was 
left of the pre-Easter inventory, for 
the women’s stores—and just plain 
blue for men’s. 

Blue ran away with the color de- 
mand, with balenciaga a close second, 
and green and red right behind. 

In all price ranges the report in 
women’s stores was that dollar vol- 
ume showed a 10 per cent boost over 
1948, and that the boost of Easter 
business had carried the four months’ 
business for 1949 up to or slightly 
ahead of last year. Unit sales were 
reported generally up in low priced 
and in some of the higher priced fash- 
ion stores, where additional lines. 
slightly below the minimum prices of 
the past three years. were recently 
introduced. In the medium priced 
stores units were slightly behind 1948. 

Calfskins. suedes and reptiles all 
enjoyed a very brisk demand. and 
while the lower price ranges saw a 
big business in straps. with closed 
heels and toes. the other end of the 
scale saw a tremendous demand for 
pumps. 

All of the retailers were agreed that 
the good Easter business was due to 
a long spell of pre-season Summer- 
like weather to whet appetites and 
put minds definitely on new fashion. 
A later Easter than °48 also helped. 
The stores reported that they did not 
increase promotion this year, despite 
the fact that they entered the Easter 
season with a considerable stock of 
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Unusual ad treatment, for early pro- 
motion of the spectator, used by 
Joseph's in Chicago. 





colored shoes about which they were 
skeptical. 

All stores also reported that their 
accessory business was up in propor- 
tion to their shoe business, but that 
the demand for the higher priced 
matching bag had diminished, and 
that the Easter shopper was definitely 
interested in a bag that was decidedly 
moderately priced. 

Men’s shoe retailers. however. did 
not join in the chorus with the 
women’s dealers. Their business was 
definitely off from last year. A little 
spurt in business the week prior to 
Easter gave indications of a good 
Easter business. but it was short 
lived. Demand was for extra thick 
soled brogues in dark tans and cordo- 
vans. A hoped-for interest in suedes 
did not materialize, and many men’s 
stores are considering dropping them 
from inventories. Male shoppers are 
reported to be increasingly price con- 
scious. and are proving hard to 
switch either from price range indi- 
cated or style requested. Many shoe 
stores report that they are cutting in- 
ventories in men’s shoes, and will pur- 
chase on a reorder basis. 

* & & 


CHICAGO APRIL SALES 
TOP LAST YEAR'S 


Navy continues to lead the color 
parade, far outstripping black in sales 
at Chicago retail shoe sources. Easter 
and pre-Easter business in most quar- 
ters lagged behind or barely equalled 
figures of a year ago. However, April 
sales were well ahead, compared with 
the same period a year ago. 

Warm, sunny weather for most of 
the week following Easter helped to 
stimulate business, with customers 
continuing to buy Spring shoes. The 
open type ankle strap with platform 
remains the favored pattern. Pre- 
Easter demand was heavy for tailored 


type shoes, but this dropped after 
Easter with more emphasis on dressy 
types. Blue accounted fer from 60 to 
80 per cent of sales in nearly all types 
of shops and departments. In the bet- 
ter shops. blue suede has been the 
best seller, regarded as a bit more 
distinctive in appearance than smooth 
calf. Green, red and grey are also 
continuing popular. Reptiles have 
been a big factor in the record sales 
of color this Spring, particularly in 
red and green, and also in multi- 
colors. Green has become almost as 
surprising a color as blue in the 
strength of its demand. Many re- 
tailers who bought a few pairs of 
green in the middle sizes have been 
kept busy sizing up. 

Men’s business has begun to pick 
up, with brushed leathers in brown 
and blue an important factor. There 
has also been more promotional ac- 
tivity in the men’s end of the business. 
O'Connor & Goldberg introduced a 
new style named “Breez-Zee Lacers,” 
hand laced trims in blue, brown, wine. 
and grey. 

From here on, Chicago retailers ex- 
pect to place all emphasis on Summer 
promotions. Realizing that it will take 
a good deal of extra effort to secure 
a good volume of business this year. 
the coming weeks will see a number 
of promotions both from the price and 
fashion aspects. Most shoe men are 
confident that Summer business will 





be good, and that it will begin early. 
A rather prolonged cool Spring, with 
a sudden jump into hot weather, is 
characteristic of Chicago, and usually 
brings a sudden spurt of sales of 
Summer shoes. Early whites and 
brown and whites have already begun 
to sell in some quarters.” 

Joseph Salon Shoes has been fea- 
turing Summer suede in navy or 
white, with hand enameled trim on 
platform and ankle strap in a shee- 
handbag combination, referred to as 
“Cloisonne Costume Duet.” This same 
firm in an early introduction of spec- 
tators placed emphasis on the varia- 
tion in heel heights available. Late 
in April. Carson, Pirie, Scott & Com- 
pany came out with a half-page ad- 
vertisement of Summer shoes in white 
and white with color in Summer 


suedes and linens. Marshall Field & 
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BIGGEST NEWS 
SINCE SHOES! 


Excitement in the Trimfoot factories . . . 
excitement in the Disney studios. And no 
wonder . . . Donald Duck, Dumbo, and other 
members of the famous Disney family of 
stars have stepped right out of the screen into 
Trimfoot’s new children’s house shoes. A 
brand-new, grand-new idea in which the char- 
acters are developed in three dimensional 
designs in colors so bright and true they seem 
to stream directly from Walt’s own paint 
box. Another Trimfoot triumph! 


GAY COLORED FELT UPPERS... 
WEDGIE PLATFORM LEATHER SOLES 


SEG BUG T occ Kc ceacen a to retail for $3.00 
Ld ee MR hes cck due <u to retail for $3.50 
Terms: 5% 30 Days, Net thereafter. 


(Mart DisNEY 


CHARACTER 
House Shoes by 





© WALT DISNEY PRODUCTIONS 
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BAMBI DANNY 


TRIMFOOT COMPANY ¢ TRIMFOOT TERRACE FARMINGTON, MISSOURI 
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Company ran an early promotion on 
Summer casuals in high colors. 


* * * 


MEDIUM PRICES WANTED 
IN UPSTATE NEW YORK 


Binghamton 


THE Easter season was a good one 
for most Binghamton, N. Y., shoe re- 
tailers, despite numerous complicat- 
ing factors. Representative stores re- 
ported sales ahead of last year. which 
meant a big increase in pairage as 
customers definitely favored the lower 
and medium price brackets. Warm 
weather, heavy advertising and a good 
assortment of new styles and colors 
broke down consumer sales resistance 











which had retarded shoe business in 
this area since the first of the year. 
For the first time in several months 
unemployment has declined slightly. 
However, the number of jobless re- 
mains large, making it difficult for 
most stores to equal last year’s figures. 

Favored price range for volume 
sales of women’s shoes is $10.95 to 
$12.95, buyers state. A fair number 
of $14.95 shoes are being sold. Above 
that figure sales become progressively 
hard to make. With this condition in 
mind, buyers are scrutinizing current 
inventories and plan to exploit lower 
priced shoes. preferably branded 
lines. Value is the new watchword. 
rather than famous names or price. 
they declare. Buyers for both large 
and small stores are looking for off- 
price merchandise in many categories 
for promotional purposes and to 
freshen up post-Easter stocks. Public 
response to recent price reductions of 
a few brands has been generally good. 
although not spectacular. 

Silhouettes have been heavily fea- 
tured and well received. The diversity 
of styles has been so great that it is 
difficult to single out the best. One 
store notes that opened-up shoes sell 
best in bright or unusual colors. while 
pumps and more closed shoes are 
bought heavily in darker colors. 
Wrap-around straps. sandals, plat- 
forms and opera pumps all are popu- 
lar. Casuals got off to a brisk start 
earlier than usual this Spring. Sev- 
eral stores were not prepared for the 
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heavy demand which developed for 
these shoes. 

All heel heights are in demand. 
from high heels to flats. Crepe rubber 
soles are much wanted at one store. 
A few stores find a demand for patent 
leather. Reptiles are doing well al- 
most everywhere. Multicolors are big 
in several materials. Shoe men regard 
this as the outstanding Spring offer- 
ing. Several buyers explain that 
multicolor shoes are clicking partly 
because they are economical. for they 
are suitable for wear with various out- 
fits. 

Navv blue. of course. is the most 
wanted color. Green is excellent and 
grey better than in many years. Red 
well at stores. and at 
least one store is doing well with 
brown shoes. Reason advanced by the 
buyer is that he has a fairly good 
selection of browns. while other stores 
do not. 


moves some 


Rochester 


THE late-April. post-Easter period 
was spotty for the women’s shoe trade 
in Rochester. buyers reported, with 
no firm trends showing up. But de- 
spite the let-down. the Easter busines: 
was so good that retailers expected 
that their volume for March-April 
combined would run from even with 
to 10 per cent ahead of the same two 
months in 1948. 

Blue. which dominated the Easter 
picture, was still the favorite color 
after Easter in some shops afterward. 
although it was said that the color 
situation was “puzzling” in some quar- 
ters. One buyer declared, “Customers 
don’t know quite what they want in 
this post-Easter period. They come 
in for a pair of navy shoes to fill out 








Titche-Goettinger in Tex., 


Dallas, 
used this striking method to adver- 
tise their high style shoes. 


their wardrobe and go out with multi- 
colors. And vice versa.” 

Some buyers predicted that bright 
colors will cut more and more into 
Summer sales. More green has been 
selling than a year ago, and red has 
been good, and multicolors are get- 
ting calls, especially in the higher 
priced shoes. In style. opened-up 
models are still the thing, with the 
sling pump with open toe number 
one. Ankle straps were said to be 
fair in popularity. 

A good Summer business and a 
good Fall trade. too, are expected in 
most quarters. But buyers said they 
will approach Fall cautiously, and 
salesmen will have to make “return 
trips” to sell all their goods. The 
buyers were hopeful of price drops. 

Spectators, brown and white, and 
blue and white, too, were beginning 
to move as April ended. but more 
warm weather was needed to make 
them “big.” 

It is a little too early for white to 
go over well. Some buyers said that 
brown and whites would be better 
than all whites this year. Price em- 
phasis was on medium brackets. with 
most of the bets being on the $10-$15 
classes. 

Buyers expect that straws will sell 
in volume. especially when promoted 
along with bags. Linens to be dyed 





are expected to go well. too, better 
than last year. 

In the gains in March-April busi- 
ness that some shops reported. it was 
said that there was no marked in- 
crease in unit sales. which would 
show that the same or similar price 
lines as in 1948 were the main sellers. 
The slight increase in units accounted 
for the increases in volume. 

*¥ * = 


BUSINESS GOOD IN 
TWIN CITY STORES 


Minneapolis 


EASTER business was excellent in 
shoe stores, helped along by good 
weather conditions until the last week 
when a heavy snowstorm slowed down 
trafic. In spite of this stores re- 
ported that shoes moved satisfactorily. 
Greatest in demand were street 
[TURN TO PAGE 143, PLEASE] 
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Circus Made Background 
Of Fashion Show 


PHILADELPHIA—A fashion,show re- 
vealing the latest in every kind of 
footwear with circus as its background, 
was the latest ingenious promotion of 
Gimbels’ sixth annual “Assembly of 
Famous Fashions in Philadelphia.” Na- 
tionally advertised names in every line 
of women’s apparel and accessories 
were featured in individual newspaper 
ads and followed up by extravagent 
displays in the store. A full-page news- 
paper ad illustrated a choice range of 
shoes designed by famous makers. Pho- 
tographs of models wearing outfits com- 
pleted by attractive new shoes appeared 
on the society pages of the paper. 

Models paraded each day at two- 
thirty for a week in front of a color- 
fully devised circus designed by Les- 
ter Gaba, fashion promoter. This show 
was based on two themes, that every 
woman is interested in clothes and that 
everyone, regardless of age, loves a 
circus. Comedy, color, and unusual set- 
tings were incorporated in this show 
which was produced on a stage as full 
of tricks as the circus itself. 

A few of the shoe styles shown were 
white buck with low heel, closed back 
and front with single narrow strap at 
instep; black suede with a very high 
heel, deep platform sole and criss-cross 
straps at the ankle; white ballet shoes 
worn with casual cotton dresses; and 
a shoe worn for travel with a deep V 
throat and very high back. 

On the final day of the week, a 
“Trick for Teens” version was held 
twice. At this show a great variety 
of shoes for teen-agers was presented 
against the circus background which 
delighted the teen-agers and stirred up 
keen interest in shoes and fashions. 





New Children’s Store 


CuHIcaco—Mrs. Laura Zehnle has re- 
cently opened a new children’s shoe 
store known as the Edgebrook Shoe 
Box at 5338 W. Devon. The store will 
carry shoes for infants up through 
teen-agers, and also casuals. 





Store Will Cater to 
Children and Teen-Agers 


DETROIT—A new and attractive salon- 
type store has been opened in the north- 
western part of the city under the name 
of Norman’s Shoes by A. S. Halberg, at 
13532 West McNichols Road. The store 
will cater to the juvenile and teen-age 
trade exclusively. 

Mr. Halberg will continue to operate 
and manage the Halberg Shoe Store, a 
general family type store, at 8801 
Twelfth Street; while his son, Norman 
Halberg, for whom the new store is 
named, will be manager of the new 
store. Norman Halberg was formerly 
assistant manager for the Wohl Shoe 
Company in a store near St. Louis, but 
has been associated with his father in 
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New CHINCHILLA-FINISH FELT 
and NEW SOLE in 
























This attractive new Kossack 
Boot features two NEW ideas 
for beauty, comfort, long wear. 
One is the NEW Chinchilla- 
Finish Felt, a 100% wool felt 
developed by American Felt 
Company for the finest lines of 
slippers and boots. This felt is 
soft, comfortable, and its luxuri- 
ous Chinchilla-like finish has im- 
mediate sales appeal. The other 
NEW feature of the Kossack 
Boot is the use of an airy, foamy 
sponge sole, so resilient it is like 
walking on air. 


American Felt Company’s 
Chinchilla - Finish 100% Wool 
Felt is available in a standard 





the original Halberg store for a number 
of years. 

The new venture has no connection 
with the downtown shoe store formerly 
operated under the name of Norman’s. 





New Shoe Outlet Opened 


Kansas City, Mo.—Kramer’s Depart- 
ment Store, Inc., 334 W. 76th St., Waldo 
district, held its opening recently. The 
store carries men’s, women’s and chil- 
dren’s clothing and shoes. 

Souvenirs were given to women and 
children on opening day. 


Kossack Boot 


e Kossack Boot, made by 
Wellco Shoe Corporation, 
Waynesville, N. C., using 
American 100% Wool 
Felt, Chinchilla Finish, 

and with air foam 

sole, the combina- 

—- tion producing 
“The Walk That 
Relaxes.” 





range of clear, fast colors, in- 
cluding red, royal blue, tan, 
navy, and black. We welcome 
your inquiries. 


I Nivavle i bcol! 
Com 


GENERAL OFFICES: 


MARK 


’ GLENVILLE, CONN. 


ENGINEERING & RESEARCH LABORATORIES: 
Glenville, Conn.— PLANTS: Glenville, Conn.; 


Franklin, Mass.; Newburgh, N. Y.; Detroit, 
Mich.; Westerly, R. 1.—SALES OFFICES: 
New York, Boston, Chicago, Detroit, 


Cleveland, Rochester, Philadelphia, St. Louis, 
Atlanta, Dallas, San Francisco, Los Angeles, 
Portland, Seattle, Montreal 


Traveler Wins Radio 


CHiIcaco — Joe Messner has been 
awarded a radio, the prize for bring- 
ing the most new members into the 
Shoe Travelers’ Association of Chicago 
during a recent membership drive. The 
radio was awarded at a meeting held 
at the Hotel Morrison. 

Samuel S. Weiss, of Detroit, vice- 
president of the National Shoe Travel- 
er’s Association, and chairman of the 
membership committee, gave a talk on 
the special membership drive being con- 
ducted by that organization. 








RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maxc4e-orw and Markets 


New York 


Most of the manufacturers’ attention during the first of 
this month was concentrated on the advance Fall showings 
of the Shoe Board of Trade and the Guild of Better Shoe 
Manufacturers. It was a bit early to get a reaction on the 
show when we went to press. but manufacturers believed 
that prices over-all would hold firm, and that there would 
definitely be some buying at the shows. There were indica- 
tions that prices would come down a few cents here and 
there. but major reductions were still considered to be 
impossible in the insistent face of firm hide prices and 
firm labor costs. 

The shoe industry in New York is experiencing acute 
labor pains at the present time. Several manufacturers 
have more or less called a halt in their operations in an 
attempt to solve the problem of costs. Conversations have 
been carried on with labor to discuss the situation. But. 
according to reports, definite decisions have not yet been 
reached by the manufacturers. One move which has been 
debated by some of them is a shift into another and lower 
price line of production. but they are hesitant and uncertain 
about such a move. Some manufacturers voiced a firm no 
to such a plan. One said. “I believe there is still a market 
for high grade. high style shoes: besides. we don’t want to 
take the chance of injuring the prestige of our name.” 

Shoes for early Fall for the most part will be open. but 
more and more closed treatments will be imposed on them. 
such as closed heels. and fewer openings in the vamps. A 
number of platforms were seen at the show. and it was 
stated that they are here to stay. Black and brown were 
strong. with a “spruce blue” mentioned as a possible big 
number. Combinations of leather and satin. and others. 
were expected to find favor for evening wear. 


Chicago 


Nc )W that Fall shoes are being introduced to retailers, 
certain definite merchandising trends are beginning to 
make themselves felt. Increased promotional material and 
dealer helps, as well as continued reshuffling and uncer- 
tainty in regard to prices. are major considerations at 
present. 

Both retailers and manufacturers are cognizant of the 
fact that it takes real promotion to sell shoes today. The 
retailer found this to be true this Spring and expects it to 
continue so throughout the Summer. Retailers are. then. 
passing more of this responsibility onto the manufacturers. 
who will, this coming season, offer more dealer helps than 
at any time since the war. These take the form of direct 
mailing pieces from dealer to consumer. package inserts. 
shoe inserts, radio continuity. fashion charts and coopera- 
tive advertising programs. in addition to the regular counter 
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‘ards. newspaper mat- and other forms of promotional 
material. 

The fact that a number of firms are adding new lines 
of shoes in the $8.95 to $10.95 range is evidence of the 
growing importance of this division in the price structure. 
The $10.95 shoe is receiving increased emphasis in many 
retail outlets. and recently was the subject of a full-page 
advertisement fer the regular shoe section of Marshall 
Field & Company. In the smaller independent stores, there 
is still a tendency to readjust the selling price level. A 
good many merchants went into higher price brackets dur- 
ing the war and in the immediate postwar years, but are 
now finding difficulty in remaining there. Some of these 
still have a lot of higher priced shoes which they are trying 
to dispose of without a loss. but are switching their heavy 
concentration to a lower range. the $10.95 to $12.95 in 
particular. Many of these stores were. for a period. in the 
ever-$14.95 group. It is pointed out. however. that this 
shift is not taking place in the established better quality 
shops. those whith have always concentrated in the upper 
price brackets. These are continuing to maintain their 
regular price structures. with a few additions in the $10.95 
range. There is no expectation on the part of either retail- 
ers or manufacturers that there will be any appreciable 
decrease in established prices for Fall. A number of re- 
tailers have objected to agitation for price cuts. because of 
the fact that many have full inventories at higher prices. It 
is also pointed out that cuts would have to be substantial at 
the retail level in order to be effective. 

Tailored shoes in polished leathers are expected to do 
exceedingly well this Fall because of the predominance of 
tweeds and textured fabrics in ready-to-wear. Open shoes 
will probably still be in demand. as will platforms. Plat- 
forms are now assuming the same pattern set by open shoes. 
Although there have been attempts to eliminate open shoes 
from the picture. women have accepted them for their com- 
fort to such an extent that they are now basic merchandise. 
In fact. open shoes are still gaining converts. The same is 
true of platforms. As more women try them for the first 
time. they become accepted. so that the quarter to half-inch 
platforms are now also becoming staple types. 


St. Louis 


O¢F-THE-RECORD opinion revealed by members of the 
shoe industry here. and by others who have a day-to-day 
association with it. indicates that manufacturers expect 
to do the bulk of their Fall selling at regional shows this 
month and by salesmen on the road during late Spring 
and Summer. In other words. they did not anticipate ac- 
complishing a heavy volume of their selling during the 
St. Louis show. And their thinking appeared to be borne 
out. after a spot survey of manufacturers during the second 
day of the show. which indicated that retailers were look- 
ing at lines cautiously. although enthusiasticallv. 

[TURN TO PAGE 158. PLEASE] 
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= AUTHENTIC STYLES IN 
PA scored GRAIN LEATHER 
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@ These attractive window panels will guide many a shopper into 





Fortune stores this fail. Fortune dealers throughout America use 
panels consistently to direct thousands of customers into their stores 


season after season. By using the Fortune panels as backgrounds for 


ee ee eee ens 


effective, traffic-stopping window trims, dealers have a variety of dis- 








TO RETAIL AT 


§Q5 


MOST STYLES 


plays throughout every season—a panel to tie in with each nationally 


advertised Fortune promotion. Although these panels are designed Pe 

by the best display engineers in the business, they are available to 

Fortune dealers at very small cost because Fortune bears most of the Wa 
for th lers. inf ti 

expense for the dealers. For complete information on Fortune fall SHOES FOR MEN 


styles to retail at $8.95 and the Fortune plan to build your sales and 


profits, write today, to: 


RICHLAND-DAVIDSON SHOE CO DIVISION GENERAL SHOE CORP- NASHVILLE + TENN - 
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MERCHANDISING 


LITTLE MISS 














The ever-popular “Mary Jane” (above) 
goes modern ... fits as it should . . . meets parents 

approval . . . when SHUGOR is used as a fit-adjuster 

on the instep-strap. Below is a favored tieless oxford 

for young America . . . a real smoothie, along adult lines 
... that fits and stays fitted, thanks to SHUGOR. 

Let SHUGOR revitalize and rejuvenate 


your juvenile lines. 


THOMAS TAYLOR & SONS, Inc. 


HUDSON . MASSACHUSETTS Cor. 1539 7 

















that’s surprised every Winter when it begins to get cold, 
a lot of people have forgotten what seasonal business 
was like in the shoe industry. Production of shoes dur- 
ing the first quarter of this year for the industry as a 
whole was down about 9 per cent which is below normal 
and means that production will have to increase more 
in the next few months to make up for that sub-normal 
production. 

“One of the gauges that I look at to judge inventories 
is how good our collections are. Our past due accounts 
receivable as a percentage of our total accounts receiv- 
able are running considerably less than a year ago, and 
this time a year ago they were running less than the year 
before, all of which indicates a very healthy condition on 
the part of the retail shoe business as a whole. 

“Upper leather hides and skins have been quite strong 
in the last six months and are in scarce supply. Sole 
leather hides, because of the large quantity of rubber 
soles used, have been weak and are in reasonably good 
supply. However, the overall supply of hides and skins 
is running less than last year, because fewer animals are 
being slaughtered. Slaughter for the year 1949 is esti- 
mated at 5 per cent less than 1948. In addition, during 
the first quarter of 1948 we imported in this country 
about two million hides from Argentina. So far this 
year, the price in Argentina has been such that it has 
been impractical for anyone in this country to buy any 


Trade Situation Viewed as Sound and Healthy 


[CONTINUED FROM PAGE 81] 






hides there, and that means that for at least the first six 
months of this year we will import none. It takes about 
three months after hides are bought in Argentina to 
get them up here. 

“Argentina has cleaned up any accumulations of hides 
that they have had to European countries. They sold 
200,000 hides last week to Jugoslavia at about double 
the price that we were willing to pay for the same hides. 
It would appear that if supplies in this country do not 
improve, and we have to go abroad for hides and skins, 
we will have to pay a premium over domestic prices.” 

Fall lines were presented to the salesmen and M. S. 
Wigginton, vice-president, reported that orders received 
during the past six months season were 9.6 per cent 
ahead of the same period a year ago. He also stated that 
mail orders from customers were 148 per cent ahead of 
the same period a year ago. 


Henry Boyd, president, congratulated the more than 
two hundred salesmen on the good work that has been 
done and also the manufacturing organization for ex- 
cellent progress in the manufacturing plants. 


Among interesting new styles presented were the Well- 
ington type boots in the men’s and teen age lines. In the 
children’s line, shoes in the STT (Smaller Than Teen) 
classification were featured in the presentations. Cop- 
per and rust tones were featured in the women’s lines. 





Bookkeeping in Detail 
[CONTINUED FROM PAGE 102] 


ii should be discovered and checked before it leads to 
further financial unhappiness.” 

He went on, “It is of the utmost importance to 
keep an accurate record of your sales, and to check them 
constantly against those of the past to see whether your 
business is going ahead or falling off.” 

“Why going ahead or falling off?” Joseph wanted to 
know, just to show that he was still listening. “Can’t a 
store keep going in the same groove year after year?” 

“T have the theory,” Mr. Hultz said thoughtfully. “And 
inind you, it’s my own personal theory, that a store must 
either progress or fall back. There is no middle ground. 
't may seem that you are going along well, even if you 
are not making progress, but actually you are working 
into a groove which is only another word for a rut. 
and, if not now, then later on, a rut will slow you up and 
may eventually bring you to a dead halt. Fight talk.” he 
explained. “Never be satisfied that you’ve done as good 
as last year. 

“To continue, if your business is improving, you will 
want to know why so you can continue doing whatever 
causes your improved business. If it is falling off, you 
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will know it at once when you might be able to do 
something about it, rather than at some future date 
when it will be too late to help yourself. 

“You can check to some extent the results of your 
advertising by comparing sales figures. It is easier to 
check the results of a sale or of some short term pro- 
motion than to find out if institutional advertising car- 
ried out over a long period is doing you any good. 

“If a store is running several departments or is selling 
several types of merchandise, it can check them by hav- 
ing separate sales columns for each to see which depart- 
ments or lines are doing best and which are a drag on 
the store and need propping up or getting rid of.” He 
waited. 

“Getting rid of,” Joseph said wearily, to show that 
he was still listening. “But I still hate bookkeeping and 
I’m still going to get an accountant to do the work 
for me.” 

Mr. Hultz sighed, but went on, “You will want to 
know how much business you have done each month, 
each season. for each type of goods so that you can pre- 
pare buying quotas for the coming year. 

“You will also keep a record of expenses of all kinds, 
so you can see if they are running too high in any 
category.” 





Firm Name Room No. 
Panther-Panco Rubber ee Inc. .... .967-970 
Paramount Footwear Co., Inc. =u 5 
Parkhill Shoes ... _1529-1530-153! 
Parkway Shoe Corporation . eRGkeneene 986 
Parry Foot-Wear, Inc. ..............- 1551 
le re 1442 
Peerless Footwear, Inc. .............. 1147 
Pentucket Footwear, Inc. 968 
Peppy Footwear, Inc. .... 1168-1169 
Perry-Norvell Company ...........-.. 514 
oo 1052 
Pfeiffer Co., Inc., Freak eee 1084 
Phoenix Slipper Co. 1216 
Pe NO RG ORE. . ns av nccesweccs 1547 
Poros Soempeny, GS. . .........60.0 1227 
Pierce Shoe Mfg. iad sche wwe ae e 1503 
Pierre Shoes, Inc. .. . . 1419-1426 
Pilling Shoe Co., John ............... 849 


Pincus Shoe Corp.. Lester 
1460-1461 -1462-1463-1464 


Pine Hill Products Co. ............... 1173 
de ee ree 850 
Plymouth Shoe Co. ................ 520-521 
Poloner Shoe & Slipper Co. 1072 
Porter Shoe Company, Inc. ........... 723 
Preston Shoe Co. ........... . -935-936 
Prime Shoe Company, ine. ee ee 7 
Progress Shoe Co., Inc. .............. 624 
Prudential Shoe Mfg. ob, ANE... . 1131 
Putterman Footwear Corp. ........1522-1523 
Quabaug Rubber Company .......... 1225 
Quaker Shoe Corporation ........ 1249-1250 
nS Peemwest, §ee: ........2.25...... SB 
Ramsey Shoe Corporation ...... 603 


Regal Chair Mfg. Co. ... _Mezzanine, Booth 5 


Regent Shoe Corporation ...... . 1465 
Reliable Footwear Co. ............... 1166 
Renee Footwear Corp. ............... 1053 
ee ee ee 917 
Rest Right Slipper, Inc. .............. 1221 
Rex Shoe Corporation ............... 627 
Rialto Shoe Co., Inc. ................ 1273 
Ridgely Shoe Co., Inc. 1543 
Roberts-Hart, Inc. ................., _ 539 
Rockingham Shoe Co. _.... . Suite 2411-2412 
Rogers Bros. Shoe Co. ........... 1436-1437 
Rondeau Shoe Co., Inc., H. O. . . 835-836-837 


716 
810 


Rosen Shoe Mfg. Co., George H. ..... 
Ross Shoes, Inc. .... 
Roth, Rauh & Heckel, Inc. "Style Arch" 


1242-1243 
Riybb eae GO. ......... 0.22522 Suite on 
Rozelle Shoe Corporation ............ 
Rubber Brokers, Inc. ............... so0n0s 
Rubin Brothers Footwear, Inc. .... . 1266-1271 
Ruth Shoe Company ............ Suite 2200 
Saco-Moc Shoe Corp. ............. 701-702 
Safran-Sundel Shoe Co. .............. 1425 
Saks Shoe Corp., M. J............. 1454-1455 
Salem Shoe Mfg. Co., Inc............. 540 
Savoy Footwear Corporation ......... 927 
Saxe-Glassman Shoe Corp. ......... 826-827 
Servus Rubber Company, The ..... 1251-1252 
Shapiro & Silberstein, Ine. ............ 1175 
Sherman Footwear Co. ............... 507 
Shir, eee ee 1417 
“Shoe and Leather Reporter" ......... 1202 
ND eee ee kn. 1102 
Sibulkin Shoe Co., M Suite 2211-2212 
Signal Chemical Co. ................. 1287 
Silver Slipper Mfg. Corp. ............. 1127 
Simpson, Elliot E. ..... - 904-905 
Simpson Enterprises, Elliot "yi 904-905 
Simpson's Miracle Products, Inc. ... . .904-905 
Simpson's Walker-Woods, Inc. ...... 904-905 
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Fall Lines on Display at the Volume Show 
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Firm Name Room No. 


Sinclair Shoe Co. 947 
Skippy Footwear Corp., Volume Division 1026 
Skippy Footwear Corp., Retail Division 1119 


NSS, a, ee errr 1564 
Society Footwear Corp. ......-------- 1188 
So-Lo Marx Rubber Co. _—— Booth | 
Somersworth Shoe Co., Inc.........-. 703-704 
South Berwick Shoe Co. ...........--- 939 
Geek SNDO TODS. 0. -< occ ece se ceese's 510 
Sport Specialty Shoemakers, Inc... . 1268-1269 
Sporting Shoe Sales Corp. ......... . 1244 
Sportwelt Shoe Co., Inc. 1067 


St. Regis Moccasin Corp. ... Ble 1151 
Stahl Shoe Company ................ 1551 


Dice TOeNNeEr URC. ...-.--655....-- 1086 
Siar Shoe Gompamy ..........0655..+ 1443 
Starlet Footwear Corp. ........-..... 1054 
Stedfast Shoe Co., Chas. ............ 972 
Stepping Stone Shoes, Inc. ........... 1542 
Siavung Gee 450. ING. ..-..-...-..--- 1558 
Stillman Shoe Co., Inc., H. C... . .735-736-737 
Style Shoe Co., Inc. ... ely 
Sudbury Shoe Co. . - Suite 2247. 2248-2250 
Seve Se WEG 650... no 5 osc os ccescns 1234 
Sundial Shoe Company ....... . 504-505-506 
Supreme Slipper Mfg. Co., Inc......... 1163 
Tattle-Winick Shoe Co., Inc . 1418 
Tendly Shoe Mfg. Co. 1205 
Times Footwear Mfg. Corp. ........-.. 1127 
Three Star Slipper Corp. ............. 1106 
Timely Casual Shoe Co. ............. 1540 
Tingley-Reliance Rubber Corporation.. 916 


Toby tree Smee 0. . .. ....6.200. 500: 951-952 


Toor Shoe Co., H. O. . . .636-637 
Trimfoot Company ... . 1233 
Triple Novelty Footwear Co., Inc. 

Suite 2311-2312 
Tropical Craft Corporation ....... 1566-1571 
Tru-Stitch Moccasin Corporation .. . 1152 
True Value Slipper & Sandal Co. ...... 928 
So 902 
Tyer Rubber Company ............... 1028 
United Last Company . . . 1020-1021 
United Shoe Machinery ean .. 944 
United Slipper Co. ...... .. 1270 
Universal Shoe Mfg. Co. ............. 1584 
Victory Footwear Sales Co. Se 
Victory Shoe Co. of Brockton, Inc. 1587 
Viko Shoe Company . ites ae 
oo Sy ers eer ee 1231 
Vogue Shoes, ee se 631 
Walt Disney Character Footwear. . 1244 
Walters Display, Inc. Mezzanine, Booth 2 
Walton & Co., Inc. A. G. ........... 729 
Ware Shoe Co. . . Suite 3211-3212 
Washington Square Footwear Co. ..... 1572 
PON 2 co. . ows i snes see's 969 
DID NOIRE aims cw oes cwace oases 1539 
Waynes oepper, ine. ........-....... 1058 
Wear Best Footwear, Inc. ............ 1274 
Wearwell Shoe Co., Inc. ............. 1451 
Webster Shoe Co. eceec cess AUS 
Weigert-Dagen Shoe Co. ............ 644 
Weil Shoe Co., M. K. ............ 1466-1471 
Weinstein Shoe Co. ................. 844 
Well-Worth Slipper Co., Inc. ........ 544-545 
Werman & Sons, Inc., A. ............ 609-610 
Westboro Shoes, Inc. ee 
Weymouth Shoe Co. ................. 730 
Wheaton Shoe Co. .................. 984 
Whittier Shoe Corp. «jae 
Wiley-Bickford-Sweet Corp. .... 718-719-720 
Wilner Wood Products Co. ........... 1063 
Winchester Rubber & Plastic Co. . . . .904-905 
Wing Step Shoe Corporation ......... 625 









Firm Name Room No. 
Winston Shoe Company ..... pee 
Wise Shoe Company ........ "Suite 2366-2367 
Wolf Shoe Co., A. N. 1283-1284 
Wood & Smith Shoe Co. ......... . 1043 
Worcester Shoe Company .......--- 529-530 
Yale Footwear, Inc. .........0e++0+-- 1128 
HOTEL McALPIN 
Firm Name Room No. 
American Girl Shoe Co. .....Colonial Room 
Barmera “Goy ...-...0-5.25268 460-462-464 
TD NEE 22s wis woe'5 tc <a Sojourn) 554 
Caswell Doucette Shoes, Inc. ...... 1395-1397 
OT OR 2 eer eer res 561-563 
Connell Shoe Co., J. M. 443 


Cortell Shoe Company, Inc. 
414-416-418-420-422 


Curtis Shoe Co. 401-403 
Dainty Maid Shoe Co., Inc. ........ 531-533 
Danahy Shoe Co., Dan ...........--- 467 
Daytimer Shoe Company . . . .402-404-406-408 
Dianafix Corporation ...........--- 510-512 
Eastland Shoes, Inc. .......... . 574-576 
Elbee-Janice Shoe Company ...... . .570-572 
ce ES Cen . 561-563 
Flautt Shoe Co., John ............. 562-564 
Foot Delight Shoe Corporation ....... 461 


Foot Flairs, Division, Mutual Shoe 


Company. . 430-43 1-432-434 
Hannahsons Shoe Company ... 454-456 
Headway Shoe Corporation .......... 529 
Holmes, Stickney, Inc. ..............- 554 


Jay Shoe Mfg. Co. .. 
Jenrose Shoe Company, Inc. 


Jerry Shoe Mfg. Co., Inc., The 419-421 
Julliard Shoes, Ltd. ... 551 
Kickerinos, Division, Marilyn Shoe Co... 407 
oe eee 409-411 
Kleven Shoe Sales Co. ............. 466-468 
Lavay, WENOM......-.<.... 451 
Lissack & Co., Ltd. ......... 428-429 
Lucky Stride Shoes, Inc. .. 532 
Marx & Newman Co., Inc. ..........- 58! 
Merrimack Shoe Mfg. Co. .... . .460-462-464 


Merry Moc Shoe Co.—Monomac Brand 


423-425 
Miami Footwear Corporation . 400 
ee S.C 410 
Oomphies, Inc. ....... ..514-516-518-520-522 
Penobscot Shoe S50... .... 5.625650... 412 
Portland Footwear Co. 573-575 
Potvin = Cee OL Re eee oe 556 
"Pretties by Lesal”, Division, Morse’s, 

Re ert Ea Each ee eae ee os 50! 
Rhinestone Creations. ....Mezzanine, Booth 7 
Salvage Shoe Co., Inc., Louis H. 

461 -463-465 
Sandler of Boston ............ . 577-579 
Sherry Shoemakers, Inc. ......... .415-417 
Stein-Sulkis Shoe Co. ............... 569-571 
Summer Shoe Co. of Miami .......... 528 
Tiffany Originals ...... .561-563- 565° 
Tober-Saifer Shoe Mfg. Company . . 566-568 
Trio Fashion Footwear Corp. . 445-447 
Unity Shoemakers Corp. ........... 502-504 
Wiauely See Nae AGS cis ci. ekscwin sos oc 508 
Wellco Shoe Corporation ............ 567 
Wahl Shoe G0. < ......052 0000 505-507-509-51 | 
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see us IN 


Benjamin Franklin Hotel 


ROOM 373 
May 15th to 18th 
(Masra-Masta Show) 





see US IN 


New York 


Hotel New Yorker 


ROOMS 1454-1455 
May 23rd to 26th 
(Popular Price Mfrs. Show) 


—but be sure to see us for 
early Fall shoes 


...or whites, spectators, high- 
style pattern types for 
immediate delivery 


Me 3. SKS orcs cor 


152 DUANE STREET, NEW YORK 13, N.Y. 


Wholesale Distributors of Women’s Fashion Shoes 
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(Optimism Expressed at St. Louis Show 


the movement toward a downward re- 
vision of wholesale prices, even if only 
nominal. As previously reported, In- 
ternational Shoe Co. has taken such 
action and a number of other manu- 
facturers here have revealed a policy of 
concentrating production in _ lower 
brackets. 

Brown Shoe Co. has lowered the 
price of footwear in its Robinhood Divi- 
sion about 50 cents a pair average at 
the retail level. Generally, however, 
buyers found the St. Louis market very 
near the same level of Spring lines, ex- 
cept for a few scattered price reduc- 
tions. 

Women’s footwear from $10.95 to 
$12.95 retail appears to be the volume 
range for Fall in St. Louis-made shoes. 
Utility in Fall shoes seems to be an 
essential element of buyer thinking in 
placing Fall orders. 

This was seen in the demand for open 
types at the show. Some estimates 
were that opened-up shoes made up 
from more than half to as high as 75 
per cent of Fall purchases. Also re- 
flecting an emphasis on utility was the 
preference for medium heels in volume 
purchases. 

Interest in casuals continues un- 
abated, manufacturers reported, with 
calls for open and closed-up patterns 
divided about equally. A requisite of 
closed-up casuals, it was reported, was 
that they be of soft construction. 

Buyers did not go overboard on pol- 
ished leathers for early Autumn, as 
many think the demand for suedes will 
be greater. Brown and black were num- 
ber one colors with red and green prob- 
ably next. Numerous buyers showed 


[CONTINUED FROM PAGE 90] 


interest in wine and blue spruce, al- 
though treading lightiy so far as orders 
were concerned. 

Highlighting the optimism of the 
show was the opening day address of 
Frank D. Hardy, merchandise manager 
of R. H. Fyfe & Co., Detroit. He said, 
“Retail sales of shoes for the first six 
months of the year will show a 7 per 
cent increase in dollar volume over 
1948, and unit sales will increase 14 
per cent.” 

Mr. Hardy also predicted a trend to 
lower prices of footwear based on lower 
family take-home pay resulting, he said, 
from the fact that fewer members of 
the family were working now than 
during the war years a..d immediate 
postwar period. 

Entertainment highlight of the show 
was a banquet held at St. Louis’ Hote! 
Chase on the second evening of the four 
day exhibition. A record number of 
1200 guests was seated in the Hotel’s 
Chase Club to enjoy a cocktail party 
and steak dinner,and hear comedian Lou 
Holtz, the evening’s headliner. Gar- 
wood Van’s orchestra played. 

Speakers at the banquet were A. J. 
Brauer, Jr., association president; and 
Harry Bennigson, general chairman of 
the show. Fred Weber, housing com- 
mittee chairman, and Archie Bregman, 
entertainment committee chairman, 
were introduced to the assembled 
guests. 

There were numerous company-spon- 
sored events for visiting retailers and 
dealers during the show and many sales 
meetings for travelers of many of the 
St. Louis manufacturers just prior to 
the show. Among these was a steak 





Supervised Arrangements for Midwest Fair 





HAROLD REED 





DAVID R. LIERLEY 


Arrangements for the Midwest Shoe Fair now being held in Cincinnati by the 
Ohio Shoe Travelers Club, were under the supervision of Mr. Reed and Mr. 


Lierley. 


Mr. Reed is connected with W. L. Kreider's Sons Mfg. Co., and Mr. 


Lieriley with Life Stride Division of Brown Shoe Company. 


ilé 


barbecue dinner held by Rice-O’Neill 
Shoe Company, at the farm of J. G. 
Jones, Jr., at which approximately 130 
guests were present. Hamilton Shoe 
Company and Johnson, Stephens & 
Shinkle Shoe Co. also held parties which 
were well attended. 

At a breakfast forum during the 
show, Martha Grigsby, Inc., held their 
third annual shoe clinic, at which the 
need for selling a shoe wardrobe to 
every customer was stressed. The St. 
Louis Shoe Manufacturers Association 
also put on the first shoe style show to 
be telecast expressly for visiting shoe 
buyers. An audience of more than 
100,000 persons in the St. Louis area, 
including hundreds of buyers attending 
the show, witnessed the half-hour pro- 
gram built around a central theme of 
“Alice in Shoeland.” A national T-V 
network audience later the same eve- 
ning viewed a two-minute section of 
women’s shoe fashions adapted from 
the show and included in the Camel 
News Caravan, television newsreel 
sponsored by Camel Cigarettes. 

Sequences of children’s, teen-age, 
women’s and men’s shoes were pre 
sented during the “Shoeland” show, as 
commentators described important Fall 
fashion trends. A total of 44 new shoe 
patterns were shown: seven children’s, 
six teen-age, 25 women’s and six men’s. 

Miss Betty Jones, women’s stylist for 
International Shoe Company, was in 
charge of the program. 





Shift to Lower Prices 
In St. Louis 


St. Louts—The price structure of St. 
Louis Fall lines continues pretty much 
near the level of the current season’s, 
although there is a noticeable shift to 
lower rungs in the price ladder of sev- 
eral manufacturers. There have been 
some instances of retail price reduc- 
tions, however. 

There is also a longer mark-up in a 
few lines, made possible by nominal 
wholesale price reductions. Interna- 
tional Shoe Company’s and Brown Shoe 
Company’s Fall price policy has been 
noted previously, and elsewhere in this 
issue. 

Monogram Footwear Corporation has 
added a $7.95 line to its existing $8.95, 
$9.95 and $10.95 brackets. All heel 
heights up to 14/8 will fall in the $7.95 
and $8.95 range, and 17/8 and 23/8 
into the $9.95 and $10.95 brackets. 

Jack Kaplan of Carmo reports that 
prices haven’t changed, although a few 
faster patterns have been added. He 
says that his retail prices will continue 
to range from $8.95 to $12.95, but that 
there are more patterns at $9.95 and 
$10.95 in the Fall line than before, and 

[TURN TO PAGE 124, PLEASE] 
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STYLE 265 
Stacy-Adams Envoy Last 


~ ‘ 
*eacege* 


This STACY-Flex Style joins STACY-ADAMS 
IN-STOCK DEPARTMENT 


SIZE-UP WEEKLY from 30 Famous STACY- 
ADAMS Styles — famous for their remarkably 


Illustrating STACY-Flex Style 265 consistent repeat-business demand — In-Stock for 
. .. . the firse STACY-Flex style ‘ e “ ~ 

available from IN-STOCK. STACY- immediate shipment. * 

Flex process eliminates painful 

Seidhingda . . - 1 hepe- 

cana assures onger shape Send for new IN-STOCK Catalog 


*Style 265 retails profitably for e 
$22.50 . . . will be In-Stock begin- ob ye 
ning April 15. 


Watch for announcement of more L 18 FORGOT?Y 
eae STACY-Flex ‘ioe from In- oO N G AFTER PRI cE EN 
Stock. 


STACY-ADAMS COMPANY e BrROcKTON 62, MASSACHUSETTS 
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Styles May Change But Ads Continue 


We are sending Regal Shoes to ali parts of the world 
“SA SS 27 Sok 2.4 88 
‘ : $e Fa = 


sks. 
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The comparison technique in advertising was introduced by the Regal Shoe 
Company a half-century ago. Styles in advertising have changed along with styles 
in shoes, but the basic principle of comparison is still good, as these two Regal ads 
show. Ome appeared in The Saturday Evening Post, in black and white, in March, 
1904; the other, in four colors, launched Regal's 1949 advertising campaign in the 

April 9th issue of the Post. 





Increase Footwear 
Consumption in °49 
[CONTINUED FROM PAGE 93] 


These figures indicate to Mr. Shapiro 
the great need for the shoe industry to 
develop merchandising and promotion 
programs that will persuade the public 
to buy around 500,000,000 pairs a year, 
instead of the approximately 450,0090,- 
000 pairs that were sold at retail last 
year. The producers have a capacity of 
about 550,000,000 pairs annually. 

While the shoe industry can survive 
very well at the 450,000,000 pair level, 
according to Mr. Shapiro, he believes 
that an additional 50,000,000 pairs pro- 
duced and sold should bring about a 
favorable increase in net profits in all 
branches of the industry. 

“This can be realized,” he continued, 
“and the end desired can be reached if 
the best possible qualities are offered at 
the lowest possible prices. During the 
postwar period, the industry as a whole 
has fairly well overcome excessive cost 
operations, with values being relatively 
better than before 1941. Considering 
the purchasing power of the dollar 
against the greatly increased national 
income, current shoe values are one of 
the best buys available to the public.” 

In discussing the Popular Price Shoe 
Show of America, which will be held 
at the Hotels New Yorker and McAlpin, 
Mr. Shapiro says that early indications 
point to buyer attendance exceeding 
registrations at the November event, 
which was the organization’s first show. 
The show is sponsored jointly by the 
New England Shoe and Leather Asso- 
ciation and the National Association of 
Shoe Chain Stores. 

Manufacturers’ displays at the May 


show, Mr. Shapiro promises, will place 
greater emphasis on values. “With the 
public being very much value-minded at 
this time, this is important,” he de- 
clared. 





Exhibit Space Sell-Out 
At Popular Price Show 
[CONTINUED FROM PAGE 94] 


be held at 10:15 A.M., Monday, May 23, 
in the Grand Ballroom of the Hotel 
Statler, formerly the Hotel Pennsyl- 
vania, convenient to both hotels in the 
Penn zone. The show will run about 
one hour, and will be the only official 
function of the week. Seating at the 
fashion show will be limited to approxi- 
mately one thousand persons, and 
tickets will be available to all members 
of the trade and press at the registra- 
tion desks of the two hotels, and just 
prior to the show, on Monday morning, 
at the Hotel Statler. 

For the first time, suppliers of allied 
and accessory lines will exhibit in regu- 
lar display rooms at the Hotel New 
Yorker. These displays will be spotted 
throughout the show, permitting buyers 
to check related items at the same time 
as they visit shoe display rooms. 

The shift of the show this year from 
the Hotel Commodore to the Hotel New 
Yorker was made because the New 
Yorker is able to provide a larger num- 
ber of display rooms. This move will 
again enable the committee to incor- 
porate the basic factors which insured 
the success of the first show, according 
to Messrs. Atkins and Field. These 
features include: proper timing — the 
dates were selected by an industry com- 
mittee of manufacturers and retailers 
te coincide with the buying require- 


ments of Fall, 1949; the show rooms 
will be concentrated, which will result 
in maximum convenience to buyers and 
maximum traffic for exhibitors; and all 
rooms will be stripped of furniture and 
converted fully to sample rooms 
equipped with tables, risers and racks 
in accordance with each exhibitor’s re- 
quirements. 

Lower costs for exhibitors are an- 
other feature of the show. Participa- 
tion fees have been reduced. The man- 
agement of the PPSSA will prepay all 
gratuities to hotel service employees ex- 
cept bellboys, so that exhibitors will be 
assured maximum service without the 
necessity for individual tipping. Fur- 
thermore, the hotel rental charges to 
exhibitors have been reduced from a 
7-day minimum to a 6-day rate. All dis- 
play rooms will be set up and exhibitors 
will be registered prior to their arrival. 

As service to buyers and retailers, 
listings of available sleeping rooms 
were prepared and mailed sometime 
ago to 1000 shoe and department stores 
throughout the country so that buyers 
and retailers could make sleeping ar- 
rangements directly with the hotels. 
Any retailer not receiving such list 
should communicate with the New York 
office of the PPSSA at 51 East 42nd 
Street. 

Show headquarters will be located on 
the 15th floor of the Hotel New Yorker, 
and registration desks will be located 
on the mezzanines and every exhibit 
floor of both hotels. All buyers and re- 
tailers must register to obtain direc- 
tories, tickets, identification, etc., for 
the show. 

The members of the various commit- 
tees, in addition to the above-mentioned 
fashion sub-committee, are: Budget: A. 
W. Berkowitz, Bourque Shoe Co., Inc.; 
George L. Smith, G. R. Kinney Co., Inc. 
Exhibits: Myer Saxe, Kesslen Shoe.; 
Lawrence Merle, Endicott - Johnson 
Corp. Advertising and Publicity: Mr. 
Hermann, Mr. Danahy, and Mr. Saxe. 
Other members of the joint committee 
include: Manufacturers: Stuart H. 
Armstrong, Wiley - Bickford - Sweet 
Corp.; George A. Dempsey, Crossett 
Shoe Co.; John Foote, The John Foote 
Shoe Co.; Normand P. Liberty, H. O. 
Rondeau Shoe Co., Inc.; and Henry C. 
Stillman, H. C. Stillman Shoe Co. Re- 
tailers: Harry Karl, Karl’s Shoe Stores, 
Ltd.; I. M. Kay, The Berland Shoe 
Stores, Inc.; J. O. Moore, Miller-Jones 
Co.; Frank J. Schell, Sears, Roebuck 
and Co.; and David L. Slann, Butler’s, 
Ine. “ 

The multitude of arrangements and 
details were handled and directed by 
Edward Atkains and Maxwell Field, ex- 
ecutive-secretaries of the National As- 
sociation of Shoe Chain Stores and the 
New England Shoe and Leather Asso- 
ciation respectively. 

During the week, an annual mem- 
bers’ and directors’ meeting of the Na- 
tional Association of Shoe Chain Stores 
will be held to elect new officers and 
directors of the association at the Hotel 
New Yorker on May 25th. 
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WANT THE COUNTRY’S 
BEST LINE OF SPORTS 
CASUALS TO RETAIL 







Famous built-in quality fea- 
tured in 20 fast-selling styles, 
all superb Goodyear welts 
with channelled flexible 
leather insoles. 


| Golo or DUNMORE e¢ Division of Golo Footwear Corp. 


SALES OFFICE: 129 Duane St., N.Y. 13, N.Y. 





FACTORY: Golo Park, Dunmore, Pa. 
May !5, 1949 19 








Good Displays Stop Shoppers 





Spring display at Jacobson Bros. midtown store in New York. Notice that men's 
shoes are featured at the front of the window, while women's sport and walking 
types are at the rear. 


NEw YorK.—‘Window displays are 
one of the most effective means of ad- 
vertising shoes. A good display will 
definitely help an ultimate sale,” says 
Jacques F. Jacobson, general manager 
of Jacobson Bros., a men’s and women’s 
shoe store at 13 West 36th Street, who 
believes strongly in the importance of 
proper displays in selling shoes. 

Located on a side street just off Fifth 
Avenue, Mr. Jacobson pointed out that 
the display in his store must have a 
tremendous attraction to stop the pas- 
sers-by because they are usually in 
transit between stores on the main 
avenues. He feels that the display is a 
very important way to get new custom- 
ers. If the display is drab, dull or un- 
interesting, people will not stop to look, 
and possible sales will be lost. 

Mr. Jacobson has positive ideas on 
the use, purpose and arrangement of 
window displays. He believes in custom- 
made displays rather than stereotyped, 
manufactured displays. “Although 
original displays cost more, they are 
certainly worth the additional expense,” 
he says. With an original display, 
imagination and originality can be used 
to fit the particular needs of the in- 
dividual retailer. So he employs a pro- 
fessional window display man with 
whom he works out a plan for his dis- 
plays. He meets with Frank Stein, his 
display man, three or fours weeks be- 
fore the trim to discuss and exchange 
ideas. Under the present schedule, the 
windows receive four master trims and 
eight retrims during the year. 

In Mr. Jacobson’s experience, a com- 
bination of colors is more effective than 
a single color. Colors should harmonize 
with the colors and moods of the four 
seasons. For example, in the Spring, 
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light and gay colors are used; in the 
Fall, greens, browns and reds are used, 
and so on. In arranging shoes in the 
display, brighter colored shoes are 
placed higher, and darker shoes lower. 

The display must be harmonious with 
the shoes, or the entire display is 
ruined, claims Mr. Jacobson. If shoes 
are of high quality and style, the dis- 
play must also be of high quality, or 
the harmony is destroyed. Poorly co- 
ordinated displays would have much the 
same effect as a woman dressed in even- 
ing clothes wearing Army combat boots. 
“Another mistake to avoid,” says Mr. 
Jacobson, “is that of jamming the win- 
dows with too many shoes. As a result, 
you see everything and you see noth- 
ing.” 

Window displays must be rearranged 
periodically, and they must be kept 
clean. One of the worst things that 
could happen to a display is to allow it 
and the shoes to accumulate dust. Ifa 
display becomes untidy, it does not at- 
tract favorable attention, and it creates 
a poor impression of the store. By the 
same token, the interior of the store 
must obviously follow the same prin- 
ciples, or the same reaction will occur. 


Identification of a shoe in the mind 
of a customer who looks at a display 
helps to make the salesman’s job easier. 
When a customer comes in, he or she 
has a definite shoe to ask for, and the 
salesman can provide better and quicker 
service, because he has a better idea of 
his or her tastes. 

As another example of the impor- 
tance of creating individual displays, 
Mr. Jacobson referred to the problems 
of his own store, which is primarily a 
women’s shoe store. In arranging his 


display, he found that if women’s shoes 
are placed in the front of the window 
and men’s shoes are placed at the rear 
of the display near the door, few men 
will venture to look at them. it was 
simply a case of the male instinctively 
avoiding anything feminine (in the way 
of displays, that is), something like the 
discomfort a man feels when he gets 
caught in a women’s lingerie depart- 
ment. Mr. Jacobson solved this by put- 
ting the men’s shoes in the front of the 
window where the shoes could be spotted 
immediately. If a retailer is fortunate 
enough to have a window exclusively 
for men, this is not such a problem, of 
course, 

Still another problem with the men’s 
shoes in Jacobson Bros. store was filling 
the remainder of their display space 
with women’s shoes that wouldn’t clash 
with the masculinity of the men’s shoes. 
This was overcome by using women’s 
sport and walking shoes, so that the 
transition from men’s to women’s was 
smooth and not conflicting. The other 
window of the store is devoted to wo- 
men’s dress and style shoes, and the 
tone is completely feminine. As a rule, 
men’s shoes should never be displayed 


alongside women’s dress shoes, Mr. 
Jacobson emphasized. 
In arranging the women’s. shoes 


themselves, heavy shoes are placed 
lower in the display, and lighter weight 
shoes are placed higher. All shoes are 
set and pivoted in various angles and 
positions to avoid monotony. “Displays 
are more than just placing shoes in 
straight rows,” Mr. Jacobson said. 
“They are intended to provide an at- 
mosphere that will enhance the mer- 
chandise itself.” 

Jacobson Bros., under the ownership 
of Irving Jacobson, father of Jacques, 
has been in business for more than 35 
years in various locations throughout 
the metropolitan area. Jacques was 
thus born and reared in a shoe atmos- 
phere, and gained many years of valu- 
able experience through observation 
and work. At the present time, two 
stores are in operation, the midtown 
store at 36th Street and a downtown 
store at 103 Essex Street. The mid- 
town store features the slogan, “They’re 
style-wise in the narrower size”’—Mr. 
Jacobson feels that slogans are good 
selling features. The downtown store 
features the slogan, “They’re style-wise 
in the wider size.” These slogans are 
prominently displayed in the windows. 
on outdoor advertising signs, and are 
used several times a week in a commer- 
cial jingle over local radio stations. 


New Manager Named 


Aveusta, Ga.—F. E. Ferris & Com- 
pany, this city, has announced the ap- 
pointment of M. W. Turner as manager 
of the shoe department. Mr. Turner 
brings to this department more than 10 
vears of experience in selling shoes in 
Augusta. 
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now being placed 
on a selective franchise basis 
write for information 


ACCENT SHOE CO. + DIVISION OF INTERNATIONAL SHOE CO. + ST. LOUIS, MO. + 720 MARBRIDGE BLDG., NEW YORK 


May 15, 1949 124 











Emergency Footwear Program Suggestions 





by JOHN H. PATTERSON 
Economist, National Shoe Manufacturers’ Association 


(Reprinted, with permission, from The Quartermaster Review ) 


The current concern over the prob- 
lem of meeting requirements in the 
event of a war emergency gives a spe- 
cial timeliness to a summary review of 
the procedures and methods followed 
during the last war, in order to ap- 
praise the efficacy of the various devices 
and to suggest possible ways in which 
the military program could be most ef- 
fectively implemented. This necessitates 
some consideration of the impact of the 
program on the civilian economy, be- 
cause the cost of a war depends not only 
upon the degree to which prices are 
controlled but also upon the morale and 
efficiency of the civilian population, al- 
most all of whom are in some way con- 
tributing to the war effort. 

The World War II record of the shoe 
industry is one of which it is justly 
proud. The needs of the services were 
met in full, and the public was ade- 
quately shod, except for a few tempo- 
rary local shortages in children’s shoes. 
People were not always able to get ex- 
actly what they wanted, but they could 
always get shoes and get them at rea- 
sonable prices. The Bureau of Labor 
Statistics index of shoe prices advanced 
less than 8 per cent between Pearl 
Harbor and the time that OPA’s powers 
lapsed, at the end of June 1946. 


Price Control in World War Ul 


We propose here to survey what was 
done prior to and during the last war 
te meet military and civilian require- 
ments for footwear, and to control 
prices and equitably distribute supplies 
of hides, leather, and shoes. 

The program of controls evolved in 
the footwear field was more complete 
and thorough-going than in any other 
industry. Production directives to tan- 
ners were used in place of priorities, 
and, in some instances, directives were 
used for leather products, including 
shoes. We had international division of 
raw materials under the direction of 
the Combined Raw Materials Board, 
public purchase of foreign materials, 
allocation of hides and skins to tanners, 
and shoe rationing, all in addition to 
the conventional price, production, and 
import and export controls. Another 
unique feature of the shoe program was 
the limitation contained in the WPB 
Shoe Conservation Order on the pro- 
duction of high-priced shoes. This pro- 
vides an excellent but too infrequent ex- 
ample of cooperation between OPA and 
WPB. Late in the war, OPA forced 
WPB to issue a somewhat similar order 
—M-388—covering textile and other ap- 
pare] items, but control of production 
by price lines was incorporated in the 
Shoe Conservation Order at the time 
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that shoe rationing was started in Feb- 
ruary 1943. 

The primary reason for calling atten- 
tion to the multiplicity and types of con- 
trols used in the leather and shoe field 
in the last war is that it is highly prob- 
able that they foreshadow a pattern 
which is likely to be more widely fol- 
lowed in the event of another war. They 
are of demonstrated effectiveness, not 
individually but over-all. No one con- 
trol is 100 per cent effective, but if each 
one is even partially effective, the net 
result is practically complete control. 
Rather than discuss these controls in 
detail, I would prefer to explain the 
problems involved in coordinating the 
various parts of the program and get- 
ting the industry, the services, and the 
war agencies to cooperate with one an- 
other. It is in this sphere that there is 
the greatest room for improvement. A 
brief resume of developments in 1940 
and 1941 will show how difficult it is to 
avoid friction and distrust, which in- 
evitably result in red tape and delay. 

During the Summer of 1939, shortly 
before the outbreak of war in Europe, 
President Roosevelt appointed a five- 
man National Defense Advisory Com- 
mittee, with aims and functions some- 
what similar to the present NSRB. 
Early in 1940 the NDAC called some 
shoe people down to Washington and 
asked them to report on what should 
be done about hides, leather, and shoes 
in anticipation of a military emergency. 
After due consideration the leather and 
shoe consultants recommended the pur- 
chase of ten or twelve million pairs of 
military footwear. Shoe manufacturers 
at the time needed business, and this 
created a suspicion that the industry 
recommendations were dictated by self- 
interest and were unwarranted in view 
of the easy supply situation. On its 
most recent purchase prior to that time 
Army shoes had been procured for $2.40 


a pair. No shoes were bought other 
than to meet current requirements, but 
after the inception of the selective ser- 
vice program in the Fall of 1940, 
military footwear procurement mounted 
rapidly, and at the time of Pearl Har- 
bor, shoes were being purchased at 
prices ranging upward from $3.46 a 
pair. Even earlier, hides started to rise, 
going from twelve cents per pound in 
February to seventeen cents early in 
June 1941. In retrospect, this may have 
worked out for the best, but it was by 
accident rather than by design. It 
caused OPA to place a ceiling of fifteen 
cents on hides on June 16, 1941, long 
before such action would have been 
needed if the recommendations of the 
industry advisers to the NDAC had 
been acted upon favorably. There were, 
however, a number of reasons why OPA 
acted promptly in the case of hides. 

In some respects hides are well 
adapted to price control. Since they are 
by-products, there is little likelihood of 
a price ceiling’s interfering with their 
production, and packers are not as much 
concerned over hide prices as they are 
with the prices of their principal prod- 
ucts, so long as their major competitors 
do not achieve any relative advantage. 
Ceilings discriminated against the pro- 
ducers of better grade raw materials 
because it was impossible to establish 
true and correct differentials in all in- 
stances. The importance of this in- 
equity, however, was lessened somewhat 
by the fact that the best grade ma- 
terials, for the most part, are produced 
by the large packers, and they set the 
pace of competition in the industry. 


Deflation of 1920 


Another and perhaps more funda- 
mental consideration which encouraged 
prompt OPA action was the fact that 
tanners and shoe manufacturers were 
quite anxious to have hides controlled. 
They remembered their disastrous ex- 
perience during and after the first 
World War, when hides rose from fif- 
teen cents a pound to sixty cents in 
1919, only to fall to twelve cents in 1920. 
This fall entailed such drastic inventory 
losses that it permanently altered the 
status of the industry. Only in the past 
three years has the shoe industry 
escaped from the status of a depressed 
industry and shown any reasonable 
profits. The vulnerability of shoe man- 
ufacturers and tanners to inventory 
losses made them quite willing to forego 
any possible appreciation due to rising 
raw material prices. They “busted” so 
hard in 1920 that they were perfectly 
content to forego any “boom.” 

In May of 1941 the Office of Produc- 
tion Management, which was a suc- 
cessor agency to NDAC, set up a divi- 
sion under the same man who today 
heads the Leather & Shoe Division of 
the NSRB—Maj. Gen. Joseph W. By- 
ron, ORC. The function of this division 
was to assist the Government in getting 
the footwear and other leather products 
that it wanted. Frequently this involved 
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Sraddl-mastee 


. first in the field at the consumer- 





a acceptable prices of $7.95 and $8.95, original 
Saddlemasters will appeal to more and 


more customers. Winning top acceptance in 










better grade shoe stores and departments 
everywhere, the 1949 line tops them all! 
You'll see them at all the regional shoe 
shows, too. 





NAL 


Fadiechunpe, 


. and here’s a rugged, weather- 
wise teen-age oxford that no 
wise retailer can overlook in 
1949 .. . built to defy weather 
and wear, and to keep young 
feet happily active... 
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Hosiery Measurements 
To Be Revised 


WASHINGTON, D. C.—A recommended 
revision of hosiery lengths and sizes 
has been approved for promulgation, 
according to announcement by the 
Commodity Standards division of the 
National Bureau of Standards. This 
standard which was first issued in 
1933 and revised in 1936 and 1940, will 
be effective from June 22, 1949. It will 
be identified as CS46-49 (Fourth Edi- 
tion). 

This revision was proposed by the 
National Association of Hosiery Man- 
ufacturers and approved by the stand- 
ing committee in order to include stand- 
ard measurements for men’s athletic 
socks, men’s crew socks, and men’s and 
boys’ slack socks. It provides standard 
methods of measuring, and lists stand- 
ard sizes and lengths, with length 
tolerances for men’s, women’s and chil- 
dren’s hosiery, thus providing a uni- 
form basis for guaranteeing full length 
and full size hosiery. 


Popular Price Shoes 
In a Luxury Setting 
[CONTINUED FROM PAGE 87] 


Leather covered chairs of aqua make 
an attractive setting on the all-over 
taupe carpeting. 

Adding to the cheerful atmosphere 
of the store, growing plants are placed 
along the base of the full-length win- 
dows on each floor. Ceiling-to-floor 
draperies of gray background with a 
carmine leaf design are draped on one 
side only of the windows throughout 
the store. 

The front entrance is of glass, which 
affords complete visibility, with a mod- 
ern visual front. Glass and marble 
make up the exterior of the store. 





Shift to Lower Prices 
In St. Louis 
[CONTINUED FROM PAGE 116] 


fewer at $12.95, with the basic retail 
price $10.95. 

Samuels Shoe Co. reports no change. 
Tober-Saifer has added a new line of 
casuals at $7.95 with a few multi- 
colored patterns at $8.95, although 
prices of footwear in its line remain 
unchanged. 

Valley Shoe Corporation has not 
changed retail prices but has placed 
greater emphasis on lower price range 
shoes. 

Juvenile Shoe Corporation has re- 
duced the retail prices of three styles 
in its Clinic line from $9.95 to $8.95 
and its entire Clinic Off-duty line from 
$8.95 to $7.95. 

Rice O’Neill Shoe Co. has reduced 
prices of its women’s shoes about $1 re- 
tail, with the new retail prices $14.95, 
$15.95 and $16.95. There are still a 
few patterns at $18.95, however. 
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to that old question, 


“What's in a name?” 


In busy Milwaukee, Wisconsin (female population 
about 325,000) Kleinert’s sold 145.784 units in 
1948—almost equivalent to making Kleinert’s fine 
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What a sales tip for Shoe 
Buyers! American women (the world’s clever- 
est shoppers) trust Kleinert’s name and look 
to Kleinert’s for superior merchandise at 
sensible prices. 


For more than 75 years, Kleinert’s has been 
famous for Dress Shields, Girdles, Infant's 
Items and Sanitary Goods. And we have now 
added playshoes to our line. And that carries 
us right into your department. 


Get your share of the Kleinert’s business. 
Customer confidence has been established — 
so the next step is the easy one. Display 
Kleinert’s Shoes. Give them a big, bright 
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Dollars-and-sense answers 


quality the choice of 1 woman out of every 2. 
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spot in your department and let customers 
see them in a wide range of colors, designs 
and sizes. 

Sales tip: Always feature Kleinert’s shoes 
by name! 


“It pays to show the name they know!” 


. res 
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485 Fifth Avenue, New York 17, N. Y. 
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Sold ONLY Through 40 
TRADE BUILDERS 
Wholesale Distributors 
with Same-Day or Over- 
night In Stock Service. 








= 


Style ED 

Rugged Moccasin Type 
Blucher Oxford, Brown 
Kip Elk-Tanned Leather. 
Heavy Oak Bend Out- 
sole with Full Leather 
Midsole. Steel Arch 
Support. Half-rubber 
Heels. Here is Style, 
Durability, and Comfort. 


Width Sizes 


Your cost 


$6.00 











Order ED from your TRADE BUILDER wholesale 
distributor. He has it IN STOCK for you NOW! 


TRADE BUILDERS give you unsurpassed Fitting 
Qualities. 


TRADE BUILDERS durable construction assures 


longer wear. 


TRADE BUILDERS have the Style men look for. 


TRADE BUILDERS bring the maximum in foot 


comfort and 


TRADE BUILDERS unparalleled method of dis- 
tribution assures you More Sales with Less 
Inventory, Faster Turnover, and More Protit 
Per Pair. 


M. T. SHAW, INC., Coldwater, Mich. 





Shoes in the News 





Brown Shoe Company has developed a new ribbed welting of 
vulcanized rubber to add a styie note to wrap-around crepe 
soled patterns. Called “Dyna-mode”, the welting is in-seamed 
right into the shoe and permanently bonded to the edge of the 
sole. It has a smooth lustrous finish, and is made in a variety of 
colors. It will be featured in the Fall line of the Westport Di- 
vision and in “Teen-Age” shoes of the Buster Brown Division. 


* * * 


SOMETHING new and different for young customers are 
shoes inspired by those seen in France and Italy, and now 
| being manufactured in this country. Feature of the shoe 
is a removable, washable insert of foam rubber, which acts 


One of the styles available 
in the construction with foam 
rubber slip sole which is 
shown at the right of the 
photograph. Glamorette, Inc. 





as a platform and cushions the baby foot. Available in a 
number of styles and in combinations of colors, as well as 
in all-over pastel shades. 





| and play shoes for children, in sizes 6 to 3. They are made of 
pure latex and come in a combination of colors. Right, a 
women’s “Tote”, for stormy weather wear. All from So-Lo 


| At the left are two illustrations of “Play-Totes”, new beach 
| 
| Marx Rubber Co., Loveland, O. 
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Wrinkle-Free Toe Linings 
AND NO QUESTION ABOUT IT! 








BUILD COMFORT AND SALES WITH *CELASTIC! 


For over twenty years Celastic box toes have brought positive 


toe comfort to men, women and children. The assurance that 





toe linings are permanently secure . . . in one style or one hun- 


dred . . . in one shoe or one million, is the Celastic contribution Box TOE S 

to toe comfort. Good will and consumer satisfaction accumu- ayitep SHOE MACHINERY 
lated by year after year of Celastic performance prove that it’s CORPORATION 

good business to provide your customers with the best. BOSTON, MASSACHUSETTS 


**CELASTIC™ is a registered trade-mark of the Celastic Corporation 
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And how she needs them. Not just a rehash of the 
same old lines — but shoes as NEW as her descend- 
ing hemline, as NEW as her latest neat, sweet look. 


Laconians anticipated the New Look in ‘teen shoes 
when it was just a glance — interpreted it in the 
smartest, most thoroughly saleable line of “teen 
footwear this spring season. 


We cordially invite you to see the smartest thing 
afoot for ‘teens — plus our smaller editions, Little 
Laconians, for that all-important, big-profit, small- 
fry business. 





siz 


boys and girls, 


at the (Fete! Wet Yoker | 


ROOMS 705 AND 706 
May 23-26 


for 








Represented by: 


e Irving Selig 
e Nathan Slawin 


e Frank Gromacki e« Norman Rosen 


e Henry Leopold 
e J. M. Kapp 


e Ben Hamburg 
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Shoe Ads Selected as Best of Year 

















Four shoe manufacturers were recently honored for hav- 
ing the best shoe advertisements of the year by a board of 
eight experts serving on the selection committe of Best 
National Advertising of the Year, a new book published 
by the Milline Publishing Co., Chicago. The winners were: 
Cobblers of California, U. S. Rubber Co.. makers of 
Kedettes; the Roblee Division of the Brown Shoe Co.; and 
Johnson, Stephens & Shinkle Shoe Co. Out of 150 adver- 
tisements reproduced as best. five were from the shoe in- 
dustry. The winning ads appear on this page. 

Best National Advertising of the Year, 1948-1949, is the 
first of a series of annual advertising books reproducing 
from their original plates, in full color. approximately 150 
best annual advertisements. It presents the best ads of the 
year in campaign idea, merchandising, layout. copy, color. 
design, illustration. typography and public relations ap- 
peal. The advertisements included in the book were 
awarded the distinction of being the best, because they 
satisfied all these requirements of advertising, and. prob- 
ably most important, because they sold merchandise. 

Consumers, advertising experts and sales managers all 
had a voice in the selection of the winning advertisements 
which were not rated as first, second, third, but as the 
best. The public had the first crack at selecting the ads. 
About 400 of them showed up remarkably high. then an 
eminent authority in each of the technical advertising 
fields selected those he thought best from his professional 
standpoint. The opinion of this board of experts was re- 
submitted and approved by the sales managers for the 
selling ability of each advertisement. One hundred fifty 
ads remained and these were put into the book. 


The boards of experts for 1948-1949 were: Raymond 
Loewy, director, Raymond Loewy Associates (selection of 
color and design); Norman Rockwell (selection of ads 
for illustration); Sarra, dean of advertising photography 
(selection of ads for photography); Professor Glen U. 
Cleeton, director of the School of Printing. Carnegie Insti- 
tute of Technology (selection of ads for typographic value) ; 
William Howard, vice-president and sales promotion direc- 
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in boot ever . ” 
amlined Pree 


boot 









sensationally new...seamless...dipped-latex boot 
of surpassing elegance 


All rubber boots strive to look light. Step-lite actually weighs only 
14 ounces per pair, a third less than any other! Soft, pliable, elastic... 
styled to hug the foot closely, with beautiful unbroken lines. No 
bulkiness, not a seam...from top to toe...to gape and leak. Rolls up in the 
hand like a rubber glove! Height 12 inches, sizes 4 to 9. 


SEE US AT THE SHOW 


RC Toe Rubbers, also of latex, in black 
Room 1158, Hotel New Yorker 


(red inside) and brown. With or without 
plastic case in bright colors. Sizes A, B,C. 


FOOTWEAR INC. 
274 TEN EYCK STREET, BROOKLYN 6, N. Y. 





May 15, 1949 129 











SELL SLIPPERS ... 
52 WEEKS A YEAR 


WITH 






Z »)\- 


her Seliions 


by GERDA & 
NEW YORK 













REAL VALUE 
CHILDREN’S SLIPPERS 


They sell fast because of their 
easily apparent value and real 
practicability . . . and you'll 

keep your stock of sizes up 9 ~_-- 
te scratch with Gerda’s oa 

easy “daily or weekly 
fill-in plan.’ All Pat- 
terns In Stock Always 


in All Sizes. No 251 


All Leather Snap 
Durable Soft Soles 
Colors: Red, Blue 


Sizes: 5-8 $1 45 
8/,-12 1.60 













No. 241 Feit Gore 


30 oz. Weight Felt 
Durable Soft Soles 
Colors: Red, Blue 


Sizes: 8'/2-12; 12'/2-3 


$1.35 











No. 302 


All Smooth Leather Opera 
Hard Flexible Leather Soles 
Colors: Brown, Blue, Red 


Sizes: 5-8, @/2-12, 124-3 


$1.50 










No. 402 


All Smooth Leather Bootee 
Hard Flexible Leather Soles 
Colors: Brown, Blue, Red 
Sizes: 5-8, 82-12, 12-3 


$1.90 
No. 403 chubby’s 


Elk, EEE, Red, Blue 
Hard Flexible Lea- 
ther Soles. 


Sizes: 5-12. $2.25 


No. 404 


All Smooth Leather 
Bootee, As Above, 
with Soft Soles. 
Sizes: 5-8, 8'/2-12 


$1 
Send for Catalog 
GERDA FOOTWEAR CO., INC. 
GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y. 
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Achieve Five-Fold Purpose in 
Remodeling Program 


RicumMonp, Inp.—As a result of their recent remodeling 
program, Neff & Nusbaum. well-known family shoe store, 
here, consider that they have achieved a five-fold purpose. 
They increased their shelving 30 per cent; they increased 
their seating capacity: they made provision for abundant 
interior display units; they offer the customer a comfort- 
able, pleasant. efficient place in which to shop; and they 
have solved the problem of entertaining children while 
they are being fitted. 





Children's department at the Neff & Nusbaum store. The 
electric train runs around the department, against a 
mural background depicting scenes in the United States. 


The color scheme of the store is one of the most impor- 
tant factors in giving it its charm. The ceiling is pale pink; 
the walls at the left are pale aqua, with a deeper shade 
of the same color in the wall at the right. The insides of 
shadow boxes repeat the ceiling color. Furniture is natu- 
ral wheat upholstered in aqua Duran, with fitting stools to 
match. The flooring is linoleum, repeating the natural 
wood finish of the chairs and display cases. 

Included in the new features of the store are a dropped 
ceiling, a new wall with lighted shadow boxes, providing 
an aisle with shelving on both sides which runs the entire 
length of the store, a new hosiery department, a curved 
wall with decorative columns which set off the approach to 
the selling area, an illuminated fitting mirror, and a wall 
at left center which masks stairs leading to the basement. 

The children’s department, located at the rear, has been 
done over completely, and is one of the feature attractions 
of the store. A 37-foot mural stretches around the back 
of the department walls. The painting, which was done 
by Mrs. E. A. Nusbaum, wife of the manager, symbolizes, 
in panoramic design, a cross-section view of the United 
States. Starting with the skyscrapers of New York, scenes 
from Mid-western farms and cities, a circus, the “Garden 
of the Gods,” Colorado, and San Francisco, are pictured. 

No child misses noticing the cowboys, Indian, helicopter 
and parachutists that are depicted. For them, the painting 
suggests a movie world of vivid imagination. 
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See them at the Popular Price Shoe Show of America 


Rooms 1529-30-31, Hotel New Yorker 
May 22nd through 26th 
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IS EASILY KEPT CLEAN... 





The extra-luminous B-2 Screen 


an Exclusive 


Sémplex Feature 


Brightness and clarity of the image are 
highly essential in an X-Ray Shoe Fit- 
ter. This means that the X-Ray Screen 
must be kept free from dust and soil 
at all times. With the Simplex X-Ray 
Shoe Fitter the screen can be removed 
for dusting at any time. It slides right 
out of the cabinet. There are no pan- 
els to remove, no screws to loosen. 


This method of mounting the screen is 


Shoe Manufacturing 
Under the Marshall Plan 


[CONTINUED FROM PAGE 88] 


their production from the current figure 
of 60,000 pairs of shoes to an eventual 
18,000 per month. 

Progress at ADA- ADA is typical of 
the general advance in shoe production 
throughout Western Germany. In 1936 
and 1938, the supply of leather shoes 
per capita was 1.2 and 1.3 pairs respec- 
tively. This figure dropped to about 0.5 
in 1947, but through ERP and the 
Jedermann program it has climbed to 
approximately 0.9 in the past year. It 
will continue to rise steadily to a target 
of 1.3 pairs in 1952-53, the Bizone Long 
Term Program estimates. 

At the ADA- ADA plant, giant strides 
have already been made. A year ago 
last January, the plant was turning out 
45,000 pairs of women’s and children’s 
shoes monthly. Leather allocations were 
difficult to obtain. Agents scoured West- 
ern Germany for untapped sources, but 
the leather simply was not available. 

Then, in the late Summer, leather be- 
gan to arrive from the United States 
under the Marshall Plan. Shoe output 
climbed. At ADA- ADA, which is typi- 
cal of many shoe plants in the Bizone, 
and where between 50 and 60 per cent 
of shoe production is consigned to the 
Jedermann program, shoe output went 
up 25 per cent. About 60,000 pairs of 
shoes, more than half of which are 
priced from 24.50 to 29.50 DM, came off 
the lasts in January. 

During the first four months of the 
Jedermann program, ending January 
31, the output of utility shoes has more 
than doubled, which would indicate that 
the Bizonal goal of one and one-half 
million pairs of work shoes per month 
is on the way to achievement, according 
to Bipartite Commerce and Industry 
Group officials. 


New Shoe Departments 


used in all Simplex X-Ray 
Shoe Fitters is pre-mounted in 
@ wooden frame which slides 
into channels at the top of 


an exclusive Simplex convenience... 
one that definitely results in better, 
faster fitting and easier operation. 


Opened 


OMAHA, NEB.—Shoe departments for 
men, women and children are included 
in the new Maypers Department Store 


screen holder . . . from the 
outside of the cabinet. No 
fastening required. Can be re- 








X-RAY SHOE FITTER, Inc. 


3533 N. Palmer Street © Milwaukee 1, Wisconsin 
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moved and cleaned instantly. 





Ask the Simplex X-Ray 
Representative about the 
Removable Screen and 
other features which re- 
sult in greater conven- 
ience, easy operation 
and absolute safety. 


Should it become necessary to re- 
place the screen, a new one can be 
inserted in a few seconds. 





whose remodeling has just been com- 
pleted at 2562 Leavenworth St. The 
remodeled building replaces one which 
was destroyed by fire a year ago at 16th 
and Capitol Ave., and gives the firm as 
much space on one floor as it previously 
had in two and one-half stories. Leo 
Dworak was architect and contractor. 





General Shoe Given 
Shoe Contract by Navy 

New YorK.—The Navy Purchasing 
Office here has announced that the 
General Shoe Corporation has been 
awarded a contract to make 10,002 pairs 
of black leather oxfords at $4.32 per 
pair. 
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Magazines! 
Farm papers! 


Newspapers! 


Radio! Street- ~ 
cars! Buses! 
All carry 


CAT-TEX 


advertising 
constantly ! 


r1ee> 


Not Rubber! Not Leather! Not Plastic! 


The name and fame of CAT-TEX soles is 
nation-wide! Powerful ads in top magazines con- 
stantly keep CAT-TEX before millions. As a re- 
sult, the country-wide call today is unquestionably 
for CAT-TEX! 

Remember, CAT-TEX wears 
longer, is lightweight, water- 
proof and non-slip! CAT-TEX 
soles will get an open-arm 
reception from your retailers! 

CAT’S PAW RUBBER CO., Inc. 
Warner & Ostend Sts; Baltimore; Md. 









Write for 
samples 


& details 
now ! 


Made by the makers of famous Cat's Paw products 
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check list 


for a successful 
children’s shoe business 


a name | 


in which mothers 
have —_ 


Ve that give you a jump 


on competition 


Y —_ 


every time . 
for every child 


“one Atbouhce 


from tots to teens 


















STYLE No. 8805 


If you can't check ALL FOUR factors 
on your present brand or brands, 
better check up on Pollyanna right 
— Drop us a card. We'll send a 





[PM 


A. &. — SHOE CO. ANNVILLE, PA. 
NEW YORK CITY SHOWROOM Marbridge Bidg., 47 W. 34 St. 
West Coast Representative: J. R. Hamelin, 219 W. 7 St., Los Angeles 
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1126 Jackson Place 


Monthly Retail Trade Report 
(Released by Department of Commerce, 


Bureau of Census) 


SHOE STORES—MARCH 1949 


PER CENT CHANGE 


March 1949 | 3 Mos. 1949 March 1949 
CITIES Compared | Compared [—— 





it it it 
March 1948 3 Mos. 1948 Feb. 1949 





California—Los Angeles. . —14 +32 
Oakland. 0 +26 

San Francisco. . —14 +39 
Sacramento —23 +30 
Connecticut—Hartford —14 +56 
D. C.—Washington.... -l1l +41 
Tllinois—Chicago -—7 +35 
Maryland—Baltimore. . —16 +24 
Massachusetts— Boston +24 +52 
Michigan—Detroit ; - +40 
Minnesota— Minneapolis . . - 7 +40 
Missouri—St. Louis..... —12 +29 
New Jersey — Newark —21 +47 
New York—New York.... —10 +28 
Ohio—Cleveland . —- 8 +27 
Youngstown. . —16 +24 
Pennsylvania—Philadelphia.. . —13 +61 
Pittsburgh. . _ +38 

Texas—San Antonio —25 +45 
Washington—Seattle. .. —20 +35 
Wisconsin— Milwaukee —14 +52 


Achieve Five-Fold Purpose in 
Remodeling Program 
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A train station is constructed at each end of the paint- 
ing. Through these runs an electric train, whistle and 
all. in a regular route around the mural, behind the par- 
titions that cover the shoes. and back to the mural. For the 
children. this train is the feature attraction. It holds their 
interest while shoes are being fitted. and it keeps their 
interest while other members of the family are shod. 

The young child is not forgotten. either. Panda bear 
and bunny manikins are displayed in attractive shadow 
boxes. Repeating this scheme. pictures of them have been 
sketched below the mural. Scenes of Panda bears playing 
leap frog. and of bunnies walking under sheltering um- 
brellas in the rain. are found here. 

A name contest was used to create interest in this fea- 
ture department. Hundreds of names for the children’s 
department were entered, in competition for a $40 prize. 
Three local people were selected as judges. “Little Trav- 
elers” was finally chosen, and the children’s department 
was officially christened at an openhouse held at the store. 

The lighting of the store is worth special mention. A 
combination of directed spots in the ceiling and slimline 
tubing of the cold cathode type produces a soft, evenly- 
distributed light in true color value. This lighting is then 
highlighted by directed spots focusing light at the floor 
level. 

“Credit should be given Boot anp SHOE RECORDER for 
inspiration in designing the store.” says Edward A. Nus- 
baum, manager. “For over ten years I have been clipping 
pictures and stories of shoe store remodelings for my file. 
garnering an idea here and there. with the hope that some- 
time we could adapt the best techniques of modern store 
design to our store here.” 

E. D. Neff. now 93 years old. and Oliver P. Nusbaum. 
81 years old, who together founded this store 49 years ago 
are still partners in the firm. although they are retired from 
active duty. “I am a mere youngster in the firm,” says 
Edward A. Nusbaum. “having been taken into partner- 
ship in 1937 when I assumed the managership of the store.” 
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AIR-TRED shows increased 
_ sales during the first four 
_ months of 1949 over the 
_ previous year. That proves 


the power of the line. 
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AT NEW YORK 
MAY 2ist to 26th 
Hotel New Yorker 
Rooms 821-822 
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BETZY CROSS 


making new friends 
and new customers 






Famous for .. . 
Superior Quality 
Unique Styling 
Popular Price 


Infant's 
Child’s 
Misses 





















War Not Imminent, 
Shoe Men Are Told 


NEw YorK—The Shoe Club, Inc., had 
one of its biggest dinner-meetings of 
the year in the Green Room at the 
Hotel McAlpin on May 2, with 225 in 
attendance. 

William E. Haskell, public relations 
representative of the New York Herald 
Tribune and news veteran of 40 years, 
was the principal speaker. In his talk 
on international affairs, he told the shoe 
men that “we should not be fearful of 
a war in the immediate future.” He 
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BETZY CROSS will be at the Popuiar 
Price Shoe Show of America MAY 23-26 


HOTEL NEW YORKER, Room 1451 


There’s an unusual, new 
Fall line waiting for you. 
See why thousands of retail- 
ers prefer BETZY CROSS! 


BETZY CROSS DIVISION OF 


WEARWELL SHOE COMPANY 
138 DUANE ST. * NEW YORK 13,N. Y. 


pointed out that “our present fears, 
trepidations and anxieties can be traced 
directly to several radio commentator 
jingos. Our top military and govern- 
ment men do not see a war in the fore- 
seeable future.” He urged the men to 
have more confidence in those news- 
papers which have no axe to grind; 
which have no prejudices, bias or 
opinion. 

Sam Dody, old-time vaudeville ra- 
conteur; Dorothy Ross, singing comedi- 
enne; and a technicolor motion picture, 
“Miracle of Millions,” unfolding the 
story of the New York Daily News, 
rounded out the program. 





Find Less Price Resistance 
In Quality Lines 

ScRANTON, Pa. — Shoe stores here 
have been doing what most retailers 
agree is a satisfactory business in the 
face of unusual circumstances. The re- 
cent two-week coal mine shutdown was 
a hard blow to local business, so has 
been a bus strike which tied up street 
cars as well for four weeks. There was 
also a brief taxi strike. Despite all 
this, Easter proved highly successful 
for most shoe retailers. 

During the post-Easter period, shoe 
men noted a seasonal] let-down in sales 
but representative stores look for ac- 
tive business later. 

There is less competition in quality 
footwear than in the sale of less ex- 
pensive shoes. Stores featuring the 
best-known brands report no appre- 
ciable increase in price resistance. On 
the other hand, popular price stores 
are feeling the impact of the concerted 
opening of several stores and depart- 
ments featuring $2.99 shoes. The latter 
are mostly stores specializing in can- 
cellations and surplus stocks. Compe- 
tition from these units is being met by 
post-Easter clearances and special pro- 
motions, most of which have been suc- 
cessful. 

Favored styles include numerous 
strap models and platforms, and sling- 
backs and opera pumps. Early Spring 
buyers selected navy, black, green and 
brown shoes. Demand for various 
shades of brown took stores by sur- 
prise and many retailers did not have 
enough. Sale of greys was disappoint- 
ing. -Multi-color shoes are moving well 
and several shoe men predict they will 
be tops this Summer. Pastels and white 
are expected to rank next. Scranton 
has the reputation of being a poor city 
for white shoes, but some observers feel 
that this year will be an exception. 
Sisal and straw shoes will be moder- 
ately popular, buyers believe. Wedding 
shoes often lead a double life here, 
being worn for evening and formal 
occasions as well as nuptials. 


} 
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Innes Opens New Store 
In Pasadena 


PASADENA, CALIFr.—As a part of the 
Innes expansion program, Paul M. 
Seigel has announced. the opening of 
the company’s new Pasadena store at 
456 E. Colorado Boulevard, next door 
to the location where they have been 
for twenty-seven years. This new store 
carries a complete line of men’s, wo- 
men’s and children’s shoes as well as 
hosiery, bags, and accessories. W. M. 
Gaughan, who was manager of the 
Innes Pasadena store for many years, 
has returned as manager. 

Innes is also opening a beautiful new 
Patio Shop on the lower level of their 
store at 7th and Olive in downtown Los 
Angeles. This will carry lower priced 
footwear. 
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SPORTING 


has FAMOUS CHARACTER 
FOOTWEAR ITEMS 


for rain or shine 


to PYRAMID YOUR VOLUME! 


Cartoon characters that children and grownups love — permanently vulcanized into 
the rubber in FOUR vivid colors — assure immediate promotion, year-round sales 
appeal! Smart styling, sturdy construction, top quality . . . perfect for tots, teeners, 

\ppER BOOT inbetweeners! For this season, the famous LONE RANGER character has been added 
wostess 7 to the other favorites. Feature SPORTING’S fine footwear throughout the year! 


Displaying at 
Popular Price Shoe Show 
May 23-26 
Room 1244 
Hotel New Yorker 


ED ZIPPER BOOT 

ictey Mouse or Donald Duck design in chil- 
n's and misses’ sizes; Teena design in grow- 
girls’ sizes. White, Red, Brown. 


E RANGER COWBOY BOOT 
ite with Red trim in children’s ond misses" 
ms; Ton with Brown trim or Black with Red 
in children’s, misses’, youths’ and boys’ 
I-SHU 


/ 
key Mouse or Donald Duck design in White SEND FOR 
ted. Children’s sizes. 


FORM RUBBERS ILLUSTRATED 
ickey Mouse or Donald Duck design in White 
brown. Children’s and misses’ sizes. .CATALOG 


AND 


SPORTING SHOE SALES CORP., 39 Chambers St., New York 7, N. Y. 


Produced in Canada by SPORTING SHOE CORP. OF CANADA, LTD., 200 Bay Street, Toronto, Ontario 





“When it’s business you're courting, be sure you’ve got SPORTING!” 











Aradettes 


are STILL the BEST 





Value on the market! 


Yes .°. . youll say 
so too, when you see 
our new line of 
popular-priced 

“ARADETTES” 


A CASUAL SHOE AT A CASUAL PRE 





| Hudson Street. 


zi 


NY. 13. N 



















Pree . «.« ft fe 
Super Deluxe 


“ARADETTES”. 


New! Smart! 
Novel! Lovely! | 


We're featuring original crea- 
tions in SLIPPERS made of the | 
most famous-name Satin and 
Kid Leather and Brocades, in 
a great variety of colors and 
shades. 


Come and see our new line 

at the "Popular Priced 
Shoe Show™ 

HOTEL NEW YORKER 

Room 1103 

May 22nd to 26th, 1949 


We'll be happy to greet you! 








Proposed Vendor’s Tax 
Held Unconstitutional 


OMAHA, NEB.—The city of Omaha 
has been notified that the United States 
Supreme Court will not hear an appeal 
by Omaha officials on the legality of 
an occupation tax on itinerant vendors 
engaged in interstate commerce who 
come to town to solicit orders for mer- 
chandise. The State Supreme Court 
several months ago declared unconsti- 
tutional the Omaha law in the case of 
the city versus Frank Bros. Footwear, 
Inc., New York. 
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The ordinance required itinerant 
vendors who did not maintain a regu- 
lar place of business in the city to pay 
a $15 municipal occupation tax; to ob- 
tain a license after a public hearing, 
and a health certificate; and to post a 
$5,000 bond. 


Opens Fourth Store 


PITTSBURGH, PA.—Michael Shoes, of 
this city, announces the recent opening 
of a new store in the Homewood sec- 
tion of this city. The company now 
operates four retail shoe stores, all in 
the Pittsburgh area. 





Poster Designed for 
Father’s Day Use 





FATHER’S DAY 


JUNE 19 











New York.—Official poster for the 
coming Father's Day—June 19, 1949. It 
stresses the father-child keynote of the 
coming campaign, "Today's Children 
Are Tomorrow's America — Honor 
Father, Builder of Our Nation's Future." 
E. F. Ward, well known poster illustra- 
tor painted this charming family group 
in four colors. 





Matching Coats and Shoes 
Noted in Florida 


MIAMI, FLA.—At the race tracks and 
other spots where men have congregated 
during the past season in the greater 
Miami area, the trend in dress would 
appear to be changing. No longer is it 
unusual to see a man wearing a royal 
blue jacket and trousers of bright rust. 
Such striking combinations are common. 
A conservative estimate made recently 
at one of the race tracks was that more 
than two-thirds of the men were wearing 
the popular Cubaverra jacket with con- 
trasting slacks. Popular colors for the 
jacket were bright green, yellow, gold 
and russet. 

One of the newer notes is found in 
shoes matching the jacket. In cabana, 
ensembles call for suede or leather san- 
dals in jewel tones. 


Deceptive Advertising Is 
Banned in Nebraska 


LINCOLN, NEB.—Retailers in Nebras- 
ka now are subject to a “deceptive and 
misleading” advertising law which 
makes it unlawful to advertise an item 
at less than cost or replacement cost 
if the advertiser has failed to indicate 
the quantity of the item or that it is 
being discontinued, as a result of pas- 
sage by the State legislature of LB-395 
introduced by Senators Charles F. 
Tvrdik and Cliff N. Ogden of Omaha. 
Advertising includes window cards, cir- 
culars, ete., as well as newspapers. 
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SWAN 







+4316 — Kid opera, 

fully leather lined. 
Leather soles, rubber 
heels. Brown, wine® 
ue in stock. Retails 
ut $6.95. 


32314—Kid, mocca 
type vamp, s Apion vw 
leather soles. Brown, 
wine, blue in stock. 
Retails about $4.95. 


Here—as advertised in Vogue—are 
your two best sellers for Father's 
Day promotion; those well - made, 
perfect-fitting, long-wearing slippers 
that mean satisfied customers for 
your store. Order today. 


SWAN SHOE CO. 


Curtain and Aiken Streets 
Baltimore 18, Md. 


retail 


POOF THE HEAVIEST ADVERTISED 
‘we = MOCCASIN IN AMERICA 


WRITE FOR NAME OF NEAREST DISTRIBUTOR 
Huskies Division 


Hussco Shoe Company, Honesdale, Pa. 


2 
a, 
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A Year-Round Seller for Every Feller | fo.°sevc% 
THEY'RE ALWAYS IN STOCK AT Uses! 
SEBAGO-MOC " 









You can’t go wrong with these popular 
moccasins. They're always in style—al- a 
ways in demand—every day of every year. 

Look at them! Feel them! Note the real 
quality construction and styling. Compare 
the extra features with any other moccasin 


on the market. You'll want to stock up to- 
day to be sure of your profits tomorrow. 


Look at These Features 


STYLE 700 — $6.00 


® Unique — Patented 


© All Welt Construction SIZES: 

© No Innersole STYLE +700 

® Amazingly Flexible A 8) 13: 

® Extra Fine Leather Sole ry 6 13 

© Genuine Hand Sewn B,C & DG 
STYLE +902 

STYLE 902 a $4.85 A 815-13: 

© Welt Construction B 742-13, 

® Steel Shank Cé&D6-13 

® Neolite Sole Size 13 —75c ex- 





NEW YORK OFFICE i} ALE tra. Service charge 
MARBRIDGE BLDG. ; r e/ wy on orders for 3 
LOS ANGELES OFFICE y . i pairs or less—25c. 


505 HAAS BLDG. WESTBROOK. MAINE 











Giveaway Radio Show Sells Shoes It’s an audience participation show, like its big brothers, 
ALL ie 1 rd cee pane the network quiz giveaway shows. Men and women are 

L. of the Hooperratings for the past months have shown chosen from the studio audience, asked questions, and 
an increasing popularity for a new kind of radio program yt through antics and gags such as smearing each other 
that has been both alternately praised and condemned-~- 
the giveaway. One thing is sure: the giveaway program 
sells. What, if anything, can the shoe retailer do with his 
own limited advertising funds to ride the popularity wave 
of this new advertising sensation? 


with molasses. Commentator Jill Jackson keeps up a run- 
ning commentary of what the contestants are doing that 
doubles many of the listening audiences in stitches. 

Like the network giveaways. Whaddya Know has its 
jackpot. too. This serves to build up continuing interest 
Giveaway Show Does Selling Job from week to week. It’s called the Quickie prize. If none 
of the contestants is able to answer the “Quickie” ques- 


He can follow the lead of Maison Blanche Co.. New 
tion, the prize is held over until the following week, when 


Orleans, and put on a giveaway quiz show of his own. On a 
smaller scale. Maison Blanche’s show, Whaddya Know, 4" additional prize is added to it. If the “Quickie” ques- 
employs most of the tricks of the big and immensely popu- tion goes unanswered for several weeks, the contestant who 
lar shows such as Truth or Consequences and Stop The finally rattles off the right answer has a true jackpot of 
Music. Tying these tricks in with the intensely local appeal _ PTizes awaiting him. 

of local persons appearing on the show, Whaddya Know 

has demonstrated that the giveaway show can do a bang-up Ads Popularize Show 

job of selling shoes on the retail level. 

The format of Whaddya Know follows closely that of the 
national shows that are so high in the Hooperratings of 
listener popularity. It stars two local personalities. Jill 
Jackson, a feminine announcer who has a wide following Essential formula for a retail quiz and giveaway show 
among both men and women in the Crescent City, and Ed includes many prizes—even if they're small—plenty of 
Hoerner. Whaddya Know goes on at 7:30 P.M. each Satur- antics which the contestants must do if they fail to answer 
day night over station WWL, utilizing a popular listening a question rightly, and a jackpot to build up interest from 
hour for catching the entire family, and the city’s most week to week. A very important part of building a quiz 
powerful radio station, with 50,000 watts power on a clear show for retail selling of shoes is the master (or mistress) 
channel. of ceremonies’ personality. He must be a good showman. 

When 7:30 strikes, New Orleanians gathered around Put these essentials together. and you have a tremendously 
their radios hear the cry, “Well whaddya know!” That’s powerful too! for moving shoes. That's proved by ¥ haddya 
the signal for a half-hour’s fun. Know. 


Regular newspaper ads are used to pull in contestants 
to the studio audience, and to remind listeners that Whad- 
dya Know is coming on. 
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Colored Kid Promotion 
Has Repeat Performance 


New YorK.— As a follow up to the 
Madison pump promotion in twenty-one 
colors of glazed kid and suede kid, re- 
ported in BooT AND SHOE RECORDER, is- 
sue of March 15, James McCreery & Co. 
will take special orders on a casual kid 
shoe, a flat with closed toe and heel 
with a cutout in the vamp, available in 
18 colors of Maracain and glazed kid at 
$8.95. The promotion will introduce 
a new bark tanned goatskin, Casco, in 
eight aniline-dyed colors which can be 
polished or antiqued. As in the pump 
promotion, the shoes will be delivered in 
three weeks, the customer’s name in- 
scribed in the sock lining. 

Tallying the pump promotion, the 
results show that the customers, who 
were primarily young business girls, 
preferred glazed kid over suede four 
to one. Poppy Red and Begonia (a 
Summer claret) were the first and sec- 
ond colors. Most sales were multiple 
units, one customer purchasing four- 
teen pairs in solid colors and combina- 
tions of vamp and quarter. The pro- 
motion was planned over a four-month 
period, with full window tie-ins. 





Frank B. Zurick Dies 


DENVER, CoLO.—Frank B. Zurick, 
general manager and buyer of the 
Brown, Schlessman Shoe Company, 
which owns and operates shoe depart- 
ments in the Sweetbriar chain of wo- 
men’s apparel shops, died recently at 
the Mercy Hospital here following a 
brief illness. He was 54. 

He was born in Louisville, Colo., and 
has been a life-long resident of the 
state. Following World War I, in 
which he served, he entered the employ 
of the Fontius Shoe Company here, and 
became assistant general manager. At 
the outbreak of World War II, 25 years 
later, he left the Fontius company to 
become a member of the Office of Price 
Administration staff; and, three years 
ago, became general manager of Brown, 
Schlessman. 

Mr. Zurick is survived by his mother, 
Mrs. Mary Zurick, of Lafayette, Colo.; 
his widow, Mrs. Pearl H. Zurick: two 
daughters, Mrs. Grant M. Darby, Jr., 
and Mrs. F. Tupper Smith, Jr., both 
of Denver; four grandchildren, three 
sisters and a brother. 





Opens Second Store 


SALINAS, CALIF.—Oscar Daley, oper- 
ator of Daley’s Bootery at 230 Main 
Street, this city, has opened another 
store at 310 Broadway in King City, 60 
miles south, and has announced that he 
will remodel his Salinas outlet in the 
near future. 

Manager of the King City store is 
Richard Daley, part owner of the new 
concern, who has been associated with 
his father in Salinas. 
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Gethin : 
To:- 


e SHOE MANUFACTURERS — 


e SALES and STYLE MANAGERS — 


e SHOE BUYERS. 


Wedgie 


things. As the largest manufacturer of WEDGIES in 


shoes are high in your scheme of 


the world, an invitation is extended you to visit us at 


the 


POPULAR PRICE SHOE SHOW 
OF AMERICA 


e ROOM 1063 « 
HOTEL NEW YORKER 
NEW YORK CITY, N. Y. 


We will be glad to discuss any WEDGIE problems 
you may have as fo styling, fitting, etc. Of course, no 


strings are attached to this invitation. 


We feel that a clear understanding on the part of 
everyone connected with this type of shoe manufac- 


ture will be helpful to all of us, by bringing comfort 


and good looks ¢o the shoes you are interested in. 





~ 
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HERE'S WHY! 


Heavy chrome 
splash protector en- 
circles shoes and a. 
reduces secondary 
radiation to a neg- 
ligible amount. 








Permanently 
= mounted image 
screen prevents 
possibility of x-ray 
leak. 





1 mm _ aluminum 
x-ray filter beneath 


reacts" SAFETY IS ENGINEERED 
/ exwa-ryae- AND BUILT RIGHT INTO THE 
sac gew ADRIAN “SPECIAL” 


Its Safety is due to the special design of the 
“Ray-tite” unisteel tube container . . . permanently 
mounted screen . . . heavy chrome splash protectot 
at foot opening . . . Selektor control with button 
lock. These exclusive safety features mean “built- 
in safety” for clerk and customer. The Adrian 
“Special” safety construction is the result of thirty 


The New years’ experience in the manu- 

Adrian “Spe- facture of x-ray shoe fitting 

cial” is thor- . = 
equipment. ~ 

oughly tested e ———] 

at our factory, — 

using the Reports by physicists 

latest scientific prove Adrian's 


. ° . safety. 
ray detecting instruments. All machines must 


prove to be within the stray radiation recom- 
mendations of the American Standards Indus- 


Ind m. 8. ODRIAA & sons 
trial Code and absolutely safe before shipping. 7 
X-RAY COMPANY 


Orgenctors of X-Ray Shoe Gilling 
2507 S. HOWELL AVE. MILWAUKEE 7, WIS. 





142 Boot and Shoe Recorder 











Review of the Retail Trade 


[CONTINUED FROM PAGE 108] 


shoes to accompany suits, leading 
fashion trend of the season. Some 
stores accented suit shoe collections, 
stressing young lines with comfort. 
Pumps were high in demand. Un- 
lined suedes with punch trim, look- 
ing forward to the Summer season, 
moved well. One store showed these 
in navy blue or in burnt almond, both 
colors meeting with favor. 

High fashion shoes in reptiles con- 
tinue to be good. Navy blue is the 
leading color, played up in promo- 
tions and in color groups, tied in with 
navy suits and dresses. Merchants in 
this section were prepared for the 
navy trend and had ample stocks to 
meet the demand. 

Stores which feature medium price 
lines report that these are moving 
better than the higher priced lines, 
denoting that customers are budget- 
conscious. For this reason, some re- 
tailers feel that the season will not be 
so strong in the sale of bright, colored 
shoes for dress. Customers, it is felt. 
will buy more subdued shoes for this 
purpose and find color satisfaction 
in casual shoes at moderate prices. 

Casuals are already moving well. 
Crepe soles, which found immediate 
popularity, are steadily increasing in 
demand. Retailers expect these to be 
the high note in casuals throughout 
the Summer. Stores that have met 
the “casual” demand by putting in 
casual bars and departments find that 
this concentration is paying off well. 
Managers predict that this will be a 
“casual” Summer in this plavground 
area. 


St. Paul 


THE longer Easter selling season 
brought good results to shoe stores. 
One manager whose store features me- 
dium price merchandise reported rec- 
ord sales bringing them to an all-time 
high for the last week of selling. 
There was generally good activity 
in children’s shoes. There was inten- 
sive promotion of name brands by sev- 
eral stores of children’s, misses’ and 
boys’ shoes with advertisements show- 
ing from eight to 12 styles in prices 
that ranged from $3.95 to $6.95. While 
many dress styles were in demand. 
the larger sale turned to sturdy, all- 
around styles for general wear. 
Stores continue to promote heavily 
in advertisements. Most frequently 
seen are ads that tie in one color with 
costume and accessory items. The 


May 15, 1949 


constant pushing of the idea of match 
ing all accessories to blend with cos- 
tumes is having its results in shoe 
sales. Navy blue was the color given 
most heavy promotion, and suedes in 
this color were good in sales. 

There is some interest in brown 
and white spectator pumps with 
closed heel and toe. Brightly colored 
play shoes, which were popular last 
year, will again be strong in the com- 
ing Summer picture. 

Most noteworthy are the many 
styles that stores are presenting. De- 
tails in trim, varied heights of heels. 
variety in color, different types of 
soles and leathers, all are shown. de- 
noting that stocks are heavy and must 
be intensively promoted, a program 
which is being followed generally. 
The public is being made shoe-con- 
scious by striking window displays 
as well as newspaper copy. 

a 


BUSINESS PICTURE SPOTTY 
IN DETROIT 


BLUE was the big news in the style 
field for pre-Easter selling in Detroit. 
almost regardless of the price level or 
the type of store. Actual business re- 
ports were widely diversified, but 
agreement was practically unanimous 
among leading stores that blue was 
the leader. 

In the department store field, a 
leader was the platform at $14.95. 
with strong accent on the high plat- 
form types with Cuban heels. An- 
other important trend was renewed 
demand for open toe models. 

In the major store field, Fyfe’s re- 
ported sling pumps the style leaders. 
with dressy casuals closely following. 
while this general picture was con- 
firmed by such a leading specialty 
shop as Rackham’s, where oxfords 
and sling backs were the leaders. 

The business picture was spotty. 
with departments in major stores 
ranging from 5 to a high of 30 per 
cent over the corresponding pre-Easter 
week of last year. The late holiday 
date this year, despite an onset of 
cold weather, accounted for more em- 
phasis on style selling than was possi- 
ble in March, 1948. Shrewd merchan- 
dising, incidentally, was credited with 
the high pick-up of 30 per cent in one 
store. More typical was the report of 
a 15 per cent pick-up, over all de- 
partments, at Fyfe’s, while specialty 
shops in some instances reported a 
decrease of around 10 per cent. 








ERE LE REEL ELL 


NOW YOU CAN 


STOP 


COSTLY FADING 
— without hiding! 








GIVE 

YOUR WINDOWS 
THIS FAMOUS 
COMBINATION — 





“SUN PROTECTION 


plus VISIBILITY” 
— WITH 


TRANSPARENT SHADES 


Neter again need you take big losses 
on sun-damaged display merchan- 
dise...nor bother with awnings that 
can’t protect against reflected light, 
or canvas strips that hide your best 
advertising. Just install famous Infra- 
Chem Transparent Shades! This ex- 
clusive “miracle material” shuts out 
fading ultra-violet rays, yet keeps 
your windows attractively visible all 
day. Many other advantages, too! 
See why over 75,000 merchants now 
cut costs and boost sales the Infra- 
Chem way. Write for facts—TODAY! 
BROCHURE £ 


FREE cc 


YES— Rush me new brochure, generous Infra- 1 
Chem test samples, and estimate dota. All 
without charge. 


Wane 
STORE NAME 
ADDRESS 


RANSPARENT SHADE CO. 
501 N. Figueroa St., Dept. 165-£ 
Los Angeles 12, California 






SAMPLES 





PosiTion — 
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While one of these mosquitoes is just the 
ordinary summer nuisance, the other is the 
man-killing Anopheles . . . dreaded carrier of 
malaria. But only an expert would quickly know 
the difference! 


Matching leather soles also calls for expert 
ability to tell “which is which.’ At England 
Walton, trained craftsmen instantly spot 
ever-so-slight differences in fibre structures 

. and FIBRE-SORT soles accurately, for 
paired fiexibility and longer, more even wear. 


\ / Here’s extra value in shoes that means [ 
pleased purchasers, steady repeat sales, big- 
ger profits. Get this plus feature ... for your 
customers and yourself . . . with England 
Walton FIBRE-SORTED SOLES. 


“24813 9y2 UO st OIMbsOy sSaagdoup 24], 


ie 


If You Can Tell Jnstantlh, 


You're an Expert! 





Three greatly magnified cross-sections of sole leather. A and B 
are similar in fibre structure; C is noticeably different. England 
Walton experts will pair A and B, and find a matching fibre- 

structure for C. r 








England Watton 
FIBRE-SORTED SOLES 


Cut soles and sole leather . Pure oak bark tanned 
England Walton Division 


A. C. LAWRENCE LEATHER COMPANY 


Boston « Camden «+ Peabody + NewYork «+ St.lovis + Columbus + Milwaukee 
Los Angeles ° San Francisco ° Ashland, Ky. ° Newport, Tenn. + Hazelwood, N. C. 
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_ Shoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Good Buying Reported at Augusta Show 





Early Delivery Asked on Commitments Placed with Members of 
Southeastern Shoe Travelers—Exhibitors and Retailers 
Both Optimistic—Attendance at New Peak 


Avucusta, GA.—Brisk buying for 
early delivery and general optimism 
characterized the Southeastern Shoe 
Travelers Show held at the Sheraton 
Bon Air Hotel in Augusta, May 1, 2, 3 
and 4. Three hundred manufacturers of 
more than 350 lines exhibited advance 
Fall and current styles in shoes, bags, 
hosiery, and accessories. Shoe store 
equipment was also displayed. 

By the end of the second day 2,000 
buyers from eleven Southeastern states 
had registered and 500 more were then 
expected. Some of this peak registra- 
tion, which exceeded that of last No- 
vember by 500, was attributed to the 
fact that there was no national Shoe 
Fair in Chicago this Spring, but E. M. 
Cousins, executive secretary of the as- 
sociation, also pointed out that there has 
been consistently mounting interest in 
this semi-annual event since its inaugu- 
ration in 1942. Orders taken last Fall, 
he said, totaled between eight and ten 
million dollars. 


Demand for Black Continues 


In women’s dress shoes black was, 
of course, the big seller in both suede 
and calfskin. Browns—from the live 
russet and cognac shades to the deep 
Town and Promenade—were in demand. 
Green, cherry red, blues, gray and taupe 
were bought in that order. As to styles, 
the buyers seemed to be exercising a 
wider choice than a year ago. Operas, 
straps, elasticized types, high aprons, 
wedgies, open and closed toes all sold 
well. More medium heels were seen. 

Casuals continued to receive great 
attention. Wedgies, were shown in a 
range of rich colors and color combina- 
tions. 

Exhibitors of children’s shoes also 
seem satisfied with the amount of buy- 
ing and reported that retailers were 
less timid than six months ago. High 
styles, adapted from women’s shoes, 
were popular as were loafers in a wide 
color range. The cowboy influence car- 
ried over from boots to shoes stamped 
with tooled motifs. 

Buying of men’s shoes began con- 
servatively but considerable attention 
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was paid to leisure styles from loafers 
to heavy crepe soles. In suedes, blue, 
brown, gray were bought in that order. 

No formal meetings or speeches were 
scheduled for the four-day show but 
a special club room was set up in one of 
the hotel’s dining rooms where sand- 
wiches and short-orders could be ob- 
tained in a minimum of time. This club 
room was open from noon to midnight. 


The now traditional feature of the 
show was the smorgasbord luncheon 
served each day in the hotel’s Planta- 
tion and Crystal rooms where dealers 
and buyers were guests of the associa- 
tion. 


Next Show in November 


Exhibitors and buyers flocked to the 
show by train, bus, plane, and private 
ear. A chartered DC-4 from St. Louis, 
bearing officials and salesmen, was fol- 
lowed by a cargo plane carrying some 
of the 1,200 samples displayed in 
Augusta. 

Preceding the show’s opening a din- 
ner meeting of the board was held at 
the hotel with President L. A. “Bud” 
Gerland in the chair. The board voted 
to return to Augusta for the Spring 
showing, November 5-9. 

Officials of the Southeastern Shoe 
Travelers, Inc., in addition to Mr. Ger- 
land, are: M. K. Pentecost, vice-presi- 
dent; Harold Steele, secretary; Lester 
Seigel, treasurer; and E. M. Cousins, 
executive secretary. 

Members of the board are: George P. 
Bomar, past-president; Joe Dannis, T. 
M. Johnson, J. R. Morrisette, and Frank 
Stevens. 





New Shoe Salon Opened 


RICHMOND, VAa.—One of several de- 
partments in L’Pell’s Specialty Shop, 
which recently occupied its new three- 
story building at the corner of Second 
and Grace, is a shoe salon. J. S. Pass- 
man, formerly of Charlotte, who has 
been active in the shoe salon business 
for a number of years, will be in charge 
of the shoe salon, located on the first 
floor. 


Good Attendance at 
New York Openings 

New YorkK—Advance Fall showings 
by the Guild of Better Shoe Manufac- 
turers and the Shoe Manufacturers 
Board of Trade of New York, held dur- 
ing the first week of May, drew buyers 
from all parts of the country. Lines 
were displayed in factory sample rooms 
and in the Hotel McAlpin. A number 
of out-of-town manufacturers also 
showed their lines, some in their New 
York showrooms, some at the Hotel Mc- 
Alpin and a few elsewhere. While con- 
siderable activity was noted, there was 
more looking than actual buying. Al- 
though in a much more favorable posi- 
tion as regards inventories, retailers 
delayed placing orders. 

Styles receiving the largest accept- 
ance were pumps and straps, especially 
ankle straps; platform soles; a variety 
of heel heights, from under an inch to 
27/8 on a three-quarters of an inch 
platform. Retailers were cautious in 
buying promotion colors, although the 
color range was wider than usual, in- 
cluding several dark browns and lighter 
tones in that color family; dark greens 
and a brighter shade; two blues, navy 
and a greyed tone; several greys, in- 
cluding a very dark shade, the new 
brown taupe; red and a little wine and 
plum. 

Casual shoes, of which a good many 
lines were shown, included combinations 
of two or more colors; in some lines 
very subtly done in such combinations 
as dark shades of red, green, and grey 
with black. 

Wedge heels showed continuing 
strength with higher wedges, 17/8 and 
over, increasingly popular. Platform 
soles were still very important with 
three-quarters of an inch considered a 
good height in lines specializing in 
platforms. 

Fiats were important additions in 
the lines of a number of quality fac- 
tories, often with soft toes and soft or 
semi-soft backs. These were very light 
in weight and often, but by no means 
always, very young in styling. Welt 
shoes ranged from women’s tailored 
town pumps, straps and ties, to school 
and college girl rugged types with 
storm welting, sometimes notched and 
pinked. Rubber crepe soles continued 
strong. New style interest in closed 
shoes was achieved by using trimmings 
of satin, braiding and beading. 


, 
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Eighty Years in the Same Location 





Window trim installed in celebration of the 80th anniversary of Zang's, Johns- 
town, Pa. shoe store. Basic color scheme was ivory and green. The surrey was: 
black with pink wheels and white fringe. The white horse had black harness; the. 

lady was dressed in pink and the man in green. 


JOHNSTOWN, Pa.—In celebration of 
its 80th anniversary, not only as a go- 
ing concern but in the same location, 
Zang’s, one of Johnstown’s successful 
shoe stores, recently installed an his- 
torical window trim complete with a 
surrey with the fringe on top, shoes 
ranging from 100 years old to some- 
thing less than current styles, and shoe 
lace machine and button and eyelet ma- 
chines which were used in this store 
many years ago when those devices 
were an integral part of many retail 
shoe businesses. 


The store was opened in 1869 by 
Erhart Zang, a shoemaker who came to 
this city from Bavaria and who was ac- 
tive in its management until his death 
in 1900. His two sons, Louis and 
Adolph, then succeeded to the owner- 
ship. Since their death in 1931, the 
store has been operated by Adolph’s 
widow, Mrs. Marie Murphy Zang. 

Herman F. Niessner, who has been 
with the business for 32 years, assists 
in the management, and a valued em- 
ploye is William S. Connor, who has 
been with the company for 30 years. 





Merchant Buys Building; 
Plans Larger Store 


GLENN FALLS, N. Y.—Van The Shoe 
Man, Inc., which operates a family 
shoe store here and of which firm Jay 
Van Vranken is president, has bought 
the building owned by the New York 
Power and Light Corporation at 29 
Ridge Street, and, after extensive re- 
modeling, will move its business there 
some time next Fall. This move wil! 
give the store a badly needed increase 
in space and will enable the firm to 
put into effect plans for a considerable 
expansion in business and service, in- 
cluding among others, a foot comfort 
department, a modern men’s shoe de- 
partment and an adequate accessories 
department. 

Mr. Van Vranken began business 
here in 1908 when he purchased the 
A. H. Boyle shoe business, remaining 
at that location for nine years, then 
moving to 11% Ridge Street, his pres- 
ent location. The business, now incor- 
porated, also operates a branch store 
in Saratoga Springs. Members of the 
corporation, in addition to Jay Van 
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Vranken, are R. J. O’Rourke, Jack 
R. Van Vranken and Walter Van 
Vranken. 





Proposed Sales Tax 
Fought by Retailers 


Concorp, N. H.—The one per cent 
sales tax proposal in the Legislature is 
being bitterly opposed by retailers 
throughout New Hampshire, but direc- 
tors of the New Hampshire Manufac- 
turers’ Association have gone on rec- 
ord as favoring a “package deal” con- 
sisting of this levy and a one per cent 
net income tax. 

The merchants base their opposition 
on the contention that the proposed 
sales levy would seriously affect busi- 
ness in communities close to bordering 
states that do not have a sales tax. 

Gov. Sherman Adams has expressed 
the belief that it would be possible to 
win approval of a “low rate” sales tax 
if “food and medical supplies” were 
exempted. No such exemptions were 
recommended, however, when an in- 
terim commission reported on the sales 
tax proposal. 





Dates to Remember 


Shoe Show, West Coast Shoe Travelers 
Associates, Hotels Plaza, St. Francis 
and Sir Francis Drake, San Francisco. 

May 15, 16, 17, 18, 

Annual Cincinnati Shoe Show, Ohio Shoe 
Travelers Club, Hotels Gibson and 
Netherlands Plaza, Cincinnati, O. 

May 15, 16, 17, 

Fall Shoe Show, Shoe Travelers’ Asso- 
ciation of Chicago, Hotel Morrison, 
Chicago. May 15, 16, 17, 18, 

Fall Shoe Show, Midwestern National 
Shoe Travelers Association, Paxton 
Hotel, Omaha, Nebr. 

May 21, 22, 23, 24, 

Foot Health Week May 21-28, 

Shoe Show, Pacific Northwest Shoe Trav- 
elers, Portland and Bonson Hotels, 
Portland, Ore. Moy 21, 22, 23, 24, 

Popular Price Shoe Show, National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Associa- 
tion, Hotels New Yorker and McAlpin. 

May 23, 24, 25, 26, 

Fall Shoe Show, Indiana Shoe Travelers’ 
Association, Hotel Severin, Indianap- 
olis, Ind. June 5, 6, 7, 

Shoe Show, Boston Shoe Travelers Asso- 
ciation, Parker House, Boston. 

June 6, 7, 8, 9, 10, 

Baltimore Shoe Club Show, Lord Balti- 
more Hotel, Baltimore, Md. 

July 24, 25, 26, 27, 

Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, N. Y. 

July 24, 25, 

Spring Showing, Allied Shoe Products 
and Style Exhibit, Hotel Belmont 
Plaza, New York. Sept. 6, 7, 8, 

Opening of American Leathers for 
Spring, Tanners’ Council of America, 
Waldorf-Astoria Hotel, New York. 

Sept. 7, 8, 

National Shoe Fair, Chicago, Ill. 

October 31, November |, 2, 3, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel Pittsburgh, Pa. Nov. 5, 6, 7, 8, 9, 

Spring Shoe Show, Southeastern Shoe 
Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 5, 6, 7, 8,9, 

Michigan Annual Shoe Show, Michigan 
Shoe Retailers Association and Michi- 
gan Shoe Travelers Club. Hotel Stat- 
ler, Detroit, Mich. Nov. 6, 7, 8, 


1949 


1949 


1949 


1949 
1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 





Made Store Manager 


SACRAMENTO, CALIF.— Andrew A. 
Biela, formerly of San Francisco, has 
been named manager of Burt’s Shoe 
Store, 726 K Street, Sacramento. 

The promotion brought Biela from 
the Oakland store, where he was assis- 
tant manager. He joined the chain of 
203 Edison Brothers stores in Decem- 
ber, 1946, and was made an assistant 
manager a year later. 


_ 


Men’s Shoe Store Opened 


ELmma, N. Y.—Dave Lewis Shoe 
Market has been opened at 321 E. 
Water Street, here, specializing in 
shoes for men. 
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Enjoq GUARANTEED PROFITS 


Fastest Growing Handbag 
Merchandising Plan In The Country 


Weth ‘OUR OWN 
pabuih Googe, DEPARTMENT 


7 GUARANTEED PROFIT WITHOUT INVESTMENT 
Z NO LOSS FROM MARKDOWNS 
3S NO EXPRESS CHARGES 





T. operators of shoe stores in CITIES OF 5,000 
POPULATION OR MORE, Frederick George 
offers an unusual opportunity to become part 
of America’s fastest growing handbag business, 
WITHOUT 1 CENT OF INVESTMENT TO 
YOUR STORE. Frederick George, acknowl- 
edged leader in the $2.98 and $4.98 handbag 
field, styles, manufactures, finances and mer- 
chandises your complete operation. No longer 
is it necessary to tie up any of your own capital RETAIL 
in stock ... take losses on markdowns... spend $ 2 G S 
a nickel on buying trips . . . pay one penny in “i 

express charges ... and a 25% profit is guaran- $4, GS 
teed you on every handbag sold! 





If you’re a shoe salesman on the road Frederick George F 


To assure a successful Fall opening of your can use your contacts. With the Frederick George plan -, 
: ‘ j ou can supplement your income. Write or wire in 
own Frederick George department, mail this steam. willl 
coupon today! 


FREDERICK GEORGE 
14 East 33rd Street, New York 16, N. Y. 





STORE 
14 EAST 33rd ST., NEW YORK 16, N. Y. CITY 





Gentlemen: 
e 1 am interested in the Frederick George plan. 
Please rush full particulars. 
Lge, Te. = ATT. OF 
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Lots of 






with 
MEPY CO WEN 


Infant’s and Children’s Shoes 


* EXTRA PROFITS because the 
Happy Go Lucky In-Stock Service 
Plan allows you to reduce your in- 
ventory while increasing your selec- 
tion daleas and sizes — this means 
more sales because you can please 
more customers. 


Immediate shipment on all orders 

assures fast fill-ins to keep your stock 

complete at all times. 

Add to these advantages the high- 
led, y correct, nationally 

vertised line of Happy Go a 

dren’s Shoes an 


Infants’ and Chil 
you have a winning combination - 


more business and extra profits. 
Three of our many beautiful styles 
are shown below. i 


Nylon French Cord 
Bound. Sizes 2-12, in 






Ne.401p- Washable 
Elk Intermediate. 
Chubby last, uplife 
counter, moccasin 
vamp an 
tongue. Sizes 1-4. 





Write for illustrated catalog 
showing all styles, sizes, and prices. 
D WHITE JUNIOR SHOE 


E co. 
PARAGOULD ARKANSAS 
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| Shoe Men Co.-Chairmen 
Of UJA Drive 


NEw YorK—Elkan Myers, of D. 
Myers and Sons, Inc., Baltimore; Robert 
Schiff, president of the Shoe Corpora- 
tion of America, Columbus, O.; and 
John Goldenberg, of the Brooks Shoe 





ELKAN MYERS 


Manufacturing Co., Philadelphia, will 
serve as co-chairmen in the current 
drive of the National Shoe division of 
the United Jewish Appeal to mobilize 
the industry on behalf of the UJA’s 
1949 nationwide campaign for $250,- 
000,000 to support a program of refugee 
aid, overseas reconstruction and settle- 
ment in Israel, it has been announced 
by Henry Morgenthau Jr., general cam- 
paign chairman. 

Mr. Myers, who is vice-president and 
director of the Baltimore Association 
of Commerce,*and director of the Balti- 
more Better Business Bureau, is active 
in many philanthropic causes. His affil- 
iations with welfare groups include 
membership in the board of directors 
of the Baltimore Jewish Welfare Fund, 
of which he is former president and 
campaign chairman. He is vice-presi- 
dent and director of the Associated 
Jewish Charities of Baltimore, and a 
trustee of Sinai Hospital. In addition, 
Mr. Myers is a trustee of the Govern- 
mental Economy and Efficiency Com- 
mission; member of the executive com- 
mittee and a trustee of the Baltimore 
Red Cross, and a member of the board 
of directors of the Boy and Girl Scouts 
of America, among others. 

Mr. Goldenberg, of Philadelphia, sen- 
ior member of the Brooks Shoe Manu- 
facturing Co., is president of the Phil- 
adelphia Shoe Manufacturers Associa- 
tion and of the Affiliated Shoe Manu- 
facturers of the United States. He has 
led the drive within his industry in 
Philadelphia Red Cross and Community 
Chest campaigns. He is, in addition, 
head of the Board of Jewish Education 
in Philadelphia and director of the 
Allied Jewish Appeal in that city. 

Mr. Schiff, who is president of the 
Shoe Corporation of America and chair- 
man of the board of directors of A. S. 
| Beck, served in his home city of Colum- 








(KEE-WEE) 


a POLISH 








It’s Going 
Like a House Afire! 


1, KIWIis by far the top-quality shoe 
polish in America! 

2., The favorite of millions of serv- 
icemen who tell their friends! 

3. Eye-catching, high-frequency 
KIWI advertising in leading 
newspapers and magazines! 

4, For your customers-—§8 rich colors 
—plus transparent dressing! 


THE KIWI POLISH CO. PTY. LTD. 
836-844 South Swanson St., Philadelphia, Pa. 
ee 





bus as chairman of the United Jewish 
Fund drive from 1940 through 1945. 
He is now president of that organiza- 
tion. He also is a member of the board 
of directors of the Joint Distribution 
Committee. 


Store Has Stone And 
Redwood Front 


MIDDLETOWN, N. Y.—Shapack Sons 
Company recently opened its fifth 
women’s and children’s retail unit in 
Middletown. The mayor of the town 
officially cut the ribbon. The local radio 
station interviewed customers and pas- 
sersby and newspaper photographers 
took pictures. 

Under the name Allan Richards, the 
store presents a striking appearance 
with a sandstone and California red- 
wood front and deeply inset display 
windows. The interior is done in char- 
treuse and dusty rose. The walls are 
unusual in texture, the materia] con- 
sisting of a newly developed linoleum 
tile. 

Allan and Harry Shapack, owners, 
sons of the late Ixon H. Shapack, have 
been in the retail shoe business for 20 
years. Their other stores are in Plain- 
field, N. J.; Bloomfield, N. J.; Perth 
Amboy, N. J., and Bethlehem, Pa. The 
firm’s head office and warehouse is at 
123 Park Avenue, Plainfield, N. J. 
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More Buyers in 
Leather Market 


CHICAGO—Price pressure from shoe 
buyers is being reflected in the leather 
market, according to reports from tan- 
ning and distributing sources. Today, 
tanners are making good use of split- 
vision, watching the trend of rawstock 
on the one side and trying to satisfy the 
demands of shoe manufacturers on the 
other. 

The seasonal lull continues. How- 
ever, the fact that more buyers are 
sounding out the market is considered 
in some quarters to be a hopeful sign. 
They anticipate better business when 
cutting begins on the Fall run of shoes. 

There is little change in the sole 
leather situation—a certain amount of 
trading from day to day, but the volume 
is not large. Buyers are reluctant to 
make large commitments. Light bends 
bring a cent or two more than the 
heavies. It is reported that the lighter 
weights are not available in large quan- 
tities, tanners in some instances having 
sold out their inventories. In view of 
the current limited demand, they are 
producing accordingly. Forward buy- 
ing has generally been replaced by re- 
quests for prompt delivery. 

Demand for calf leather is slow. Quo- 
tations in this type of leather are firm, 
but as in the case of sole leather, there 
is an effort to reduce prices. If buying 
really gets under way, there will likely 
be a tremendous rush all at once, for 
the majority are still holding off, par- 
ticularly with respect to calf suede, 
which many admit they want, but won’t 
buy. The general opinion is that suede 
will be a very big item this Fall. The 
lower grades in women’s weights are 
fairly well cleaned up, but this is not 
true of the middle grades. 

Buyers are quite selective when it 
comes to side upper leathers. They are 
rather “choosey” about weight, color and 
grain. They are especially specific with 
respect to finish and quality. Large 
leather consumers are doing plenty of 
shopping before spending, with an eye 
to leather available to meet their needs 
in the low price categories. There is fair 
business in the very best selections when 
prices appeal. The heavy aniline types 
are wanted, with the extremes softer in 
price. If anything, quotations are not 
too firm, with the exception of kips 
which are stronger. 

Black suede continues the No. 1 item 
in kid leathers, with demand principally 
for the medium and lower grades. In- 
terest in the top selections is lacking at 
the moment. There seems to be a short- 
age of white glazed to the extent that 
some sources are unable to fill orders. 
The market on this item will be limited 
since it is too late in the season to 
supply demand. Some tanners have had 
to turn down orders for white glazed. 
Discouraged by insufficient interest 
earlier in the year, they underestimated 
the demand. 
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ORDER THESE PROVEN SELLERS 


IN STOCK FOR IMMEDIATE DELIVERY! 








Marie 


White suede, 
Tan calf trim. 


18/8 heel. 1640 






917 
White kid. 


17/8 heel. 1610 










Winton 


847 
White kid. 


17/8 heel. 1640 


Send for 
in-stock 
catalogue ! 





NASCS to Hold 
Annual Election 


New York.—Officers and directors 
to serve during the ensuing year will 
be elected at the annual luncheon meet- 
ing of members and directors of the 
National Association of Shoe Chain 
Stores, to be held here May 25, during 
the Popular Price Shoe Show of Ameri- 
ca, it has been announced by Edward 
Atkins, executive secretary of the as- 
sociation. The meeting will be held at 
the Hotel New Yorker. 


FOOT REST 


SHOES 

v 3 
CRIELexie! 

THE KRIPPENDORF-DITTMANN CO. . 






Audrey 






826 
White suede, 
Tan calf trim. 


18/8 heel. 1660 





ALL AAAA 
TO C TO 10 


CINCINNATI 2, OHIO 





Partners Open New Store 


DALLAS, TEX.—The Allan Frank 
Shoe Company opened here recently at 
1629 Pacific Street under the joint 
ownership of J. Frank Zaner and 
Albert Butler. 

The story carries only nationally-ad- 
vertised, top-quality ladies’ shoes, 
hosiery and handbags. 

Mr. Butler has been in the shoe busi- 
ness for 34 years and Mr. Zaner for 28 
years, 20 of them with a Dallas com- 
pany. 
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In Stock - 
Immediate delivery 
Sizes: 6 to 12 Style #B4676 
Price: $2.75 net F. O. B. Boston 


Write today for our new GOLDEN ANNIVERSARY CATALOG 


COU: 





BOS TON a 6, 


Patentea true moceasin 
eonstruction—made 
of brown retan,.. Way 
with leather lace 
and orthopedic 








COMM an 


COWMPANS. fac: 


Sass ace 














Sturdy, 
© Operates on A.C. only 
GENERAL DIE AND STAMPING CO., 262-L Mott St., 


And Now . . Iatroducing Movement with Lights! 
New Actien to Boon Youd 
te aed 


Model "712" 


oto Sho 


ELECTRIC onto 


MODEL “712" ROTO -SHO'S two- 
way, built-in electric outlet per- 
mits novel, self-contained lighting 
effects by means of sliding contacts 
. . . as well as operation of elec- 
trical devices while table revolves. 
Build-up Fixtures available too! 
Write TODAY for full information 
and complete new ROTO-PROD- 
UCTS catalog. 


New York 12 














SUSETTS 


| HANDY PRICE STICKERS for 
ACCESSORIES, SHOES and CARTONS 
121 to a perforated sheet; width 
to fit your typewriter 


\| Book of 1452 
markers will 


mark 726 pairs. 


BOOT & SHOE RECORDER-Merchants Service Dept. 
| 209 S. State St., Chicago, Ill. | 





12 sheets 
gummed and per- 
forated to a book. 

1452 
Price Markers 


$1.50 
2 books: $2.50 
5 books: $5.00 


} Sheck,M.0.,orC.0.D. 


STOCK NO. 


OUR PRICE 





SALE PRICE 








Actuoil size 











February Production Approximates January 








Kind of Footwear 


Production 
(thousand pairs) 


Percent of Change, 
February 1949 
Compared With 








February 1949) January 1949 February January | February 
(preliminary) (revised) 1948 | 1949 1948 
Shoes and shippers, Total... 37,070 36,921 40,290 —8.0 
Shoes, sandals, and playshoes.... 34,162 | 34,327 37 ,346 -—0.5 —8.6 
ee : 8.141 8,677 9,088 —6.2 ;} —10.4 
Youths’ and boys.... cae ween 1,077 | 1.181 1,223 -8.8 -11.9 
NEN Sook ie drssd 2 ss arm ag Os 17,134 | 16,485 18,371 3.9 6.7 
Misses’ . iP ipeesahae nies 2.389 2,517 2,727 —§.1 —12.4 
Children's... 2.222222] 2,240 2.312 | 21550 —3.1 | —12.2 
EE caccusecensens estes en 2,070 2,039 | 2,025 j 1.5 | 2.2 
ST 5s ins cc CaS a RES 1,111 | 1,116 | 1,362 —0.5 —18.4 
Slippers for housewear..........) 2,497 2,177 2,464 14.7 1.3 
Cc wecac tc coakedhiis ws Ket 226 236 298 —4.2 —24.2 
Other footwear . 185 181 2.2 1.6 














Minus sign (—) denotes decrease. 





WASHINGTON, D. C.—Footwear out- 
put in February, 37 million pairs, ap- 
proximated the January production but 
was 8 per cent less than the 40 million 
pairs produced in February, 1948. 

Shipments of shoes and slippers in 
February, totaling 37 million pairs, 
were valued at $138 million, an average 
value per pair shipped at $3.67. The 
average vaiue in January was $3.68 
and in February, 1948, it was $3.91. 

The output of women’s shoes, san- 
dals, and playshoes in February was 
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17 million pairs, 4 per cent more than 
the January production of 16 million 
pairs. This increase in output of 
women’s footwear is due, in part, to 
seasonal anticipation of Spring and 
early Summer demand. 

Slippers for housewear produced in 
February totaled 2497 thousand pairs, 
a 15 per cent increase in comparison 
with the January output of 2177 thou- 
sand pairs. The output of this type 
of footwear in February, 1948, was 
2464 thousand pairs. 


Comparative production figures for 


February and January, 1949, and 
February, 1948, and the percent of 


change for the two periods are shown 
in the accompanying summary. 





Becomes Sole Owner of 
Old Shoe Store 


GENESEO, ILu.—Lawrence L. Kay, 
who has been associated with the busi- 
ness for 28 years, has purchased from 
Mrs. Sue Berner her interest in the re- 
tail shoe business operated here as 
Berner-Kay & Company and _ has 
changed its name to Kay and Company. 
Mr. Kay has been a full partner for 
twelve years. 

The business, one of the oldest con- 
tinuous ones in this city, was founded 
80 years ago by the late Ferdinand 
Berner, who some time later formed 
a partnership with William Bubeck. 
After several changes in name and 
ownership, the firm became Struthers, 
Berner & Co. and it was the interest of 
the former, Reuben J. Struthers, which 
was bought by Mr. Kay. F. E. Berner, 
son of the founder, died in 1937 and 


his interest had been owned by his 
widow until Mr. Kay became sole 
owner. 
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Unusual Advertising Done 
By Boston Store 


Boston.—An excellent example of 
consistency in advertising is that cur- 
rently being used in Boston dailies by 


NATIONALLY 
ADVERTISED 


child Life 
4n, DHOES 


©Y TREAT... FOR GROW™ 









COMMENDED 


PARENTS 
MAGATINE 
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+he best place in town 


LOOK AT THESE ORTHOPEDIC FEATURES! Thoroughly 
Tested Special Orthopedic Lasts . . . Matched Left and Right 
Quarter Patterns Co-ordinated Size-for-Size, Width- 


to buy men’s shoes 


for-Width . . . One-piece Vamps and Tongues .. . 
a Long Inside Counters . . . Left and Right Tempered Spring 
Steel Shanks . . . Left and Right Wedged Thomas 








TAN MOCCASIN-TYPE 

BLUCHER 

Triple Saatched Seams 
snd Heels 


Red Gum Soles 


. oa 


Effective type of men's shoe promotion 
being used in Boston by Coes & Young. 








Coes & Young, well-known men’s shoe 
store on Boston’s famous School Street. 

Typography, layout and art work 
combine to reflect the quality of the 
shoes sold and the campaign is almost 
unique in that the same layout is to be 
repeated 44 times, the only change be- 
ing that, in each weekly insertion, a 
new shoe will be shown. 

Tied up with the advertising are the 
store’s windows which display the ad- 
vertisement of the week and feature 
the shoe which appears therein. 





210” Banquet Committee 
Headed by A. S. Burg 


Boston—A. S. Burg, president of 
the A. S. Burg Company of Boston, 
has been selected as chairman of the 
14th banquet and entertainment of The 
210 Associates, Inc., the national philan- 
thropic foundation of the shoe, leather 
and allied trades. 

In making this announcement, James 
J. Molloy, president of the “210” added 
that the following committee has been 
appointed to serve under Mr. Burg: 
Albert D. Aronson, American Girl Shoe 
Company; Joseph Bloom, A. Sandler 
Co.; Philip Brian, Crestbrand Leather 
Co.; William Burger, United Last Co.; 
Daniel J. Danahy, Danied J. Danahy 
Shoe Co.; Gene Frenzel, Berland Shoe 
Stores; William Gaffney, N. E. Shoe 
and Leather Association; Barney Kane, 
A. S. Burg Co.; Raymond O’Shea, 
Howes Leather Co.; Jack Raymond, 
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With Increased Comfort. 


~ ___ BIGGER PROFITS ARE 
3 YOURS WITH CHILD 
= LIFE SHOES—America's 

Great Orthopedic 
Line for Children. 


» Really ¢ 
Worth Selling 




















Terms 5% - 15 Days, Net - 30 Days. 


Write for Our NEW Catalog — 


. Orthopedic Construction Throughout for Better 
Fit, Better Posture, Proper Foot Function 








No. 856 





x White Elk Orthopedic Oxford 

a . . — : 5 
se Child Life Shoes 62 to 8 oe a $4.35 
-d 8% to 12 — A, B, C, D, E........ $4.85 


IN STOCK NOW 


Just Off The Press. 
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Chicago; Fred Phillips, Phillips-Pre- 
mier Corporation; Walter Reinstein, 
John E. Daniels Leather Co.; Frank 
Rosello, Frank Rosello Co.; George 
Weldon, Hickey and Weldon; Arthur 
Serling, Sterling Last Co. 

The dinner, which will be held at the 
Waldorf-Astoria, New York City, on 
Tuesday evening, May 24, will be at- 
tended by more than 2000 members of 
the shoe and leather industry. 


Store Bought by Chain 


TIFFIN, O.—Kibby’s Shoe Store, here, 
owned by Louis M. Kuebler, has been 





sold to Epko Shoes, Inc., which has 
headquarters in Toledo, where the firm 
has six retail outlets. Mr. Kuebler, 
who has been in the shoe business in 
Tiffin for 33 years, also recently dis- 
posed of stores in Fremont and Belle- 
vue. Max Miller will continue as man- 
ager at Kibby’s in Tiffin. 





Store Moves 


BATESVILLE, ARK.— Skinners’ Shoe 
Store has moved into the Earnheart 
Building on Main Street. The store 
formerly occupied a smaller building. 
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Genuine Goodyear Welt Campus Scooters 


M-2250 Women's White Elk, Red Saddle & Back Strap; 
M-2251 White with Brown Saddle; M-2252 White with 
Green Soddiz; M-2253 White with Black Saddle. 
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COLORFUL WINDOW CARDS 


e with colorful new cards 
¢ with bright new price tickets 
WINDOW CARDS 


in Grass Green 
with Dusty Rose 
As illustrated 
8” x 14” 
five other texts 
to choose from 












Pockets. 
AA, B and C 
widths 
Sizes: 4 to 9 
Immediate 
Delivery 


WRITE FOR 






| Leather an 
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our newest circulars showing great buys in 
footwear that you can sell fast, profitably! 


vs house every Live Retailer should know 


C. W Marks Shoe Company 
FOOTWEAR FOR EVERYBODY 
41S. Wells St., Chicago 6, Ill. 
Established 1870 





> 10 


net—30 days 





sa a 





designs 





$2.10 ea. 










$1 ea. 3 for $2.25 


Price Tickets 


In matching colors 
and other Spring 


30c dz. $3.00 gr. 


102 prices in-stock 


CARD HOLDERS 
Natural wood finish 


WRITE TODAY for Spring circular 
and Sample Tickets 
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MERCHANT’S SERVICE DEPT. 


209 S. STATE ST. 
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Summer Shoes Bought at Buffalo Show 


Crepe-Soled Teen-Age Shoes Sell in Suede and Smooth Leathers— 
Exhibitors Hear Reports of Good Retail Business 


BuFFALO, N. Y.— The Tri-State 
Travelers Association shoe show, held 
recently in the Hotel Statler, here, re- 
vealed that there are definite trends 
in this area in the type of footwear be- 
ing sought by retailers. The show was 
well attended, although buyers who 
have heavy inventories were still cau- 
tious, fearing that prices may drop in 
the near future. On the whole, how- 
ever, exhibitors expressed optimism 
over the business outlook for the next 
few months, based on the good retail 
business now being done in all stores. 

There was a marked demand for 
crepe-soled teen-age shoes. These were 
bought in smooth leathers and suedes, 
ir red, brown, black, blue, green, white 
and grey. Styles included welt oxfords, 
novelty welts and saddles, moccasins, 
ballerinas, low heel and wedge cements, 
sandals and casual styles, to retail from 
about $5.95 to $8.95. The first three 
types made up 30 per cent of the shoes 
ordered. 

Another style shown was the high- 
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top boot, resembling the men’s old- 
fashioned Wellington boot. These were 
seen in both teen-age girls’ and men’s 
styles, in plain white, black, blue and 
brown, with fur insets, side-laced boots, 
two-color effects, ete. It has already 
been demonstrated that these shoes 
have a wide campus appeal. 

Among the men’s shoes, both heavy 
soled types and the lighter styles sold 
well, double soles accounting for some 
40 per cent of all orders, lighter styles 
selling almost as well, with triple soles 
also in demand. Brown was the leading 
color, about 30 per cent of sales being 
dark brown, but all shades were good. 
Blacks remained in demand. Calf was 
the favorite leather. In patterns, about 
25 per cent of the orders were for either 
straight tips or moccasin fronts, while 
for strictly Summer wear, woven vamp 
loafers were reported by several ex- 
hibitors as being in demand. 

Women’s white footwear was bought 
in several patterns, the high-heeled 
wedge types being especially well liked. 


High colors remained favorites among 
retailers, these being featured in low 
eels, wedges, casuals and sports types. 
There is a definite trend to the black 
shoe for year-round high fashion styles 
in suede, kid and patent. 

Among children’s shoes, crepe soles 
and novelty styles proved good. 

Much of the merchandise shown at 
this show was for Summer wear. 


California Shoe Men Fight 
Restrictive Legislation 


Los ANGELES.—Sponsored by the 
West Coast Shoe Travelers’ Associates, 
an emergency meeting of Los Angeles 
retailers, manufacturers and traveling 
men was held recently to consider a 
measure introduced in the California 
legislature, which if enacted, would 
prevent anyone selling shoes from 
recommending any kind or type of shoe, 
and any comfort or corrective appliance 
unless under personal supervision or 
written authority of a chiropodist. 

The WCSTA offered its services to 
help oppose this proposed legislation, 
feeling that it will jeopardize the entire 
shoe industry. 

Walter J. Galvin, WCSTA president, 
appointed a committee to present the 
views of the industry to the California 
legislators. 
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Trade Problems Discussed 
At West Coast Forum 


Los ANGELES—The West Coast Shoe 
Travelers Associates recently sponsored 
a special dinner-meeting for retailers, 
manufacturers and traveling men de- 
voted to a discussion of many phases 
of the shoe business. William Gude of 
Gude’s Shoe Stores, acted as chairman 
of the forum, while Allan Shirek, 
buyer from the May Co., summarized. 
Special guest was Jesse Alexander, 
president of the Southwestern Shoe 
Travelers Association. 

There was a lively discussion of the 
edanger of competition from _ outlet 
stores, large chain stores, and direct 
selling. Jack Farrington, traveler, said 
that the outlet business is the most 
dangerous in the country, for if the 
shoes don’t fit and aren’t styled right 
and have to be gotten rid of in these 
outlet stores, they won’t sell at any 
price and will create ill feeling among 
customers. He claimed that the outlet 
store which tries to sell that type of 
merchandise will be out of business 
soon in any event. Seymour Fabrick 
of Vogue Shoes, countered by pointing 
out that over a hundred retail outlet 
stores are doing a thriving business in 
Los Angeles right now, and that they 
constitute a real menace to regular 
retail stores; and Jesse Alexander of- 
fered the opinion that “the largest per- 
centage of merchandise in the outlet 
stores is purchased from the retailers 
themselves and not from manufac- 
turers.” 

In discussing advertising, the success 
of door-to-door selling of shoes was in- 
troduced. Mel Kaufmann of Casuals, 
Inc., pointed out that this selling meth- 
od, and large chain operations, account 
for more than 50 per cent of all shoe 
sales; and called attention to the fact 
that, because of the increased laziness 
of people, it is not just the lower 
brackets but the middle and upper who 
are excellent prospects for this door-to- 
door selling. 

Phillip Raykoff of California Che- 
nille Slipper Co., suggested that the 
success of the direct selling method is 
due to its use of the principle of telling 
the customer fast and often. He sug- 
gested that a solution was to hit the 
consumer often in advertising and to 
capitalize on personalized service, ex- 
pert fitting and styling, and wide se- 
lection which cannot be offered by direct 
salesmen. 

On the question of whether the man- 
ufacturers are missing a bet by not 
advertising and publicizing lasts in 
women’s shoes, Mr. Kaufmann pointed 
out that women are more conscious of 
style and novelty and yet won’t buy the 
shoes if they don’t fit. Therefore, he 
said, as shoe manufacturers are com- 
peting with other industries for the 
consumer dollar, they should place their 
advertising on a more significant level 
and stress style and fashion rather than 
last. 
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MRS. DAY'S 


& 

Look WHAT IVE GOT/ 
Summer styles in IDEAL shoes 
answer every foot comfort need. 
Romping feet enjoy the barefoot-freedom, 
the flexibility and protective guidance 
these quality shoes supply. That's 
why mothers buy with confidence from 
the dealer who sells IDEAL. 

"The shoe of the baby 

delermines The foot 

of the adult.” 
BABY SHOE CO., INC. 
DANVERS, MASSACHUSETTS 





Art Weston, retailer from Oakland, 
told of the Oakland retailers’ solution 
of the problem of arranging uniform 
dates for the beginning of seasonal 
sales instead of each retailer trying to 
outguess the other and “jump the gun.” 
Monthly meetings of the retailers are 
held to arrange set dates, and these 
sales are announced by a double truck 
ad in the newspapers in which each 
store uses uniform space. Every shoe 
retailer “breaks” his sales at the same 
time and these retailers completely 
dominate the paper. 

Due to the success of this meeting, a 


series cf such forums will be held at 
regular intervals. 


Banquet Given Employes 


JACKSONVILLE, FLA..—Employes of 
Utsey & Lester, operators of three 
children’s shoe stores in the Jackson- 
ville area, were the guests of the firm 
at an annual banquet at the Peacock 
Club recently. T. W. Lester, one of the 
partners in the firm, was host. The 
sales and managerial staffs of the 
stores attended. 
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Khe may. .. this sensational 


new sports moccasin 


popularity trail. 


Sandabs are helping many retailers to get back 
business. Has instant 
appeal. Designed in rich glove leathers to fit like 
a glove. Wear any hour in town or country. 
Popular shades. The sensational aid to new busi- 


into the “high-volume” 


ness. 


ORDER THE HANDBAGS TO MATCH 
A product of the famous 


Merrison Glove Ea. 


MONROVIA, CALIFORNIA 





is blazing the 





Sees Increased Demand 
For Higher Priced Shoes 


New York — That he believes, con- 
trary to popular belief, that there has 
been an increased demand for better 
shoes, “and that this will continue as 
long as business continues good and 
shoe prices stand in a favorable rela- 
tion to consumer incomes”’ is the state- 
ment made in his second quarterly sur- 
vey by John H. Patterson, economist of 
the National Shoe Manufacturers’ As- 
sociation. The survey was made in the 
form of a report presented at a meet- 
ing of the association’s board of direc- 
tors at a meeting held here on May 3. 

“IT have heard from a number of 
manufacturers making shoes in various 
price lines,” Mr. Patterson reported, 
“that their high priced shoes are sell- 
ing relatively better than they did be- 
fore the war. This report, however, is 
offset and counter-balanced by two fac- 
tors. One is the growing popularity of 
the inexpensive casual shoe. To what 
extent this is a matter of price rather 
than of style and fashion it is impossi- 
ble to say. It should be noted, however, 
that the production of relatively low 
priced women’s sandals and playshoes 
increased 17 million pairs last year 
without decreasing the average factory 
value of shoes. Average factory value 
remained at $3.76 only because of price 
increases or shifts from the production 
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of low to high priced shoes. We know 
there have been price increases, and, 
hence, we infer that there must have 
been some increase in the purchases of 
higher priced shoes.” 

Mr. Patterson mentioned another fac- 
tor—“the persistent, gradual, widening 
spread between wholesale prices of in- 
dividual shoes and the average value of 
all shoes produced,” as obscuring ‘‘the 
current demand for better footwear.” 
Today, he pointed out, the Bureau of 
Labor Statistics index of wholesale 
shoe prices is 195 and the average fac- 
tory value of all shoes produced, as 
reported by the Bureau of the Census 
is at 148, whereas both were at 100 in 
1926. Furthermore, he pointed out, the 
BLS index of leather prices shows that 
this spread is “unrelated to raw mate- 
rial price changes.” 

“For the immediate future,” he con- 
cluded, “the outlook is favorable for 
recently we have been making fewer 
shoes than we need. To keep produc- 
tion ahead of requirements 240 million 
pairs will have to be produced from 
April through September, compared 
with 227 million pairs produced during 
the same period last year.” 


Boston Boot and Shoe Club 
Elects Officers 


Boston.—At the recent annual meet- 
ing of the Boston Boot and Shoe Club, 





‘MELODY SHOE 
‘CORPORATION 


| EMPIRE STATE BLDG., N. Y. C., 











FOOTWEAR 
A NEW 


ZA, HIGH PROFIT NOTE . 


Our shoes invite the keen- 
est comparison as to 
quality and craftsman- 
ship. 

IMPORTANT! 


We use only top grade 
Allied Kid Suede and Kid- 


skin. 


First Grade Leather Soles. 
$6.95 retailers 


YOU CAN BUY A CASE 
OR A THOUSAND CASES 


Menopectisste 


ROOM 3122-8 ° LO 4-2544 





Joseph S. Lanigan of the J. Greene- 
baum Tanning Co., was unanimously 
reelected as club president for the 1949- 
1950 season. Vice-presidents named 
are C. Harvey Moore, A. F. Gallum & 
Sons; Jack Sandler, of A. Sandler Co.; 
and Charles Slosberg, The Green Shoe 
Manufacturing Co. 

New members of the executive com- 
mittee are E. J. McCarthy, A. G. Wal- 
ton & Co.; Francis Shea, Barbour 
Welting Co.; Peter Solomon; Joseph M. 
Herman Shoe Co.; Manny Rubin, Dia- 
mond Shoe Corporation; Richard 
Feakes, Feakes Mercantile Agency: 
Archibald A. Rogers, Proctor-Ellison 
Co.; and Philip F. Brian, Crestbrand 
Leather Co. 

Eligible committee members reelect- 
ed are Walter E. Arnold, The John 
Foote Shoe Co.; A. W. Berkowitz, 
Bourque Shoe Co.; John E. Daniels, 
John E. Daniels Leather Co.; Francis 
C. Donovan, F. C. Donovan, Inc.; 
Griffin S. Fallon, W. J. Fallon Welting 
Co.; James T. Gormley, Day-Gormley 
Leather Co.; George E. Hamel, L. H. 
Hamel Leather Co.; J. W. Holmes, 
United Last Co.; Willard Howard, 
United Shoe Machinery Corporation; 
Daniel W. Keeler, Keeler Leather Co.: 
and Charles W. Sweeney, Kelley & 
Sweeny Leather Co. 
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Full-Page Advertisement 
Introduces Men’s Shoe 


NEW ORLEANS, La.—Godchaux’s, this 
city’s famous department store, recently 
ran a full-page advertisement to adver- 





Display designed by Godchaux's, New 
Orleans, to introduce men's shoe with 
new construction features. 


tise one shoe, a Walk-Over with the 
George E. Keith Company’s new Vel- 
Flex construction, and offered an un- 
conditional guarantee that another 
pair or the orginal purchase price 
would be forthcoming if the wearer 
were not satisfied after ten days of 
wear. 


Features of the shoe among others 
are a steel shank which does not inter- 
fere with flexing, specially treated soles 
and built-in foam rubber “shock absor- 
bers.” 





Urges Women to Buy 
Good-Fitting Shoes 


MONTREAL, CANADA — Despite the 
number of miles the average woman 
walks in a day—a stenographer six, 
and a woman shopping, eight and one- 
half—most women neglect the feet from 
which they expect such mileage, Eliza- 
beth Hammond, public relations officer 
of the Shoe Manufacturers’ Association 
of Canada, told a meeting of young 
women here. 

Studies have shown, she said, that 
eight women out of ten pay more atten- 
tion to the outside than to the inside of 
a pair of shoes wher selecting foot- 
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Safe Summer 
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7 Brown — Black — Red 
saddies. Goodyecor Welt 
Process, 8/8 heel. Leather 
quarter lining and _ insole. 
White nap soles. 5 widths .. . 

Sizes to 10. $5.95 retail. 


THERE'S A BIG FALL MARKET T00! 











White, Smoked, Brown Elk, Goodyear 
Welt Process. 8/8 heel. Matching 
rubber or neolite sole. Leather quarter 
lining and insole. 


Don’t overlook the many, many young ladies 
who buy saddle and moccasin shoes for 
summer wear. Grinnell Sport Welts are 
just right for camps, mountains, golf, 
picnics, hiking ... 


a real necessity 
in every outdoor vacation ward- 
robe. 


No danger of being stuck 
with a sale or carry-over 
stock. Grinnell saddles 
and moccasins fit right 
into your “back to school” 
merchandising, when va- 
cation buying stops. 


You can still order popular sizes and colors from Grinnell stock. 
Make these profitable vacation sales without risking your capital. 
Grinnell’s same day service on size replacements will make it the 


hardest working, fastest turning inventory you ever saw. 
today for catalogue and samples. 


Write 


Crtnneld SHOE COMPANY 


GRINNELL, 


IOWA 


MANUFACTURERS WOMEN’S AND GIRLS’ SPORT WELTS 








wear, and then wonder why their smart 
shoes began to bulge and crease and 
refuse to keep their shape. 

Mrs. Hammond pointed out that 
these shoes quickly became shapeless 
because they never really fitted in the 
beginning and suggested that before 
new shoes were bought, the feet and 
the last pair of shoes worn should be 
studied. 

Noting that the shoes worn by chil- 
dren and adolescents determine the 
kind of feet they will possess as adults, 
the speaker advised regular checking of 
children’s feet. 


Orthopedic Specialist 
Opens Store 


MIAMI, FLA.—Bert A. Crawford is 
now operating a men’s, women’s and 
children’s store under the name of 
“Crawford’s Rite-Way Shoes” at 62 
S. E. First Street, Miami. 

Mr. Crawford carries a line of men’s, 
women’s and children’s orthopedic 
shoes. His store is departmentalized 
ang is equipped with an X-ray fitter. 
He specializes in filling doctors’ pre- 
scriptions in addition to regular ortho- 
pedic work. 








NOW! build your baby shoe business 
with this 6 ft. sales center... 





The most sensational selling idea of the year... now in 
a new 6 ft. size to meet your demand. Seating space, 
stock space, display unit-all-in-one! Write for details. 


Dr. A. POSNER SHOES, INC. 


Executive Offices: 101 West 31st St., N. Y. 1, N. Y. © Sales Offices: Chicago Mer- 
chandise Mart, Room 1046 « Pacific Coast: Haas Bidg., Room 1002, Los Angeles 


able white, $3.00 


fabric, $3.00 


Also available in 6/8 outside leather 
heel, add Al to wedgie style nos. 
(Example 1220-Al). 


Leather Prices Topsy- Turvy “Down Under” 


Prominent California Retailer Finds — Higher Than Kid in 
Australia and Kid Higher Than Calf—Says Industry 
Needs Modernization 


OAKLAND, CALIF.—That there is a 
terrific scarcity of leather in Australia 
and that prices, at least from the 
American point of view, are topsy- 
turvy, is the opinion of Charles 
Kushins, well-known Oakland shoe re- 
tailer, who returned recently from a 
trip to that country as well as New 
Zealand, in both of which he took a 
postman’s holiday and visited shoe 
stores, shoe factories and one large 
tannery in Sydney. 

Take prices, for instance. “Sheep- 
skin,” says Mr. Kushins, “was selling 
at a higher price than kid, and kid was 
more expensive than calfskin. Owing 
to the scarcity of leather, a great deal 
of gabardine had been used until the 
price of wool increased to a point which 
actually made gabardine shoes almost 
as expensive as calf leather footwear. 

“One of the great problems being 
experienced in that area is the secur- 
ing of new lasts. There are only two 
last makers in Australia and it takes 
at least a year to fill an order for lasts, 
which results in the fact that many 
shoes are being made on lasts which 
were used thirty or more years ago and 
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are really antique. In my opinion, the 
Australian Government should see to 
it that until this problem of lasts 
catches up with the demand, dollars 
are made available for importing lasts, 
and this if for no other reason than 
that of foot health measure. About 75 
per cent of the women at present have 
bunions, and a ‘beautiful bunion’ is 
accepted as a matter of course. 

“All or practically all of the shoe- 
making machinery used in Australia 
is imported either from England or 
the United States, and again, so far as 
the United States resources are con- 
cerned, if there are no dollars avail- 
able, there is no machinery from the 
States. As a result, in many factories 
old-fashioned machines are still being 
used which make for greater costs, and 
what is even more wasteful, poor shoes. 

“Notwithstanding these and many 
other handicaps, there are many good 
shoes, as well as good-fitting shoes, 
being made. One thing very noticeable 
was a lack of attention to detail. Some- 
times there are thick double seams in- 
side a shoe, which should have been 
skived down to insure greater comfort. 


Style 1220—Dyeable white linen, 
$3.00 
Style 1221 —Satin in black or dye- 


Style 1224 —Gold or silver metallic 





PARTY FLATS 









Oak leather sole and heel lift. 
Style 20 —Dyeable white linen, $2.85 

Style 21 —Satin in black or dyeable white, $2.85 
Style 22 —Smooth Leather black or white, $3.00 
Style 24—Gold or silver metallic fabric, $3.00 
Style 25 —Genuine 24-karat gold kid or silver kid, 
$4.50 

Also with soft retan leather sole. 

Style 70 —Dyeable white linen, $1.85 

Style 71 —Satin in black or dyeable white, $1.85 
Style 74—Gold or silver metallic fabric, $2.35 
Style 75—Genuine 24-karat gold kid or silver kid, 
$3.45 


There is a service charge of 15c per pair on or- 
ders for less than 12 pairs of a style; 25c on 3 
pairs or less. Terms — Net 30 days. All styles 
available in 5/10, N; 3/10 M. ORDER NOW! 


PRIMA, Ine. 


705 Ann Street, Columbus 6, Ohio 


COMMENDED 
PARENTS 


MAGAZINE 





When one looks for ‘bugs,’ plenty can 
be found. When these are brought to 
the attention of the factory superin- 
tendents, invariably the same reason 
is given: ‘Trying to keep production 
up; can’t watch for details.’ 

“T like Australia very much and 
would not like to offend anyone. I am 
sure my many friends there will un- 
cerstand that the reason for my criti- 
cism is the hope that a bit of prodding 
may do some good. 

“On my first visit to Australia about 
ten years ago, there was a complete ab- 
sence of style or fashion in women’s 
shoes, and the small volume of women’s 
fashion shoes sold were almost all im- 
ported from the United States. Shoes 
were made and sold for utility, and as 
was the case many years ago in the 
States, the matter of how long they 
would wear and the service they would 
give was vastly more important than 
the style and appearance of the shoes. 
I found on this visit, however, that 
Australia has gone ‘all out’ for style, 
and women who should be wearing 
utility shoes are wearing extremely 
high heels and open shoes with ankle 
straps, and to make matters really 
bad, most of these shoes are made on 
one width—B, C, or even D. 

“There are many very beautiful 
women in Australia. We in America 
are not accustomed to seeing beautiful 
women with bunions. Unfortunately, 
there are too many very young women 
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in Australia and New Zealand with bad 
feet. These bunions are caused by 
short shoes and improperly fitted shoes. 
“Before the war, there were very few 
men selling women’s shoes. In the 
large department stores today, how- 
ever, there are a few shoe salesmen. 
They are callled ‘assistants.’ These 
men, never having sold shoes previ- 
ously, and having had no experience 
and without sufficient time being given 
for training, simply do not fit shoes 
too well, even when the proper sizes are 
actually available. In addition, one 
cannot fit a quadruple A foot with shoes 
made on one width, usually ‘B.’ 
“Another very bad feature is that 
Australian and English shoes are sized 
differently from American shoes, and 
again American shoes made in Aus- 
tralia under license are marked dif- 
ferently from Australian or English 
shoes. For example, an Australian or 
English size 3 is equivalent to an 
American size 5. Therefore, when you 
tell an Australian woman who has 
been wearing an Australian or English 
shoe, size 3, that her size in an Ameri- 
can shoe is 5, she turns blue and then 
goes into a first class coma, or some- 
thing. It would be my recommenda- 
tion that the sizes all be made uniform 
so as to eliminate this confusion for 
both the customer and the industry. 


“I predict a great future for the shoe 
industry both in Australia and New 
Zealand, because, as stated above, not- 
withstanding all the handicaps with 
which they are confronted, they are 
really doing a good job; and when more 
attention is given to lasts, better fit- 
ting and the education of the customer 
so they become fitting-conscious, the 
shoe business will be on a much higher 
plane and will be more profitable than 
is the case today. 

“Of course, another handicap that 
the shoe stores have been under is that 
they have been unable to modernize 
their shops, and many of them are very 
old-fashioned, at least from the view- 
point of an American shoe retailer. 
The stocks are run in a most peculiar 
manner, and how they can find and sell 
shoes under their stock set-ups is a 
mystery to me. However, it may be 
that they, too, would think the same 
thing of our methods if they visited an 
American shoe store.” 


One Evening per Week for 
Courting Back in 1854 


CHEYENNE, Wyo.—Richard L. Cha- 
ney, proprietor of the Cheyenne Shoe 
store, 202 West 17th St., recently gave 
employee morale a boost by posting the 
rules that were in force in a shoe store 
in 1854. Clerks at the Cheyenne store 
professed to feel much more satisfied 
with their lot,. after reading the fol- 
lowing rules: 

“Store opens at 6 a.m. Remains open 
until 9 p.m. the year around. Store 
must be swept, counters, base, shelves, 
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In the new French Shriner and Urner, Philadel- 
phia store, a smart men’s clientele is fitted with 
top grade shoes in an atmosphere of refined 
luxury. Naturally F.S.U. selected Chairmasters 
for all their seating. Chairmasters features 30 
styles all designed for beauty and constructed 
for durability. Each available in 36 shades. 


See The World Premier Showing of Chairmasters’ 
“KIDDY-FITTER” An Innovation In 
Children’s Department Furniture 
at the PPSSA Show, May 23-26, 
Hotel New Yorker, Mezzanine. 
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Style No. 3207 


Inf. 


4451 THIRD AVENUE - NEW YORK 57 


WRITE OR WIRE FOR CATALOG AND 
RRB 


PRICES OF OVER 30 STYLES OF CHAIRS 





cases dusted. Lamps trimmed, filled, 
chimneys cleaned. Quill pexs made. 
Doors and windows open. Pail of water 
and scuttle of coal must be brought in 
by each clerk before breakfast. 


“Store closed on Sabbath unless ab- 
solutely necessary and then open only 
for a few minutes. Any employee in 
the habit of smoking Spanish cigars, 
getting shaved at a barber shop, going 
to dances and other places of amuse- 
ment, will surely give his employer rea- 
son to suspect his integrity and hon- 
esty. Each employee must not pay less 
than $5 per year to the church and 


must attend Sunday school every Sun- 
day. 

“Men employees are given one eve- 
ning a week for courting purposes. Two 
if they go to prayer meeting regularly. 
After 14 hours in store, the leisure 
time must be spent in reading and 
good literature.” 





Shoe Store Moves 


EVANSTON, ILL.—Paul Stegeman has 
recently moved his shoe store from 1516 
Sherman Street to 605 Davis Street in 
this Chicago suburb. 
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FOR 


FATHER'S 
DAY 


Shoe Keepers 
IN STOCK 


TRAVEL TREE 


TRAVEL TREE 
Retails 
$2.50 to $2.75 . 









STYLE 572 
SIZES 2/12 


IMMEDIATE 
DELIVERY 


Warehouse facili- 
ties in key cities 
throughout the 
country, insure 
prompt delivery. 






Catalogue On Request 








Shoe Man Celebrates Anniversary 


Hartrorp, Conn.—Al Jess. shoe buyer and merchan- 
diser of all shoe lines at Wise. Smith & Co. Department 
Store. has recently celebrated his 45th wedding anniver- 
sary. He has also been with Wise. Smith & Co. for 28 
years. 

He has two sons, Gene and Milton: a daughter, Mrs. 
Dorothy Beck; and two grandchildren. Allan Beck and 
Carol Jess. Son Gene is associated with Outlet Millinery 
Co. in Hartford. and son Milton with Pickett’s Specialty 
Store in Chattanooga. Tennessee. 





Shoe Ads Selected as Best of Year 
[CONTINUED FROM PAGE 128] 


tor of Macy's (selection of ads for merchandising quali- 
ties); Dave Lockwood, art director and vice-president of 
Foote, Cone & Belding (selection of ads for layout): Paul 
Busse, copy chief of Sears Roebuck (selection of ads for 
copy); and Lou Smith, director of public relations for 
Columbia Pictures (selection of ads for public relations 
value). 

One of the important guides in the selection of these 
advertisements is emphasized in a statement by Mr. Smith. 
He says. “(Advertising) with an honest. sincere approach 
will give the consumer a feeling of pleasure in the pur- 
chase, pride in the possession. (such) advertising will 
always produce greater sales results and more lasting satis- 
faction and good will for the product than the blatant 
shock-and-push. kick-and-bruise technique which can only 
become obnoxious and harmful in the long pull.” 


To Retail Profitably from $3-00 +. $4.00 


CF S.Elom Shee Ce: 


DISTRIBUTORS IN KEY CITIES 
ONS SR ee ee smote Boston, Mass. 
Krohngold Shoe Co. .............--- Cleveland, Ohio 
alien Seee Go... .....2050-5000ck —— Calif. 
B. Rosenberg & Sons .............. New Orleans, Lo. 
Harper & Kirschten Shoe Co. ......... Chicago, III 
Ee NN ee i f 


ester, N. 
C. A. Bachman, 3737 Dupont Ave., Minneapolis, Minn. 
immediate delivery from above sources. Write to distributor nearest 


your city or direct to factory for catalog and prices. 


Manufacturing and Markets 
[ CONTINUED FROM PAGE 110] 


The buying that was taking place appeared to be centered 
around shoes retailing below $10. Attendance at the show 
had reached 1700 early in the second day. however. and 
manufacturers expected it to equal advance estimates. Smart 
styling in the volume price brackets appeared to be the 
number one want of most buyers. 

Prices of St. Louis Fall lines are. for the most part. about 
on the level of the current Spring lines. There is a greater 
emphasis on lower priced brackets than before. however. 
with volume production being channeled in this direction. 
Reductions. which have been nominal in instances where 
they have been made. will have little effect on retail prices. 
As noted, International has announced reductions averag- 
ing 20 cents a pair wholesale for its men’s and boys’ shoves. 
15 cents a pair on juvenile shoes and no change in the 
prices of women’s shoes. 

Brown Shoe Co. prices. also noted. however. revealed a 
50 cents a pair reduction at retail for the Robinhood divi- 
sion, with a greater emphasis on the lower priced bracket 
of various men’s and women’s lines. 
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Lou Weiss Honored by 
Beck Executives 


NEw YorK—Lou Weiss, senior super- 
visor of A. S. Beck Shoes, was given a 
testimonial dinner by the managers of 
his territory in the Jansen Suite at the 





LOU WEISS 


Waldorf-Astoria Hotel on May 2 in 
celebration of his thirtieth year with 
the firm. 

Mr. Weiss is one of the “old timers” 
of the A. S. Beck shoe chain. He worked 
from the bottom up, joining the firm 
when it had only five stores. He had no 
small part in helping the chain grow 
from those five stores to its present 
_125 stores throughout the country. Dur- 
ing his career, he has worked as audi- 
tor, manager, and has opened up many 
new stores from the deep South to the 
North. Today he has charge of 18 
stores in the Metropolitan New York 
area. Before becoming senior super- 
visor, he was a district supervisor for 
15 years. 

In appreciation, Mr. Weiss was given 
a genuine parchment scroll signed by 
the 50 guests present, including Saul 
Schiff, president of A. S. Beck; and 
Jack Domash, Melvin Reese, August 
Lehman and Charles Spector, vice-pres- 
idents. A set of golf clubs was also 
presented to Mr. Weiss. 


“Day and Night” Sign 
Advertises Shoe Store 


Fort WAYNE, IND.—The skyline of 
Fort Wayne, day and night, has a new 
sales-producing advertising medium in 
the new neon sign of the “M and N Shoe 
Store,” 115 West Wayne Street. 

The three-part sign at its peak is 
thirty feet above the sidewalk. The top 
part is a circle, eight and a half feet in 
diameter, containing “M and N” in 
tangerine letters on a dark green back- 
ground with a wide white tubing neon 
rim. Below this, “Shoe Store” appears 
in letters two and three-quarters feet 
high, in tangerine on a dark green back- 
ground. The third and lowest part is 
“Florsheim Shoes,” four feet high in 
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white on the dark green background. 
Arnold Huschberg is manager. 





Partner Buys Business 


GREENVILLE, TEX.—His partner’s in- 
terest in Joseph’s Shoe Store here, re- 
cently was bought by Joe Suddath, 
young businessman, who now is sole 
owner of the store. 

The store was opened in 1947 when 
Suddath formed a partnership with Joe 
Lasater. It has since grown greatly, be- 
coming one of the most modern shoe 
stores in the area, carrying a complete 





plete line 


line of shoes for men, women and chil- 
dren. 


Husband and Wife Take 


Over Store 


DeTRoIT—The Jean-Mack Bootery at 
11259 Mack Avenue, has been taken 
over by Aleck and Leah Goldberg as 
sole owners. This family-type, neigh- 
borhood shoe store has been operated 
for the last six years by the Goldbergs 
jointly with their son, Lawrence Silver- 
man, who has withdrawn from the part- 
nership. 
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NEED POPULAR PRICED 


TO RETAIL AT 


*2-53 and 


144 Duane Street 


GETTING PRICE RESISTANCE? | 


TO BALANCE YOUR LINE? 
FOR THE BIGGEST AND SMARTEST LINE OF 


JUVENILE SHOES 


GOODWEAR SHOE COMPANY, INC. 


New York 13, N. Y. 
Where Yor Get iro Most for the Least!” 
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Donald L. Lenehan, who has been 
assistant manager of the J. C. Penney 
Company store, Wichita, Kan., is now 
the new manager of Penney’s in Garden 
City, Kan. Russell D. Erickson, former 
manager of the Garden City store for 
20 years, has retired. 

~ * ~ 

Frank Caughran, formerly with Hill 
and Shipe Shoes, Waco, Texas, has been 
named shoe buyer and merchandise 
manager for Perkins Bros. Co. shoe de- 
partments in Texas and Oklahoma. 

~ x x 

Joseph Nelson has been appointed 
manager of the A. S. Beck shoe store 
in Binghamton, N. Y., succeeding Don- 
ald E. Ellis. Mr. Nelson, associated 
with the company for 11 years, has re- 
cently managed Beck stores in Utica 
and Syracuse. 

~ * ~ 

E. L. Walter, Walter’s Shoe Store, 
Wilkes-Barre, Pa., has been elected as- 
sistant treasurer of the Wilkes-Barre 
Wyoming Valley Merchants’ Associa- 
tion; and Leo Bergsman, Triangle Shoe 
Steres, has been elected a director of 
the association. 
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About Shoe People 





Epgene Perelman and Harold Demby 
who have been in the retail shoe busi- 
ness in Burbank, Calif., at 207 N. San 
Fernando Rd., have just moved to a 
larger location at 201 San Fernando 
Rd. in the same city. They have a 
salon type store. 


* * * 


Herman Sandler, who operated two 
shoe stores in Detroit and Royal Oak, 
Mich., for many years, has bought the 
shoe store of Olmsteads at 513 Whit- 
tier Blvd., Montebello, CaliZ., and has 
changed the name to Sandlers. 


* * * 


Lon Green, for 14 years manager of 
one of Karl’s shoe stores in Los An- 
geles, has just opened up his own shoe 
store at 2222% Brooklyn Ave., Los An- 
geles, under the name of Green’s 


Bootery. 
* ~*~ * 


Evelyn Larson who has been em- 
ployed by the Yellowstone Mercantile 
Company store of Sidney, Mont., for 
several years, is now the new manager 
of the H. & H. shoe department in the 
Modern Lady Shop. Jim Perry, former 


manager of the H. & H. is returning to 
Mississippi. 
* 

Harvey Nannen, children’s shoe buyer 
at Miller & Paine, Lincoln, Neb., has 
just completed a two weeks’ course on 
supervisory problems in the field of 
human relations which was conducted 
at the department store by Dr. Wilton 
Beaven of Union College, Lincoln. 

cad ~ * 

Albert Bellamy and T. V. Hudson 
have bought Fields Shoe Store at 130 
N. San Fernando Road, Burbank, Calif., 
and have changed the name to Fields 
Corporation. They also operate Bel- 
lamy Shoe Co., in Idaho Falls, Idaho; 
Hudson’s Inc., in Pocatello, Idaho; and 
Hudson Twin Falls Shoe Store in Twin 
Falls, Idaho. Mr. Bellamy has moved 
to Southern California and T. V. Hudson 
remains in Twin Falls. 

~ * oa 

An “Oscar” was recently presented 
to Sam Cackin, manager of the San 
Antonio, Texas, Chandler Shoe Store, 
by Irving Edison, of the Edison Broth- 
ers chain of shoe stores, for the largest 
increase in business in the chain. 
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Our 50th Year 





We have THE SHOES in-stock on which the most intensive selling will be . . . for the next three 
months! They’re ready for immediate delivery! 
Be sure to take advantage of this unique stock service in juvenile shoes! 


IN-STOCK 
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1949 
Directory of 


Shoe Manufacturers 
46th ANNUAL EDITION 


Flexible Leather Binding, Fits Vest Pocket (234 x 51%) 
Many More Changes Than Ever Before 


$2.00 POST 


PAID 
ORDER TODAY 





AMERICAN SHOEMAKING 


683 ATLANTIC AVENUE 


BING-COOPER, Inc. 


Manufacturers 
ALTOONA, PA. 
Showing the Unusual as Usual in 
WoMeEN’s — CHiLDREN’S 
CASUALS and SLIPPERS 
To Retail $1.95 to $3.95 
SATINS © NOVELTY FABRICS « LEATHER 


We cordially invite your inspection during the 
Popular Price Shoe Show 


Room 1544 — New Yorker Hotel— May 23-26 








Tel. Llberty 2-0190-0520 





BOSTON 11, MASS. 


A. S. BING 








G. O. LEVY 








Open Shelving Made Attractive 





Comfortable chairs and soft carpet go far toward 


department a pleasant place to buy. 


DENVER, CoLo.—Women’s high style 
dress and popular price casuals are fea- 
tured in the new Budget Shoe depart- 
ment of Neusteter’s Co. of Denver. The 
new department was opened formally 
earlier this year with Robert Scott as 
manager. Twe salesmen, Gideon Klein 
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making this budget shoe 


and Ransome Miller, complete the staff. 

Shoes are displayed in attractive 
open-stock shelves with smooth faces. 
Pastel colors enhance the appearance 
of the department with its comfortable 
chairs, soft carpeting and fluorescent 
lighting fixtures. The budget shoes 


range in price from $4.25 to $9.95. 

Mr. Scott, who has had several years’ 
experience as a salesman, predicts that 
the women of Denver will be buying 
throughout the Spring, open, sling 
pumps, ankle straps and platforms. 

Mr. Scott is already looking forward 
to another expansion which will take in 
part of the present budget dress salon. 





Salesman Made Partner in 
Retail Shoe Business 


JACKSONVILLE, ILL.—Hopper’s Shoe 
Store here, actively in business since 
1867 and the oldest shoe store in the 
city, has a new partner. The former 
partners, Thomas V. Hopper and Fred 
B. Hopper, have announced that Ray 
Schrempp, who has been a member of 
the store’s selling staff for two yzars, 
has been admitted to partnership and 
will take an active part in managing 
the business. Shoes for all the family 
are carried. 

Mr. Schrempp has had many years 
of experience in the shoe industry and 
has highly specialized knowledge which 
will be valuable to the firm of which 
he is now a member. At various times 
in the past he has been associated with 
the Brown Shoe Company and the Wohl 
Shoe Company, both of St. Leuis; and 
the Tweedie Footwear Corporation of 
Jefferson City, Mo. 
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With a strong Style-wise 
line in medium heels. Beau- 
tiful walking shoes with 
every arch feature plus ex- 
clusive Heel Gripper fea- 
tures. Every shoe  light- 
weight littleway sewed. 


Sc/esmen Now 
In The Territory 








Jay H. Roberts 


CLEVELAND, O.—Jay H. Roberts, 51, 
president-treasurer and general man- 
ager of the Stone Shoe Co., Cleveland, 
O., died recently of a heart attack in his 
home in Shaker Heights. 

A native of East Fultonham, O., he 
began his career in the shoe business 
in a Zanesville, O., store at the age of 
14. Later he worked for six years in 
Mansfield, O. 

Coming to Cleveland in 1921, he soon 
was made manager of the East End 
store of the Stone Shoe Co. In 1931, 
ten years later, he became vice-presi- 
dent and general manager. He pur- 
chased the company in 1937 and since 
that time had been its executive head. 
The firm has three stores in Cleveland. 





Gustave Heil 


MILWAUKEE, WIS.—Gustave Heil, 85, 
of 2641 North Hackett Avenue, Mil- 
waukee, for 18 years a salesman on 
the staff of the Huth and James Shce 
Company of Milwaukee, died here re- 
cently after a short illness. He is sur- 
vived by his widow, a son, and a daugh- 
ter. 
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ELVIRA 


WALKER —Srock 

No. 50— with spring 
heel. Sizes 1 to 6, narrow 
and wide, white, red, 
brown and smoked elk. 






Here's your TWO MONTHS to TWO YEARS line! 


HAND-LASTED 


MOCCASINS 


designed by Nature to 
encourage the normal 
growth of babies’ feet. 


Come and see Buntees at the 


POPULAR PRICE SHOE SHOW 
of AMERICA 


Hotel McAlpin—Room 556 
MAY 23 to 26 


R. J. POTVIN SHOE CO. 


Campello Station 
BROCKTON 26, MASSACHUSETTS 
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Obituaries 





Wylie L. Smith 
MEDFORD, MAss.—Wylie L. Smith, a 
valued member of the sales staff of 





WYLIE L. SMITH 


Dunham Brothers Company of Brattle- 
boro, Mass., and a resident of this city, 
died recently at the Chelsea, Mass., 
Naval Hospital after a long illness and 


stay. Sizes 1 106, nar- 
row and wide, white, red, 
patent No. 2,385,743 brown and smoked elk. 






following a major operation. He was 
53 years old. 

Mr. Smith, a veteran of the first 
World War, had represented Dunham 
Brothers in Northeastern Massachu- 
setts since 1931 and was an active 
member of the American Legion in ad- 
dition to several other civic organiza- 
tions. 

He is survived by his widow and two 
sons, Lloyd and George. 





Patrick J. Byrne 


RocHESTER, N. Y.—Patrick J. Byrne. 
79, who was in the shoe business for 
50 years here and made some of the 
first shoes worn by the Dionne quin- 
tuplets, died recently. 

Mr. Byrne was born in Edenderry. 
Ireland, and came to America 65 years 
ago. He went to work for his uncle, 
the late Patrick Byrne, in the old shoe 
firm of Byrne, Dugan and Hudson. 
Later he worked for many years for the 
Kuhnert Shoe Company, which made 
some of the quints’ shoes. 

He leaves four sons, Bernard, Albert, 
James and Edmund. 

[TURN TO PAGE 166, PLEASE] 
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You'll be interested in the 
world of excellent “kid: 
catching” good-will creat- 
ing items available to you 
at small cost . . . and 
you'll soon see why... 


Since 1901, we've been 
headquarters for Good- 
Will 
Novelties, Birthday 
Gift Specialties, premi- 
ums and Give-Aways 


Room 973, New Yorker Hotel, New York 
“Popular Priced Shoe Show", May 23 to 26 


CACTLEL INDUSTRIES. Inc. 


39 West 19th St.. N.Y. II 








Creating Toys. 





THE NATION'S LEADING 
BAREFOOT SANDAL 
IMMEDIATE DELIVERY 


HEAVY PLUMP ELK UPPERS—BOX TOE 
DURABLE, LONG WEARING NO-MARK SOLES 





RED—BROWN—WHITE 
SIZES: 5-8; 8!/p-12; 129-3 
18 PAIRS MINIMUM 
IN ANY COLOR OR SIZE RUN 
WE RESERVE THE RIGHT TO LIMIT QUANTITY 
TERMS: NET 10 DAYS F.0.8. MILWAUKEE, WIS. 











One Store for College; One for Townsfolk 


Western Store, Opened Near Campus, Attracts Downtown Shoppers 
and Result Is Branch Store in Main Shopping Center 


BOULDER, CoLo.—So successful has 
been Henry C. Guthrie’s neat, trim 
little shoe store, known as The Shoe 
Box, located one block away from the 
campus of the University of Colorado 
at 1311 College Avenue here, that in 
April of this year he opened a second 
store at 1332 Pear] Street, in the heart 
of the city’s shopping center. The first 
store was designed to catch the college 
center. 

The second was opened better to serve 
the downtown shoppers who had been 
finding their way to his off-the-campus 
store over a more than twelve-month 
period. 

“This whole thing grew from a 
dream,” says Mr. Guthrie. “Back in 
1931-32, when I was struggling to earn 
my way at the State University, I 
dreamed of owning a business on Uni- 
versity Hill. I went back to the Mid- 
west and worked in various shoe stores 
until I got some pretty good positions.” 

The position from which he finally 
resigned to open his own store was 
that of executive assistant to the gen- 
eral manager of the H. P. Woolf Shoe 
Corporation in Kansas City. Mo. 
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The space Mr. Guthrie found was 
small—only 12 feet by 40 feet. (Hence 
the name “Shoe Box”). It was obvi- 
cus that the conventional type of shoe- 
store furniture would not fit, so Mr. 
Guthrie had constructed a seat eighteen 
feet long, which has ample room to 
seat thirteen people comfortably. This 
is in good wood, blonde finish, with 
brown leather upholstering and is 
placed in about the center of the store, 
parallel with the walls. At the front 
of the store, backing the display win- 
dow, is another settee—for four per- 
sons, in the same finish as the long seat 
in the center. One conventional chai 
completes the seating facilities. 

There is a powder blue wall-to-wall 
carpet; and one diamond-shaped orna- 
mental display stand, is the focal point 
of interest inside the shop. A _ two- 
sided, right-angle display for small 
items such as polishes, shoe laces, etc., 
two mirrors and the conventional foot 
rests complete the furnishings. 

The “Shoe Box” has proved an ex- 
cellent name for advertising purposes— 
and it was consistent advertising with 
repetition of the name superimposed on 


a familiar shoe box, that acquainted 
townspeople with the store and led 
eventually to the opening of the second 
store. I 


Mr. Guthrie finds students fine to 
ceal with. They know exactly what 
they want, lose no time in making 


choices and in some instances are walk- 
ing out with their purchases in less 
than two minutes after entering. But 
in case they are undecided, or just want 
tc compare styles, there is no high pres- 
sure salesmanship forced upon them. 

“One thing I will never tolerate,” he 
declares, “is high pressure selling. | 
want my place to be one of friendly, 
easy relations and I would be most 
unhappy to feel that a single purchase 
was made under pressure.” 





Opens Family Shoe Store 


DETROIT—A new family shoe store 
under the name of Rody’s Shoes was 
opened recently by Nathan Steinbock at 
10024 Fenkell Avenue. 

The new store is around the corner 
and in the same shopping center as the 
former Westown Boot Shop, sole owner- 
ship of which Mr. Steinbock acquired 
last Summer by buying out his former 
partner, Lawrence Schreidell. 

The new store is larger and con- 
sidered to be in a better location. Th=2 
store name was formed by combining 
the names of his two children, Roy 
and Judy. 
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Lower prices are always our goal . . . They make two customers 
grow where only one grew before . . . 


Our business is at its highest capacity in LION'S history! 


“price without quality is a fool's dream’ 
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Whenever You Use 
White Leathers 
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-..if's Snow White 
in Smooth and Ek 
N. BREZNER & CO., INC. 
BOSTON 11, MASS. TANNERY: PENACOOK,N.H. 
Elk, Smooth, Alligator Grains ... Sides 
ond Kips ... in staple shades, and in 
hich colors. 








Emergency Footwear 
Program Suggestions 
[CONTINUED FROM PAGE 122 


appeals to tanners to change the quan- 
tities of leather of different types that 
they were making. Tanners in most in- 
stances were ready and willing to com- 
ply with these requests, and the services 
frequently availed themselves of the 
technical information and industry con- 
tacts which were afforded by the staff 
of the OPM. As the defense effort 
progressed, and as we came nearer to 
war, the military services became more 
and more independent and less willing 
to cooperate with either the OPM or the 
OPA. The same feeling of suspicion 
that had caused the NDAC to disregard 
the recommendation of the industry 
consultants to buy shoes in 1940 greeted 
suggestions for specification changes in 
military shoes. Unfortunately the per- 
sons who had to decide as to the pro- 
priety of the proposals did not have the 
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technical knowledge to base a decision 
on facts. 

In retrospect it is interesting to note 
that similar changes would be urged to- 
day were the military procurement to 
assume comparable proportions. For 
example, there is no valid reason why 
an Army service shoe should have a 
middle sole of the best grade of leather 
when it is covered up by a full-length 
sole of heavy rubber. Similarly, in- 
dustry people will never understand 
why the Navy’s low black shoes, in time 
of war, should all be made of calfskin. 
A Navy officer once explained to Gen- 
eral Byron that they needed a calf shoe 
because it had to be stored below decks 
for long periods. The General replied 
that he and his family had been tan- 
ners for four generations, but that this 
was the first time he had ever heard 
any reference to the superior storing 
qualities of calfskin. 

About the same time that the ser- 
vices became critical of the proffered 
cooperation of the industry people in 
OPM, they became disturbed by any 
measures taken by OPA to control 
prices which they paid for these prod- 
ucts. This is a subject which covers 
too much territory to be more than men- 
tioned here in passing. The problem is 
one which was never solved satisfac- 
torily. The only answer to it, as well 
as to the problem of cooperation with 
industry, which we have mentioned 
above, is centralized individual procure- 
ment by properly qualified personnel 
drawn from industry, preferably work- 
ing outside the services themselves. The 
difficulty with centering procurement 
inside the military authority is that 
even when properly qualified personnel 
are recruited, “experts” who serve as 
consultants, or who work for the ser- 
vices, do not operate at a sufficiently 
high level to be effective in influencing 
policy determinations. 

Unlike many military requirements, 
there is nothing esoteric about shoes. 
The same footwear that can be worn by 
a civilian can be worn by a member of 
the armed services. The ingenuity of 
shoe manufacturers in utilizing mate- 
rials to the best advantage is almost 
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For those who enjoy the 
finer things . . . a superbly 
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welcomed in June and 
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PLaza 7-2790 


In BOSTON: 31 MILK STREET 
LI 2-8461 








beyond belief. An excéllent example 
of this is the non-rationed shoes for 
civilians which were developed during 
the war. If you can’t make shoes out 
of the type of material which you would 
like to have, you make them out of the 
next best thing that you can get. In 
view of the inevitable scarcity and the 
necessity for choosing between compet- 
ing alternatives, it is important that all 
demands funnel through one channel 
and that the best technical brains be 
used in order to realize the full poten- 
tialities of substitution possibilities. 

It is not essential that the person who 
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heads the centralized individual pro- 
curement be in a position to decide 
what part of the total supply of mate- 
rials should go to each branch of the 
armed services and to the civilian econ- 
omy. The apportionment of supplies 
between the civilian population and the 
military establishment, as well as 
among the various branches of the 
armed services, is a top-level problem. 
How to meet the program set up, how- 
ever, is a technical problem which re- 
quires substitutions and specification 
changes all up and down the line. 


Single Agency Needed 


We recognize that it would not be 
practical to attempt to let a centralized 
individual procurement agency, domi- 
nated by industry people, run a produc- 
tion and price-control program for 
leather and shoes. Nevertheless, the 
experience of the last war strongly sug- 
gests that price, production controls. 
and procurement should be integrated 
within a single agency. While this will 
not resolve the inevitable conflicts, it 
should help somewhat in solving them. 

Internal conflicts in a single agency 
can be resolved much more readily than 
conflicts between agencies, which neces- 
sitate appeals to the executive office of 
the president. 


Pleads for Shoe Travelers 
At Social Security Hearing 


WASHINGTON, D. C.—In company 
with other salesmen’s organizations 
which belong to the Bureau of Sales- 
men’s National Associations, the Na- 
tional Shoe Travelers’ Association was 
represented at a hearing on Social Se- 
curity revision, held in Washingon 
April 8, before the Ways and Means 
committee of the House of Representa- 
tives. 

Keith Pickrell of Reading, Pa., presi- 
dent of the Middle Atlantic Shoe Trav- 
elers Association, spoke for his fellow- 
salesmen in the shoe industry. “There 
are a good many thousand shoe sales- 
men like myself,” Mr. Pickrell declared, 
“and about 3200 of them belong to our 
national association. We are banded 
together into 16 member-groups, which 
have headquarters throughout the 
country. You will find members resi- 
dent in practically every state. 

“In addition to seconding the need 
for clarifying the Old Age and Sur- 
vivors’ Insurance Act, I would like to 
emphasize the need for protecting those 
salesmen who have paid for their re- 
tirement benefits, via deductions, since 
1937, but who now, under existing law, 
may have the burden of proof that they 
are entitled to Social Security in the 
event the matter is questioned by their 
employers. 

“The salesman who finds himself in 
such a position is between the devil 
and the deep blue sea. While he has the 
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ROGERS BROS. SHOES, wwe. 


right, technically, to challenge his em- 
ployer’s statement that he is not sub- 
ject to Social Security deductions, for 
him to do so might well subject him 
to retaliation. 

“Selling shoes at wholesale is a 
career which takes many years to per- 
fect, and the question of retirement 
benefits is of particular interest to the 
well-seasoned salesman, who is also 
concerned, as you may well imagine, 
about benefits for his wife and de- 
pendents in the event he does not live 
until retirement age. Certainly adop- 
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BOW ANKLET 
R6881 Navy Blue-White Dots H.H. 
R6882 Kelley Green-White Dots H.H 
R6883 Red-White Dots H.H. 
R6884 Wheat-Brown Dots H.H. 
R6885 White-Multi-color Dots H.H 
Same style in sling pump 
R6875 Navy Blue-White Dots H.H. 
R6876 Navy Blue-White Dots C.H 
R6877 Kelley Green-White Dots H.H 
R6878 Kelley Green-White Dots C.H. 
R6879 Red-White Dots H.H. 
R6880 Red-White Dots €.. 
R6886 White-Multi-color Dots H.H 
R6887 White-Multi-color Dots C.H 








36 and 18 pair lots, Net 30 days 
F.0.8. Boston 


Bits Sone 


216 LINCOLN STREET 
BOSTON 11, MASS., 


tion of clarifying amendments which 
place these salesmen’s status beyond 
question will tend to stabilize employ- 
ment in the shoe industry. 


Correction 


In an article on Townsend’s Shoe 
Store of Rome, N. Y., which appeared 
in Boot AND SHOE RECORDER, issue of 
April 15, it was incorrectly stated that 
the company planned to open another 
store in Oneida, N. Y. The Oneida 
store has been operating since 1937. 
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DIPLOMAT 


In MEDIUM and 
NARROW WIDTHS 


This eye-catching 
DISPLAY CARD 
will increase your 
Sales and Profits. 
It is included in 
each shipment 


at no extra cost. 


sell HUBER slippers 


for FATHER’S DAY and EVERY DAY 


Made of fine kidskin uppers, full- 
grained outsoles, leather linings 
moulded counters and rubber 
heels. Their easy-flexing, USMC 
cement construction makes them 


easier to sell. 


IN STOCK, for immediate delivery, six styles, in 


all color combinations. e WRITE for CATALOG and PRICE LIST 


HUBER super co, we. - avistow, 11. 


“Makers of fine quality men’s slippers since 1932” 


On Display: NEW YORK POPULAP. PRICE SHOW 


May 23-26 - 


Obituaries 
[CONTINUED FROM PAGE 162] 


Edward L. Quiri 


AMSTERDAM, N. Y.—Edward L. Quiri, 
sales representative of the Little Falls 
Felt Shoe Company, for which he cov- 
ered the volume trade throughout the 
eastern half of the United States, died 
recently in Chattanooga, Tenn., while 
on a trip through his territory. He 
had been a valued employee and sales- 
man for this company over a period of 
twenty years. 
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Mr. Quiri, whose home was at 31 
Grant Avenue, was born here in 1888 
and received his education at Worces- 
ter, Academy, Worcester, Mass., and 
the Eastman Business College, Pough- 
keepsie, N. Y. He then joined his 
father, Edward A. Quiri, in a local 
wholesale shoe business under the firm 
name of E. A. Quiri & Son. The busi- 
ness was discontinued several years ago 
and Mr. Quiri had since then been a 
traveling salesman. He was a member 
of St. Ann’s Church, Amsterdam; also 
of Artisan Lodge 84; F. and A. M.; 
Amsterdam Lodge 101, B. P. O. E.; the 


Antlers Country Club, and the Camp i5 
Association. 

Surviving are his widow, Mrs. Edith 
Hamilton Quiri; a son, Robert H. Quiri, 
of Amsterdam; a daughter, Mrs. Fred- 
erick W. Burnham, of Newtonville, 
Mass., and three granddaughters. 





Arnold G. Heise 


SHERMAN OAKS, CALIF. — Arnold G. 
Heise, of Sherman Oaks, former travel- 
ing man and shoe buyer, recently died 





ARNOLD G. HEISE 


of a heart attack in St. John’s Hospital 
in Burbank, Calif. 

Prior to becoming district man for 
the O’Donnell Shoe Corporation of 
Humboldt, Tenn., Mr. Heise had been 
children’s shoe buyer for Robinson’s 
Department Store in Los Angeles for 
about eighteen years. 

He is survived by his widow, one 
daughter and a son. 





Emmit A. Byrne 


New YorRK.—Emmit A. Byrne, one of 
the best known shoe travelers in the 
South and a veteran of many years in 
the industry, died here recently follow- 
ing a long illness. Born and raised in 
this city, he had made his home at 47 
West 91st Street. 

For twenty years, during the earlier 
part of his business career, he had 
traveled the South with the French, 
Shribner & Urner line; then, about ten 
years ago, he was assigned to the same 
territory by the James A. Banister 
Company. More recently he had travel- 
ed for the Kleistone Rubber Company. 

Surviving is a brother, John A. 
Byrne, associated with the Indian Walk 
Footwear Company. 





Max Cooper 


Troy, N. Y.—Max Cooper, 51, opera- 
tor of Cooper’s Shoe Store, died sud- 
denly while visiting friends in Water- 
vliet. 

He was a 32nd degree Mason, member 
of Apollo Lodge, the Jewish Community 
Center and Temple Beth El. 
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NEWS OF THE 


_ Selestcne dtd. 


Sales Conference Held by Selby Shoe Co. 





Runway models display Selby Shoe Company lines during style show held at 
recent sales conference in Portsmouth, O. 


PORTSMOUTH, O.—One of the most 
successful sales conferences in its his- 
tory was held here recently by the Selby 
Shoe Company, lasting more than a 
week—from April 6 to 13. 

Business sessions included meetings 
of salesmen with the various line man- 
agers; a group meeting of all salesmen 
followed by a luncheon meeting at 
which the feature speaker was E. E. 
Krogh, merchandise manager of Mar- 
shall Field & Company; a second group 
meeting at which an open forum for 
all salesmen was the feature; and an 
elaborate style show at which all the 
lines—Arch Preserver, Tru-Poise, Styl- 
Eez, Easy Goer, Physical Culture and 


Ground Gripper-—were displayed by 
runway models and were commented 
on by Mrs. Hildegarde Fillmore, Style 
and Beauty editor of McCall’s Maga- 
zine. 

Salesmen were welcomed to the con- 


ference by Roger A. Selby; and sales 


accomplishments, the past and future, 
and labor relations were discussed, re- 
spectively, by W. F. Hooley, N. B. Grif- 
fin and E. Hoechst. There were, also, 
several social events concluding with a 
dinner at the Country Club on Monday, 
April 11. 

A new merchandising theme, entitled 
“Program Selling,” was presented. 





McCracken to Travel 
For Johansen 


St. Loutis—Wendell G. McCracken, 
well-known traveler and executive, has 
been named Southwest representative 
of Johansen Brothers Shoe Co., Ine. 

For the last three years, Mr. Mc- 
Cracken has been line manager of the 
Physical Culture Division of the Selby 
Shoe Co., prior to which, and for three 
years, he was West Coast representa- 
tive of the Tweedie Footwear Corpora- 
tion. He has had, also, wide retailing 
experience, having been for 16 years 
buyer and manager of the Weatherby- 
Kayser Shoe Co., of Los Angeles. He 
will make his home on the West Coast. 


May 15, 1949 


Cohen Selling Line of 
Jay Shoe Mfg. Co. 


CAMBRIDGE, MAss.— Maurice Wit. 
general manager of the Jay Shoe Man- 
ufacturing Co., 120 Potter St., this city, 
announces the addition to his sales staff 
of Phil M. Cohen, well known shoe 
traveler. : 

Mr. Cohen, who makes his headquar- 
ters in Dallas, Texas, will cover Texas, 
Louisiana, Mississippi, Oklahoma, Ar- 
kansas, New Mexico and Arizona. Mr. 
Cohen has sold shoes at wholesale in 
the South and Southwest for many 
years and has had wide experience, 
also, as a retailer. 


“tpuluers 


To Sell Tiffany Line 


In Midwest 


Norway, Me.—R. V. Nolan, general 
sales manager, has announced the ap- 
pointment of Tom R. O’Brien, formerly 
of Milius Shoe Co., and Jay Shoe Man- 
ufacturing Co., to the post of Midwest- 
ern sales representative of the Tiffany 
Footwear Division of the B. E. Cole 
Co., Norway. Mr. O’Brien was also at 
one time a member of the first board 
of directors of Dunn & McCarthy. 

Mr. O’Brien’s office is in the Paul 
Brown Building, 208 N. 9th Street, St. 
Louis. 


Sabayrac Now Selling 
For Field and Flint 


BROCKTON, Mass. — Field and Flint 
Company announces that Ernie Sabay- 
rac has joined its sales force, and will 





ERNIE SABAYRAC 


sell the Foot-Joy and Dr. M. W. Locke 
lines of men’s shoes in Ohio, Indiana, 
Illinois, Michigan and Wisconsin. 

Mr. Sabayrac, through recent connec- 
tions, has made many friends in the 
states he will travel and looks forward 
to making new acquaintances in the 
retail trade. 


Sample Room Moved 


New York—The M. K. Weil Shoe 
Company of St. Louis has moved its 
New York City sample room from the 
Marbridge Building to a first floor lo- 
cation at 147 Duane Street. The move 
was made May 1. 


167 








Rubber Company Executive Honored 


Boston — Hans J. Kroto, widely 
known shoe executive and nationally 
known figure in rubber footwear circles, 
was the honor guest recently at a 
luncheon held at the Copley Plaza Hotel 
here, where a large group of friends 
and associates of Mr. Kroto presented 
him a beautifully engrossed scroll as he 
observed his 10th anniversary as first 
vice-president of The Cambridge Rub- 
ber Company, Cambridge, Mass., and 
Taneytown, Md. 

John B. Atkinson, Cambridge city 
manager, presided at the luncheon at- 
tended by many leading figures in the 
shoe industry. A life-long friend of 
Mr. Kroto, Mr. Atkinson stated that 
Mr. Kroto’s career is proof that incen- 
tive and ability still find ample oppor- 
tunity in this country. 

Among the speakers who paid tribute 
to Mr. Kroto were J. Franklin McEl- 
wain, chairman of the board of J. 





Hans J. Kroto (right) being presented with scroll by John B. Atkinson 
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F. McElwain Company, Manchester, 
N. H.; Warren McPherson, president, 
The Cambridge Rubber Company; and 
C. Lawrence Muench, president of the 
Boston Chamber of Commerce and of 
the Hood Rubber Company, Water- 
town, Mass. 


Mr. Kroto, internationally known and 
respected throughout the shoe industry, 
was one of Germany’s leading indus- 
trial exectuives before he was forced to 
leave his country in 1931. 


The scroll carried the following tri- 
bute: 


“Your friends hereby extend to you, 
Hans J. Kroto, this token of our esteem 
in recognition of a decade of distin- 
guished service to a branch of Ameri- 
can industry. Your achievement is an 
inspiration to all who cherish the 
American ideals of free enterprise and 
personal incentive.” 





Changes Made by Burk Bros. 
In Sales Line-Up 


PHILADELPHIA, — Following closely 
upon the recent news that “Dixie” 
(B. C.) Carroll succeeds James Mac- 
Nally as sales manager for Burk Bros., 
this Philadelphia tannery now an- 
nounces a change of representation for 
the New England territory, and addi- 
tional men in the West. 

Hickey & Weldon Co., hereafter will 
sell the complete Burk line of kid, elk 
and newly-introduced calfskin, in New 
England, operating from 145 South 
Street, Boston. “Bill” Larkin, who was 
to have shifted from the Ohio area 
to the East, has been prevented from 
doing so by poor health. 

In Texas, John G. Mahler will cover 
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the boot and allied trades, making his 
headquarters in the Contruction Bldg., 
Dallas. 

On the Pacific Coast, Burk’s line will 
be represented by Charles A. Simpson, 
presently working out of San Marino, 
California. 


E-J Salesmen Meet 


ENpDIcoTT, N. Y.—-Fourteen members 
of the Endicott sales division of Endi- 
cott Johnson Corporation met here re- 
cently to inspect the Fall line and dis- 
cuss merchandise plans. P. Douglas 
Blain, divisional sales manager, was in 
charge. Similar meetings were planned 
to be held in Baltimore, Greensboro, 
N. C., Cleveland and Detroit. 


Tober-Saifer Introduces 
New Line of Casuals 


St. Louis — A new line of Orchid 
casuals is being introduced by the 
Tober-Saifer Shoe Manufacturing Com- 
pany of St. Louis. The newly-formed 
division of Orchids, under the direct 
supervision of Harold E. Tober, presi- 
dent of the firm, features a patented 
construction known as “Skylite.” De- 
veloped and tested during the war, as 
ene of the post-war plans of Tober- 
Saifer, the new Orchid shoes are made 
in a newly-equipped factory in New 
Athens, IIl. 

ln the new line, the original Grecian 
sandals and stripping types have given 
way to highly-styled casual types in 
two wedge hezl heights, 14/8 and 18/8. 
Outstanding characteristics are a full 
leather socklining and all kid quarter 
linings. The new Orchids will be avail- 
able in every color, priced to retail at 
$7.95 and $8.95. 

An extensive national and local ad- 
vertising campaign is under way, under 
the direction of Eugene Rison, sales 
promotion manager of the Tober-Saifer 
Company, and is being handled by the 
M. L. Winkler Company of St. Louis. 

Representatives of the Orchid line 
are Sam B. Wolff, Jr., Northeastern 
district; Frank Gold, Southeastern dis- 
trict; and O. W. Gold in the Middle 
West. A representative for the West 
Coast has not yet been appointed. 





New Salesmen Named by 
Lucky Stride Shoes 


MAYSVILLE, Ky.—Frank M. Bohr, 
formerly sales manager for the Metro- 
craft division of the International 
Shoe Company, has become eastern 
director of sales for Lucky Stride 
Shoes, Inc., it was announced here re- 
cently. Mr. Bohr will have charge of 
all Lucky Stride sales in the states of 
New York, New Jersey, and New 
England. J. M. Plaut continues in his 
capacity as sales manager. 

Joseph Grasso, covering the states of 
Illinois and Wisconsin, including great- 
er Chicago, is another addition to the 
sales staff. J. D. Mittelbach will con- 
tinue to handle sales in the Mississippi 
Valley and Mountain States area; 
Harold Reed in the South Atlantic 
states; and Carl O. Johnson on the 
Pacific coast. 


New Salesman Named by 
Kimel Shoe Co. 


Los ANGELES—Harry Moss, sales 
manager of the Kimel Shoe Co. has 
appointed Otto Adams to represent the 
firm in the St. Louis-East territory. 
Mr. Adams will make his headquarters 
in Chicago. 

Before going on the road for Kimel, 
he had been buyer of better shoes for 
17 years for Carson, Pirie Scott and 
Company. 
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50-Year Employe Honored 
By Hood Rubber Co. 





Watertown, Mass.—Henry Hoell, 64, 
left, who has been associated with Hood 
Rubber Company of Watertown for 
50 years, was recently presented a 
watch by C. Lawrence Muench, presi- 
dent, to commemorate his long service. 
Mr. Hoell, foreman of the laboratory 
mill room, joined the company only 
three years after it was founded. 





Sales Staff Changes Made 
By Brauer Bros. 


St. Louis—Two changes in their 
sales staff have been announced by 
Brauer Bros. Shoe Company, here. Jack 
Percy has had Califronia, Arizona and 
Nevada added to his original territory, 
the Mountain states; and Charles H. 
Beall, a newcomer to the staff, will sell 
Paradise shoes in New York City, New 
England and the eastern seaboard 
cities. 

Mr. Percy has been selling Paradise 
shoes since November 1, 1948, prior to 
which he had made an excellent record 
as merchandiser of all shoes for Peter- 
sen Harned-Von Maur, Inc., of Daven- 
port, Iowa. His added territory is that 
formerly covered by Fred Banister, 
who has resigned. 

Mr. Beall, too, is a graduate of large 
retail institutions and has had consid- 
erable experience as a shoe traveler, 
having represented Joyce, Inc., and 
Oomphies, Inc., for twelve years. Prior 
to that he had been, at various times, 
women’s shoe buyer for Best & Com- 
pany, New York City, the R. H. White 
Co., of Boston, and the 21 departments 
of the Bedell Company, New York. 





New Firm to Distribute 
Gold Seal Line 


PHILADELPHIA—Two brothers, Albert 
E. and Hugh B. Joseph, and Stanley 
L. Joseph, son of the former, have or- 
ganized the Joseph Rubber Company 
with showroom and warehouse at 30 
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HURRY TO 


SURREY, 


Yes! Surrey Sandals make friends of 
customers wherever they're featured. 
Top values you can merchandise 
successfully because they come to 
you in a fitting variety of colors 
and sizes in all price ranges. 


Hurry for the 
$2.50 Retailer 


The Sporty 


Supple elk leather uppers on longer 


32860 Brown 
wearing rubber soles. Full and half 2861 Red 


sizes 5 to 3. Price 





HURRY YOUR 
ORDER 


But you needn't order too 
many. Surrey has 
_ prepared sufficient 
in stock to supply your 
reorders promptly. 











$1.45 3362 White 


Sturdy elk leather uppers—neotly stitched #850 Brown 
on durable nine iron rubber soles. Full 
and half sizes 5 to 2. Price $1.30 


FOR SMART, 
POPULAR, 
FAST SELLING 


SANDALS 












Hurry for the 
$3.00 Retailer 


The Dandy 


Fine quality fully-lined elk uppers with pano- 


lene sole and leather insole. Full and half 
sizes 5 to 3. Price $1.85 
#870 Brown 
387! Red 


#872 White 









Hurry for the 
$2 Retailer 


The Budget 


#851 Red 
2052 White 





SURREY FOOTWEAR, inc. 


143 DUANE STREET — ° 





NEW YORK 13, N.Y. 





North Fifth Street, this city; and, ef- 
fective June 1, will take over as ex- 
elusive distributors, in this territory. 
of Goodyear Gold Seal rubber footwear. 
Included also in the new company’s 
line will be Mickey Mouse and Donald 
Duck boots and Lone Ranger cowboy 
boots. The territory includes Eastern 
Pennsylvania, Southern New Jersey 
and Delaware. 

Albert E. Joseph, president of the 
company, and Hugh B. Joseph, vice- 
presidnet and treasurer, both have had 
extensive experience in selling rubber 
footwear—the former with the Con- 
verse Rubber Co., Lambertville Rubber 


Co. and Alexander Rubber Co., of 
which he was vice-president at the time 
of his resignation recently; the latter 
with Lambertville Rubber Co., Hood 
Rubber Co., Alexander Rubber Co., and 
Servus Rubber Co. Stanley L. Joseph 
has been named secretary of the com- 
pany. 


To Enlarge Factory 


LEWISVILLE, TEx.—Plans for a new 
building which will double the present 
capacity of the LindaJo Shoe Company 
have been announced here. 
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SHOE MITTENS 
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SHOES THAT GO PLACES 








Information 





A new effective pro- 
tection for Men's 
Shoes. Knit of high 
grade cotton in a 3-color Argyle design. 
Packed 3 pairs assorted colors to box. Can be 
sold profitably at $2.00 per box of three prs. 


TREINIS BROTHERS, INC. 








120 PLYMOUTH ST. BROOKLYN, N. Y. 
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RHINESTONES 


i le 


Rhinestone Side Bow 


Imported crystal stones 





background with bow 
¢ " 
clips. 

IMMEDIATE DELIVERY 
Fastest selling Buckle 
retailing at a “DOLLAR” 
Rhinestone Creations 
751 N. 39th St. Phila., Pa. 
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GOLF SHOES 
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LADIES’ and MEN'S 






brown & white, 4-9 
Men's brown, 612-12 
© 8 Other styles in stock 


Send for catalog Terms: 2/10 N/30 
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General Shoe Executives Promoted 


HOUGHTON D. VAUGHN 


NASHVILLE, TENN.—Houghton D. 
Vaughn, assistant vice-president of 
General Shoe Corporation, Nashville, 
Tenn., was elected a vice-president, and 
T. Douglas Oxford, credit manager, 
was elected assistant treasurer, at a 
recent meeting of the board of di- 
rectors. 

The board, with Chairman Maxey 
Jarman presiding, also declared a quar- 
terly dividend of 624 cents on common 
stock of the company, payable April 
30 to holders of record April 18. The 
company has 4350 common stockholders 
in 47 states. 

Mr. Vaughn started with General 
Shoe in 1930 as a clerk, after attending 
Tate School in Tennessee, and the Uni- 








T. DOUGLAS OXFORD 


versity of Alabama. Successively, he 
has been credit manager, traveling 
salesman, style director of men’s and 
boys’ shoes, branch manager of the 
company’s Dominion sales. division, 
which deals with volume sales to na- 
tional chain stores, and assistant vice- 
president. 

Mr. Oxford has had more than 20) 
years’ experience in the shoe business, 
chiefly in the credit department, oi 
which he was manager for many years. 
He was with the J. K. Orr Shoe Com- 
pany of Atlanta before its purchase by 
General Shoe, and moved to Nashvillle 
headquarters in 1946. He served as 
head of the Southeastern Association 
of Credit Men. 





To Sell Foot Delight 
Shoes in South 


CuHIcaGo—J. C. Cooper has recently 
resigned as head shoe buyer for Wie- 
boldt’s Department Store, Chicago, and 
is now representing the Foot Delight 
Shoe Corporation of Beverly, Mass. 
Although he will travel the South, he 
will continue to make his home in Chi- 
cago. Last year Mr. Cooper served as 
president of the Chicago Shoe Club. 

Buying activities at Wieboldt’s will 
be carried on by Russell Fullenweider, 
who buys women’s shoes: and Cecil 
Towne, who is buyer of men’s and 
children’s shoes. 





Manufacturer Moves to 
New Factory 


CHICcAGO—Monarch Shoe Company, 
manufacturer of infants’ and children’s 
shoes, has moved office and factory 
headquarters from 844 W. Adams 
Street, to its own building at 2331 N. 
Washtenaw Avenue. Company officials 
announce that the factory layout in 
the new building will make it possible 
to produce additional shoes and im- 
prove deliveries. 


Elinor Bohle to Design 
Geller Line 


NEw YorK—Andrew Geller has re- 
cently announced the appointment of 
Mrs. Elinor Bohle as designer and styl- 
ist for the entire Geller line. Mrs. 
Bohle, who is replacing Beth Levine, 
was responsible for the Fall line which 
has been on display for several weeks 
in the factory sample rooms. 

Prior to joining Andrew Geller, she 
designed and styled for the Hamilton 
Shoe Co. in St. Louis. Her previous 
business experience includes similar po- 
sitions with several well-known manu- 
facturers of women’s shoes, and free 
lance work. 


New Sales Manager Named 


MONTREAL, QUE.—It was announced 
recently by Parino Shoe Company 
Limited, Montreal, that Jim Clark, 
formerly of Aird & Son, Ltd., has been 
appointed sales manager and will 
handle the selling of the Parino line 
of women’s hand-lasted shoes for the 
whole of Canada. Mr. Clark is a 
former vice-president of the Canadian 
Footwear Travelers’ Association. 
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1.35 


Packed 18 pairs 
of a color only! 


STRIP SANDAL 





SUEDE FABRIC 
No. 100 Black No. 102 Green 
No. 101 Multi No. 103 Red 


LINEN-LIKE FINISH 
No. 104 Pastel Pink No. 106 Pastel Yellow 
No. 105 Pastel Blue No. 107 White 


Chiloren’s Sizes 10-3, Regular Half Sizes. 
Women’s Sizes 4-9 M Width. 


In Stock for Immediate Delivery 


MODERN SHOE COMPANY 


97 Duane Street New York, N. Y. 











White Shoes 


that can be Kept Clean with only 


Soap and Water 
More Sale-able 


Write for reports on Lux and Ivory Tests 
Ask your manufacturer about this 
Really Washable Elk 


A.H. Ross & Sons Co. 


Tanners Since 18535 
Chicago 22, Ill. 
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| Brown Shoe Stressing 
| Middle Prices for Fall 


St. Lours—Announcement by a 
| spokesman of the Brown Shoe Co. here 
| reveals a greater emphasis on middle 

brackets in the price ranges of various 
branches of the company’s Fall lines 
and a greater markup for retailers. 

In the Life Stride line of women’s 
shoes, which in the retail bracket range 
from $6.95 to $8.95, there is a greater 
emphasis on the $7.95 seller than be- 
fore, with more patterns in this 
bracket. 

The same is true in the Naturalizer 
and Air Step lines for women and in 
the Buster Brown juvenile division of 
the company. Naturalizer and Air 
Step shoes, which range from $7.95 to 
$10.95 retail, are being promoted more 
heavily in the $9.95 bracket. 

In the Robinhood division, retail 
price reductions average about 50 cents 
a pair. 

In the men’s lines, the Roblee divi- 
sion is placing greater emphasis on the 
$9.95, $10.95 and $12.95 retail bracket, 
though the line still ranges from $9.95 
to $15.95 retail, as in the past. 

The Pedwin line, which retails at 
$7.95 and $8.95, has more patterns at 
$7.95 than before. 


_ Catalogue Issued by 


Dunham Bros. 


BRATTLEBORO, VT.—An_ unusually 
complete line of footwear for the entire 
family, including a wide variety of 
work and safety shoes, is illustrated in 
a catalogue published by Dunham 
Brothers, well-known wholesalers with 
headquarters here at 135 Main Street. 

The men’s line, in addition to work 
and safety footwear, embraces a wide 
range of dress and casual shoes with 
soles of leather, composition and crepe 
and the assortment of patterns and 
colors is varied and complete. Leather 
boots also are featured, as are combat 
boots made famous by the last war. 

Goodyear welts and stitchdowns. are 
illustrated in the section devoted to 
juvenile shoes and prewelts for infants. 
Arch types, hand-turned oxfords, sport 
styles and budget-priced shoes are in- 
cluded in the women’s shoe section of 
this useful 34-page booklet. 





Roger Kent Co. Names 
New Distributor 


St. Louis—The Roger Kent Com- 
pany, 211 N. Seventh Street, St. Louis, 
announces the appointment of Leroy 
W. Fryman, Keith Theatre Building, 
Dayton, Ohip, as an authorized jobber 
representative. Leroy Fryman_ will 
travel salesmen to service accounts in 
that area on all plastic window and in- 
terior store fixture requirements. 
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At long last the answer 


to a display,man’s prob 
lem of how to display 
shoes dramatically 
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This new inexpensive shoe mounting fastens 
anywhere, to anything, can be bent to display 
shoes at any angle! Made of pliable, durable 
metal, finished in white, this invisible mounting 
makes countless new display ideas possible! 
Write or wire for sample order. 


walls, 
background 
panels, etc. 
display 
fixtures 
é - 
(4 j 
é columns, 
‘d tree trunks 
picture 
frames, etc. 


In sizes for men's, women's or children's 
shoes. 50c each, 12 for $5.00 . . . orders 
of | dozen or more sent prepaid. 


Canton, Ohio 


Box 767 
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© Brown Elk uppers 
© Stitchdown construction 
© Leather Outsoles 
© Black or Brown 


$375 







826 
LADIES‘ FIELD BOOT 


®@ Brown only 
® Adjustable buckle strap 
© Stitchdown construction 


SIZES 5-9 
$600 
Terms 


2/10, N/30 





3835 


Immediate delivery 


ARNOFF SHOE COMPANY 
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MEN'S ROMEOS 
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LEADING AGAIN IN PRICE & QUALITY 


MEN’S BROWN KID ROMEOS 
AT ONCE DELIVERY 


$265 


PER PAIR 
NET 10 DAYS 







Sizes 
6 to 13, 

36 Pairs 
to a Case 
No. 510 Leather Quarter Lining, Leather In- 


sole, Heavy Leather Outsole, Brown Rubber 
ee in. 5 TS ie SLE es $2.65 








839 N. Water St. Milwaukee 2, Wis. 
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Western Salesman Named 
By Two Companies 


BostoN—The Penobscot Shoe Com- 
pany and the Old Town Shoe Company 
announce the appointment as sales rep- 





BARNEY GODSHAW 


resentative on the West Coast of Barney 
Godshaw, formerly with the Naturalizer 
Division of the Brown Shoe Company, 
and well known throughout the. Pacific 
Northwest and West Coast. 

He will sell “Old Maine Trotters” 
and “Penobscot Trampeze” casuals for 
both men and women in Arizona, Cali- 
fornia, Colorado, Idaho, Nevada, New 
Mexico, Oregon, Utah, Washington; El 
Paso, Texas; and British Columbia. His 
headquarters are at 708 15th Street, 
Santa Monica, Calif. 





Three New Salesmen Join 
Hannahsons Staff 


HAVERHILL, MAss.—Three new sales- 
men have joined the staff of Hannah- 
sons Shoe Company, here, giving the 
company coverage in every state. 

Al Capouano of Montgomery, Ala., 
is carrying the line in Georgia, Florida 
and Alabama. Edward Sherman of 
Baltimore, covers North and Scuth Car- 
olina. Edward Baron of Chicago covers 
the entire state of Illinois including 
the greater Chicago area, Wisconsin up 
to and including Milwaukee and Madi- 
son, and those cities in Indiana adja- 
cent to greater Chicago. 

New features in the Fall in-stock 
line, in addition to snakeskins and 
white sandals, include high wedge heel 
sandals, one-inch platforms and novel 
treatments. The company features, 
also, its regular line of formal evening 
sandals. 





Missouri Factory Closed 


St. Lours.—Louis K. Kane, chief ex- 
ecutive officer of Kane, Dunham and 
Kraus Shoe Manufacturing Co., at 
Washington, Mo., said recently that he 
has closed down operations due to a 
combination problem of production and 
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RIDING BOOTS 
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IN STOCK FOR 
PROMPT DELIVERY 
J. M. CONNELL SHOE CO. 
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SANDALS 


ee re ee ee me 


“1.25 


Minimum packing 36 
pair. Mixed colors if 
desired. 









Sizes: 
Infants’ 4-8 
Child's 8!/2-12 
Misses’ 12!/2-3 


A truly amazing QUALITY san- 
dal, made in Brown, White and 
Red Elk with “No-Mark" Sport 
Sole for longer wear. 


WRITE FOR CATALOG AND SAMPLES 


DARLING SHOE CO. 


769 Grand St. Bklyn 11, N. Y. 











labor costs. No decision has been made, 
he said, about the future. The firm 
manufactured the Karol Kane line of 
women’s style shoes which retailed for 
$10.95 with a few patterns in the 
$12.95 category. 
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MEN'S BROWN MACHINE STITCHED 


MOCCASINS 
$1.65 


Sizes 6/2—12 
Boys’ 2!/2-4 






6145 


Terms 


$1.60 Immediate delivery 2,10 N/30 
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BEST SANDAL BUY 


All Elk Leather of Finest Quality with 
Heavy No-Mark Brown Rubber 
Soles and Heels. 






Colors: Brown — White 
— Red 


Sizes: ¥% @ $1.10 
8/2/11 @ $1.16 
11'/2/2 @ $1.22 


Terms: Net 30 Days—F.0.B. Pgh., Pa. 


ARLYNN SHOE CO. 


902 Fifth Ave. Pittsburgh 19, Pa. 
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“AMERICA'S FINEST” 
Toe and Ballet Shoes 


ELVA 


& SONS, Inc. 


1607 B'way 
New York 19 
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WORK SHOES 
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Men's Goodyear Welt Work Shoes 
Men's Steel Toe Safety Shoes 


Union Made 


GOODWILL SHOE COMPANY 


HOLLISTON, MASSACHUSETTS 
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Traveler Retires After 
Thirty Years on Road 


Fort LAUDERDALE, FLAa.—Joseph S. 
Rowe, well-known shoe traveler, has 
retired after thirty years of active 





JOSEPH S. ROWE 


service on the road and, with his wife, 
is now living here. 

Born in Pulaski, Tenn., Mr. Rowe 
moved to Nashville in 1913, working in 
a retail shoe store there until 1917 
when he joined the army. Following 
the end of World War I and for fifteen 
years thereafter, he traveled Western 
Tennessee and Kentucky for the Inter- 
national Shoe Company; then, and until 
his resignation early this year, covered 
Georgia with the Fortune and Davidson 
lines of the General Shoe Corporation, 
making his headquarters in Atlanta. 
He is still a member of the South- 
eastern Shoe Travelers, Inc., to which 
he has belonged for many years. 


Ballets Adapted for 
Street Wear 


Boston.—The Berned Shoe Co. of 
Boston, is manufacturing a new line 
of shoes to be sold under the name of 
“Theatricals.” The company, owned by 
Bernard Cohen and Edward Berman, 
specializes in the design and manufac- 
ture of dancing shoes for theatrical 
houses and retailers. In addition to 
authentic stage ballet slippers, the com- 
pany has adapted some of these for 
street wear in elk, with crepe soles. A 
complete line is carried, including men’s 
and boy’s patent dancing shoes. 


Barry with Knipe Bros. 


Warp HILL, Mass.—P. Joe Barry, 
formerly a salesman for C. B. Slater 
and more recently with Craddock- 
Terry Shoe Corporation, has joined 
the sales staff of Knipe Bros. of Ward 
Hill, and is selling this well known line 
of men’s shoes in the New England 
territory. 
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CHILDREN'S SHOES 
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asl Ventilated sandal in white, 
smoke, brown and red elk. 


WE Exclusive thread feature! Spe- 
cially processed nylon thread 
gives Extra Wear in soles and 
handsewn toes. Found only in 


Sizes & Half Sizes: 3-8 
Widths: B-C-D and EF. 


BERKSHIRE FOOTWEAR CORP., INC. 
HOLLISTON 2, MASSACHUSETTS ~ 
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You’ll make more profits 


justins . . . the boosts most 
folks want . . .. attratt the 
kind of customers whe will 


pay te get what they want. 

Make more sales with 

Justins, favorites since 1879. 
Write for Catalog of 
styles in stock. 


11. J. Justin & Sons, Inc. 
Box 548-K, Fort Worth 1, Texes > 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 
BARIS SHOE CO.., Inc. 
WOrth 2-5180-1 
79-81 Reade St., New York 7, W. Y. 
Semple Office, Haas Bidg., Los Angeles, 
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CHILD'S BROWN ELK 
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2 Center Buckles 


‘K—_8% to ass 
AZZ ba.ce in 12 
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6605, Ste two 12; €606 
BLACK PATENT, No 
6614—-Same in 12% to 3. All 124 to 3 
sizes have wedge heels; A-B-C widths. 
Write for descriptive price list and avail- 
ability of franchise. 
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SHOWER SANDALS 
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monies ‘Perfect — 
available with or without silencers. 
Colorful straps attached with rust 


w ee soles 


proof nails. Maroon or brown for 
men — multicolored checks for ladies. 
No half sizes. Write for prices. 


REECE WOOD SOLE SHOE CO. 
Dept. B-S! 


Columbus, Nebraska 
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Salesmanship Better Than 
Price-Cutting, Dealers Told 


St. Louis—Cutting prices is not the 
answer to a competitive market, but 
selling and improved salesmanship are. 
This was the theme of J. Frank Rush- 
ton of Jacksonville, Florida, in address- 
ing approximately 150 dealers of John- 
son, Stephens and Shinkle Shoe Co. at 
a meeting in the Chase Hotel here dur- 
ing the St. Louis Shoe Show. 

Illustrating the dangers of price cut- 
ting, he referred to the automobile man- 
ufacturers, who, he said, had prompted 
potential customers into waiting in- 
stead of buying because they expected 
prices to recede further. 

Mr. Rushton was introduced by Ray 
Hunnius, advertising manager of the 
company, who also later introduced 
Rudy Zufan of Gardner Advertising 
Co., who demonstrated the preparation 
of the firm’s advertising program. 


Vogue Shoe Sends Mailing 
Pieces in Color 


Los ANGELES.—Vogue Shoe, Inc., 
Los Angeles, manufacturers of Holly- 
wood Skooters, have mailed to selected 
retailers full color reproductions of 
new additions to their line. One four- 
color photograph describes their new 
Technicooler casuals. The shoes are 
made of natural Irish linen splashed 
with colored leather strips in red, yel- 
low, blue and green. Another mailing 
described the new Skooter Softies. 
Made of unlined sueded leather, these 
five styles in five colors are lightwegiht 
crepe-soled shoes for Summer selling. 

Technicoolers are Vogue’s entry into 
the Summer promotion field. The 
Skooter Softies were coupled with ice 
cream cones in the mailing promotion. 
Murray. Dymock, Carson, Inc., Los An- 
geles advertising agency, did the plan- 
ning and execution of these two pro- 
motions. 


To Handle Advertising 
Of J. P. Smith 


CuHIcAGo—Miss Francigene Sheridan, 
advertising director of the J. P. Smith 
Shoe Company, Chicago, has announced 
that Earle Ludgin & Company, Chi- 
cago, has been appointed to handle the 
company’s advertising. 





Opens Sales Office 


New YorK—Si Friedman, who for 
the last 15 years has represented the 
Service Manufacturing Company of 
this city in New York City and New 
Jersey, has opened a sales office at 450 
Fourth Avenue, here. He will continue 
to represent the same company, special- 
izing in riding boots, cowboy boots and 
athletic footwear. 
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The latest revised edition on of 

THE SHOE AND LEATHER 

LEXICON — the 14th — is 
available again! 


This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 


of the trade.” 
The Shoe and Leather Lexicon 
75c per copy, prepaid 


BOOT and SHOE 


100 East 42nd Street 
New York 17, N. Y. 
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PRICE TICKETS bring sales! 


Many Colors—i09 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 











New Plant Opened 


PHILADELPHIA. — Mel-O-Wax Prod- 
ucts, Inc., of Wynnewood, Pa., an- 
nounces the removal of its manufactur- 
ing plant, formerly at 429 North 13th 
Street, to 2466 Amber Street, this city. 
General offices will continue at the 
Wynnewood address, it was stated by 
Harold C. Paine, president. The move 
is designed to permit accelerated pro- 
duction and delivery of Mel-O-Wax, a 
liquid dressing for smooth leather foot- 
wear. 
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Salesmen Told of Shoe “Guarantee” 





ae display at Williams Block Company, Indianapolis, Ind., shows 


“comfort- 


guaranteed" Allen Edmonds shoes. 


BELGIUM, Wis.—Allen Edmonds Shoe 
Corporation’s national sales force con- 
vened here recently to hear sales pro- 
motion plans explaining the company’s 
“comfort guarantee.” Salesmen were 
welcomed by Bert Allen, president. 

Guided by Richard Allen, Allen Ed- 
monds sales manager, with Howard 
Wilson and Ralph Heineman, both of 
Ruthrauff & Ryan, Inc., the program 
emphasized the new company policy 
which guarantees that if the consumer 
is not satisfied that his pair of Allen 
Edmonds shoes is the most comfortable 
he has ever enjoyed, his money will be 
refunded by the dealer, upon return of 


the shoes, within two weeks after pur- 
chase. The company has authorized its 
dealers to make such refunds. Sales- 
men were told, however, that the guar- 
antee does not apply if special correc- 
tive-type footwear is required. 

Full pages in Esquire will run 
throughout the Fall season telling the 
story of the guaranteed shoes. The ads 
will feature dealer listings. Mats for 
lecal tie-in advertising have been pre- 
pared, as well as mailing pieces and 
materials for window displays. The 
company also announced that a guar- 
antee certificate comes with each pair 
of Allen Edmonds shoes. 





Adds Wedgie Line for 
Infants and Children 


NEw YorK—Surrey Footwear, Inc., 
specializing in juvenile shoes and slip- 
pers since 1946 at 143 Duane Street, 
New York, has moved to larger, mod- 
ern quarters just across the street at 
150 Duane Street. 

A wedgie line for infants and chil- 
dren has been added to the usual line 
and the sales and office staff propor- 
tionately increased to facilitate the 
handling of this new business. 

Abraham Weinman, vice-president in 
charge of sales, said, “Plans are being 
prepared for an increased advertising 
and promotion schedule to the trade 
as well as to the consumer.” 





D. R. Wainwright to Sell 
Tru-Stitch Moccasins 


MALONE, N. Y.—D. R. Wainwright of 
Minneapolis has joined the sales force 
of the Tru-Stitch Moccasin Corporation, 
Malone. He will cover Wisconsin. 
Minnesota, Iowa, Nebraska, North and 
South Dakota, Kansas, Ok!iahoma, and 
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Kansas City, Mo. He was for many 
years with the U. S. Rubber Company. 

The Tru-Stitch Company, which re- 
cently enlarged operations by the addi- 
tion of several buildings, will soon go 
into production on a capeskin, soft- 
soled boot with shearling cuff. This 
item is of the type formerly made by 
the Consolidated Footwear Corporation 
of Malone, which recently ceased op- 
erations. 


Newspaper Campaign 
Planned by Scholl 


CuHIcaGo.—An intensive Spring ad- 
vertising campaign has been announced 
for Dr. Scholl’s Super-Soft Zino-pads 
covering continuous insertions during 
April, May and June in more than 450 
daily and Sunday newspapers from 
coast to coast, and supplementing cur- 
rent heavy year-around schedules for 
Dr. Scholl products in more than forty 
leading national monthly and weekly 
magazines. 

In announcing the new campaign, 
the company revealed survey statistics 
showing that the average U. S. citizen 
walks eight miles a day. 
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AT ONCE DELIVERY 


MEN'S KID LEATHER OPERAS 


Fully leather lined, leather sock lining, leather 
outsole, compo construction. 


$3.10 


Per Pair 
Net 10 Days 








No. 501 Brown Kid Opera 
No. 502 Black Kid Opera 
No. 503 Wine Kid Opera 
No. 505 Burgundy & Black Combination Am- 
bassador 
Sizes 7 to 12, 36 pairs to a case. 


18 PAIR MINIMUM 


MEN'S LEATHER LINED BROWN KID 
EVERETTS 


$3.10 


Per Pair 
Net 10 Days 





Brown 
Rubber 
Heels 

No. 507 

COMPS CONSTRUCTION 





839 N. Water St. Milwaukee 2, Wis. 
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Exclusive distributor of the populor ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for illustrated folder 
and prices. 


LYONS & COMPANY 


120 DUANE STREET NEW YORK 7. WN. Y. 
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M. K. WEIL SHOE CO. = 
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Los Angeles Office—1005 Haas Bidg. 

New York Office, 147 Duane St., N.Y.C. 


oer mer me oer Ore re eee 


COWBOY BOOTS 


Pe 6 ee 6 er ee ee eS 








© AUTHENTIC WESTERN LAST 
© UNDERSLUNG HEELS 
© BONED SOLES 
@ SIZES 122-3 


$465 
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Sizes 312-6 aa 
Terms 2/10 N/30 





Send for samples 
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FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 
Write for Bulletin BS-5 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 
185 No. Wabash Ave., Chicago 1, Ill. 
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_ Made Superintendent of 


Rondeau Factories 


FARMINGTON, N. H.—Max Wein- 
stock, formerly associated with the 
Kleven Shoe Co. in Spencer, Mass., has 
been named as general superintendent 
of the H. O. Rondeau Shoe Co. factories 
here, according to an announcement by 
Normand P. Liberty, general manager 
of the concern. 

It was stated that Mr. Weinstock, 
who has been associated with shoe 
manufacturing most of his life, will 
have complete charge of manufacturing 
in the Rondeau plants. 


New Company to Make 
Women’s Shoes 


New YorK—Beth and Herbert Levine 
announce the formation of Herbert Le- 
vine, Inc., to manufacture women’s fine 
shoes. Mr. and Mrs. Levine, recently 
associated with the Andrew Geller Shoe 
Manufacturing Co., bring to their own 
business, experience in styling, selling, 
promotion and advertising. Their fac- 
tory is located in Manhattan. 


Philip G. Shank Promoted 
By Selby Shoe Co. 


PORTSMOUTH, OHIO—W. F. Hooley, 
sales manager of the Selby Shoe Com- 
pany, announces the premotion of Philip 
G. Shank to line manager of the Physi- 
cal Culture Division of the company. 
Mr. Shank formerly was with the Tru- 
Poise Division in the Eastern territory. 

He succeeds W. O. McCracken, who 
resigned recently to become associated 
with Johansen Bros. Shoe Company of 
St. Louis. 


Manufacturer Liquidates 


NEw YorK — The liquidation of 
Schwartz & Benjamin, Inc., manufac- 
turers of Customcraft Originals and 
Rinaldi, has been announced here. 

Benjamin Schwartz, head of the firm, 
will continue, however, as president of 
the Frosh Shoe Company of Lynn, 
Mass,. manufacturers of Customcraft 
Pacesetters, and has reported the addi- 
tion of a new line, Rinaldi Debs, to the 
one already made by that company, the 
prices of both of which have been re- 
duced. 

The output of this company will be 
expanded by 400 pairs per day and 
four new sales territories will be opened 
up as soon as representatives are en- 
gaged to cover them. The new sales 
territories are the Southeast, South- 
west, Mid-Atlantic and Midwest. Alex 
Greene will continue to cover the West 
Coast; and Arthur and Henry Schwartz 
wll continue to sell in New York and 
the eastern states. 
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BRANDED FOOTWEAR 
FOR IMMEDIATE DELIVERY 


Always complete stocks of famous name 
quality footwear at lowest prices. Known 
from coast-to-coast as headquarters for 
cancellations, close-outs, jobs from 
America’s leading factories. 


WRITE TODAY! WE 
CAN FILL YOUR NEEDS! 


MOSINGER-COHN 


1235 Washington Ave. St. Louis, Mo. 
“Over A Quarter Century" Fine Footwear 
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MEN'S SHOES 
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Brockton 15. Mass 


W.L. Douglas Shoe Co 
New York Offices, 508-510 Marbridge B 


New York 1, New York 
, West Coast Offices, 401-402 Haas 
Los Angeles 14, California 





New Heel Company Formed 


St. Lovis—J. W. Gorman has 
formed the Superior Heel Co. here to 
manufacture wedge and spring heels 
made of homasote. His production ca- 
pacity will range between 10,000 and 
12,000 pairs a day. Production started 
May 1. 

Mr. Gorman was with Vulcan for 
nearly a quarter century and managed 
the Effingham, Ill. plant from 1939 un- 
til 1945. 
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What’s New 





Barbour Introduces Notched 
Stitchdown Bead Welting 


BROCKTON, Mass. — The Barbour 
Welting Company of Brockton, is show- 
ing as part of its new Fall line of spe- 





Welting designed for use mostly in 
children’s shoes. 


cialty weltings, a solid leather stitch- 
down notched bead welting similar to 
the notched Stormwelt so widely used 
in styling Goodyear welt shoes. 

This new welt is designed for pres- 
ent-day styling needs in the quality 
stitchdown field with special emphasis 
on children’s shoes. In addition to its 
style features, the new welting is said 
to reinforce the shoe, helping it to hold 
its shape. 


Manufacturers and retailers are 
showing interest, since the finely 
notched and strongly beaded solid 


leather welt is especially suited, it is 
claimed, to the rough-and-tumble, day- 
in and day-out wear given children’s 
shoes. 


Cold Rubber Tested 
In Rubber Footwear 


WATERTOWN, MaAss.—New type Amer- 
ican-made “cold rubber,” now used in a 
limited number of passenger car tire 
treads, is being tested in rubber foot- 
wear by Hood Rubber Company, a di- 
vision of B. F. Goodrich, C. L. Muench, 
president, has announced. 

This rubber, polymerized or mixed 
at temperatures 80 degrees lower than 
those used in standard man-made rub- 
bers, has been found to be longer wear- 
ing and to possess greater resistance to 
abrasion in tire tread testing, Mr. 
Muench said. Tests indicate it may 
show the same properties in relation to 
footwear. 

Installation of special refrigerating 
equipment is under way at the Port 
Neches, Tex., chemical rubber plant op- 
erated by B. F. Goodrich for the gov- 
ernment, he said, and by the end of 
1949, large-scale production of cold 
rubber is expected. 


May 15, 1949 


To Offer New Lines 
Of Plastic Shoe Forms 


New York, N. Y.—The Universal 
Form Corporation, 30 East 20th Street, 
which claims to be the first company 
to manufacture “injection-molded” 
plastic shoe forms, recently announced 
that misses’ shoe forms are now avail- 
able. ; 

Daniel Newhouse, president of the 
corporation, stated that these forms 
are of the same quality and standard 
of workmanship found in his firm’s 
women’s and children’s forms. He said, 
“We are looking forward to producing 
some innovations in plastic shoe forms 
and other items used in shoe displays.” 

The new misses’ forms, like the wo- 
men’s and children’s are available in 
three, non-fading colors: neutral flesh, 
creole and white pearl. Colors are 
impregnated in the non-flammable plas- 
tic acetate material when it is molded 
and are guaranteed not to fade even in 
the strongest sunlight. They are also 
guaranteed against natural breakage. 

Universal recently dropped its form 
prices from $2.85 to $1.25, a move which 
was made possible by a complete reor- 
ganization of its manufacturing facili- 
ties. 


Shoe Cleaning Brush Comes 
In Golf Ball Container 


ToLepo, O.—Aid to good grooming 
on the links is a golf ball made of Tenite 





Brush can be used on smooth or suede 
leather. 


plastic which separates to reveal a 
nylon-bristled brush in one half, a 
metal spike in the other. The brush 
is useful for removing dust from golf- 
ers’ clothing, hats, irons, and shoes, 
including suede. The spike is a handy 
tool for scraping mud from shoe cleats 
or clubs, and it holds the two halves of 
the ball together in the closed position. 

Outwardly, the gadget (called the 
“Birdie-Brush”) is an exact replica of 
a standard golf ball. To avoid possible 
confusion with the real article, the 
manufacturer, Birdie-Brush Manufac- 
turing Co., of this city, offers his prod- 
uct in a choice of red, green, and yellow 
Tenite, as well as white. 
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WHITE DRY 
SHOE CLEANER 


SENSATIONAL 





Retail 25¢ 


Cost $1.85 Dz.—$21.00 Gr. 
Order from your jebber or direct from factory 


S & M CHEMICAL CO., Ine. 
2611 Se. Indiana Ave., Chicago, Ill. 
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Retailing 








Ideas 








SHOE RETAILERS 


LOOK AHEAD! 


for quick help from the only book of its 
kind; encyclopedia of practicable, workable 
ideas for the experienced merchant. No 
theories—all tried, true . . . NOT just an- 
other shoe book. but offers in addition to 
138 specific shoe promotions, the best ideas 
from the entire retailing field for instant 
adaptation to his particular requirements. 
Foreword by PAUL H. NYSTROM. Pro- 
fessor of Marketing, School of Business, 
Columbia University. 

Please remit with order. 

5% x8 40 Chpts. 
306 Pages 3.50 Postpaid 
BOOT AND SHOE RECORDER 
100 £. 42nd St., New York 17, WN. Y. 
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assified and Wav~Ads 


SALESMEN WANTED | SALESMEN WANTED | SALESMEN WANTED 

















THIS IS A PERMANENT AND LONG RANGE S ALE S ME N 
OPPORTUNITY ..... 

Several young men will be added to the Field Sales Organization of this top W A N T r D 
flight manufacturer of Rubber, Canvas and Casual Footwear during 1949. 

This is a trade marked line known to millions with National Consumer and 

retailer acceptance, backed by a powerful advertising and Sales Promo- To carry fast - selling 
ti rogr ‘ . 

pier a Manufacturer’s In-stock 
If you are between 25 and 35 years of age, in good health, have retail foot- Line of Women’s s Novel- 
wear experience, own an automobile or in a position to buy one, and have a ec 

clean record that will bear the closest investigation . . . then, you may find ties and Welts. retailing 
this is the opportunity you have been looking for. from $6-$9. Territories 
Tell about yourself in your first letter. Write in confidence to open as follows: 

Address Bex 246, care BOOT & SHOE RECORDER, 190 East 42nd Street, New York 17, N. Y. 














Texas Kansas 
i j i — oer eo Alabama Nebraska 
ras: Mississippi California 


Manufacturer of SALESMEN WANTED: Lovisiana Georgia 
RHINESTONES, eri oie We lowa Florida 
BEADED AND <9 onlay cong Ul i 
LEATH ER BOWS eee and Michigan. 100 East 42nd Street. New York 17. N. Y. 


Ne. 2—Minnesota, North and South Dakota. 
Applications covering past experience, terri- SALES -ESMEN WANTED WHO CAN USE 

















desires salesman calling on 








Women : trade. Our — tories traveled, references, and age is EXTRA COMMISSION by oes ate =e 
tative, Mr. Birenbaum will be at requested. This line is to be carried ex- 6 ee oo — ) 
the Savoy-Plaza Hotel for the chsivey. a ae lead Widest ‘ange of coors. eaties Mershandis 
j ie Address , care ing Plan sales from territory credi 
New York Show during the pe 100 East 42nd Street, New York 17, N. Y. salesman. Several major territories now open. 
riod of May 22 to May 26. Write Me eg territory 
| ; overed ivision. G 
Please contact him at the hotel, | arr & Company, 1130 W. 37th St., Chicago 9. 
Illinois. 





or send replies to— 


Cc ©] L ©] N i A L | SALESMEN WANTED PRE-SCHOOL SANDALS AND SLIPPERS, 


sizes 5 to 12, Top Quality. Commission for 





























SHOE ORNAMENT, INC. . experienced shoe salesmen. ALLAN SHOE 
42 Walnut St., Haverhill, Mass. For Southwest territory, to carry MFG. CO., 611 W. Division, Chicage 10, IU. 
Line of Better Grade Sport marae =e 
Fi Welts, Men's, Women's, and SALESMAN: TO, CARRY, GOO? Suton 
SALESMEN WANTED Boys’. Non-competing sideline to cover State of Illinois. Only established sales- 
” 07 
Aggressive Representatives for the following ° ° full icul man apply. a Lag orig Ral a 
territories, fo carry Men's and Women's permitted. Give u particu ars a ae 100 East 42nd Street, New York 17, 
Hand-sewn and Machine Sewn Moccasins. ~ . pc ting ; 
IN-STOCK DEPARTMENT. No. and So. Caro- with application. re 
wens er — yg ane SALESMEN WANTED — For Fine Grade 
exas, Louisiana, St. Louis. © objection Childrens Stitchdown Shoes, covering the 
non-conflicting sideline. Address Box 287, core BOOT & SHOE RECORDER South and Far West. Address #276, care Boot 
Address Dex 291, care BOOT & once | RECORDER 100 East 42nd Street, New York 17, N. Y. & Shoe Recorder, 190 East 42nd Street, New 
igh Street, Boston | York 17, N. Y¥. 








CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser's own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
vertising except for regular advertisers on contract. 

he rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


=> Advertisements for this page must be in our New York Office 15 days preceding publication date “Gj 
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SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 











¢ CALIFORNIA 
¢ COLORADO 
¢ IDAHO 
¢ MONTANA 


¢ OHIO 


Our salesmen. 
advertisement. 





SALESMEN WANTED 


For substantial Line of Men’s Welts. Experienced 
salesmen. who will work. can make good money. 
Drawing account can be arranged. Have terri- 
teries open in following states: 


¢ NORTH CAROLINA 


¢ OREGON 
¢ PENNSYLVANIA 
¢ SOUTH CAROLINA 


in these States. know of this 


Address Box 289, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, W. Y. 


¢ UTAH 
¢ WASHINGTON 
¢ WYOMING 








YLON HOSIERY SALESMAN — Ladies’ 

full fashioned, top quality, highly competi- 
tive line seeks aggressive salesman; High com- 
mission; established accounts. No objection to 
non-conflicting lines. Address # 284, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, KN. ¥. 





EXPERIENCED SALESMEN to sell old 
established line of Children’s shoes for Bal- 
timore, Washington, Virginia, West Virginia, 
and Kentucky. Drawing or commission basis. No 
objection to non-conflicting line. Give complete 
details of qualifications and experience. Ad- 
dress $6283, care Boot & Shue Re order, 100 
Fast 42nd Street. New York 17, N. Y 





F{ETEEN STYLE NUMBERS, WELT 
WORK SHOES, Union made, all In-Stock, 
several with Steel Box Toes. Can be carried 
as side line on commission basis only. GOOD- 
WILL SHOE COMPANY, 317 Water Street, 
Holliston, Mass. 





SIDE LINE SALESMAN WTD. 





ee Ey LINE OF INFANTS’, CHIL- 
REN’S SHOES, Novelty Dress, Casuals 


and Sandals to retail $3 to $5, Pennsylvania, 
Ohio, New York City and New York State, 
Michigan. Address #263, care Boot & Shoe 
ee 100 East 42nd Street, New York 17, 


SALESMEN: EXCEPTIONAL FAST SELL- 
ING RUBBER SUEDE BRUSHES. All 


territories; Large commissions. State following. 
MANCO RUBBER CO., 37 Hudson Avenue, 
Brooklyn, New York 

May 15, 1949 





SIDE LINE SALESMAN WTD. 


MANUFACTURER AND DISTRIBUTOR 
of complete Line of Riding, Field, Cewbo, 
Boots, Moccasins and Tailored Leather Hand- 
bags, with territories open in Southwest and 
Northwest. COLT-CROMWELL CO., INC... 
610 Atlantic Ave.. Boston, Mass 











RHINESTONE AND CUT STEEL BOWS, 
compact tray, terrific sellers. Address #290, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





ASY EXTRA EARNINGS for established 

salesmen calling on retailers. Take a few 
minutes with each customer to go through our 
illustrated shoe-findings catalog. They will ap- 
preciate this service. You will appreciate the 
easy commissions that you can make on polish, 
laces, shoe trees, fitting stools, etc. Continuous 
repeat business. We are well-known to the trade. 
Replies confidential. Tell us what territory you 
cover. REICK, LANGENDORF & CO., 31 So. 
Wells, Chicago, III. 








FOR SALE 


SHOE REPAIR SHOP with 
new Shoe Department, excellently located; 
Established 30 years. 123 CHATSWORTH 
AVENUE, Larchmont, New York. 
FAMILY SHOE STORE. ESTABLISHED 
1906, owner retiring; in heart of San Fran 
cisco Mission district; Modern front; spacious 
interior; carries well known brands. Inquire: 
RICHARD GOLDSMITH, 703 Market Street 


San Francisco 3, California 





OR SALE: 





High Grade LADIES” 
SIZE 4B WELT 
SAMPLES FOR SALE 


P.0. BOX 805 
SYRACUSE, N. Y. 











VARIOUS TYPE 


FOR SALE: LADIES’ 
Box 89, 


WORN SHOES. Write: P. 0. 
Syracuse, New York. 
| 000 PAIRS OF METATARSAL ARCH 

SUPPORTS, Men’s and Women’s, Fincst 
Strap Leather, cushioned metatarsal. Fresh 
goods just purchased from bankrupt factory; 
Attractively boxed. $1.25 retailer. Our price 
to retailers 18¢ per pair, or $18.00 per gross 
pairs. VOSBURG FOOT APPLIANCE CO., 
117% East Sth Street, Austin, Texas. 








FOr SALE: MODERN SHOE STORE, 
Complete Stock and Furnishings, including 
X-Ray Fitter, and complete Shoe Repair Ma- 
chinery. Can be profitably operated in present 
location or moved at will of buyer. Priced 
much below cost of vegies FAMILY 
SHOE STORE, Paulding, Ohio. 


FAMIL Y SHOE STORE IN BROOKLYN 
for sale; Established 13 years; Branded 
Lines. Reason, illness. Address 2298, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. 


STABLISHED FAMILY SHOE STORE 

in one of the fastest growing Cvoast towns 
of California. Excellent Summer tourist trade 
Only shoe store in town. Wonderfui location, 
two doors from post office; heavy foot traffic; 
good lease: rent $55; all name brands. Can bx 
operated very little overhead. Address 3297, 
care Boot & Shoe Recorder, 19 East 42nd 





Street, New York 17, N. Y 

OR SALE, RENT OR LEASE, _ fully 
equipped Casual Shoe Factory with new 
equipment. Capacity 1500 pairs per day; lo 


cated in Missouri town where finest Casuals in 
the country are made. 300 employees available 
on notice. Address #293, care Boot & Shoe 
Recorder, 19 East 42nd Street, New York 17, 
N. Y¥ 


OR SALE: ESTABLISHED MEN’S SHOE 

STORE in South Texas City of 500,000. 18 
years in sam-= location. Clean stock of Nation 
ally Advertised Lines. Volume: over $75,0uU 
Store just completely remodeled and air-con 
ditioned. New front and limed oak fixtures 
Stock and fixtures will involve $20,000-$25,000 
Wonderful opportunity for rigat party Owner 
has other interests and must sell. Address #286, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y 


OR SALE: JUVENILE SHOE STORE in 
Suburb of Chicago. Selling on account of ill 





ness. Address #282, care Boot & Shoe Recorder, 

100 East 42nd Street, New York 17, N. Y 
AMILY SHOE STORE AND WOMEN’S 
SPORTSWEAR combination in Northern 

Calhfornia; all branded merchandise. Illness in 


family reason for selling. Terms may be a 
ranged. Address #280, care Boot & Shoe R- 
corder, 100 East 42nd Street, New York ! 
x. 


UST DISPOSE IMMEDIATELY, Men’s, 
Women’s Leather Arch Supports, also Wo- 
men’s Metatarsal Arches. Amazingly low price. 
State quantity dcsired, also sizes. Write im 
mediateiy. Address #278, care Boot & Shoe 


Recorder. 1°) East 42nd Street, New York 
| 
ARTNER DISSOLUTION, Only ex: lusiv 


Family Shoe Store in heart fast growing rich 
2gricultural and tourist section near Miami 
Advertised brands, all departments. Unusuai 
opportunity for party needing South Florida’s 
health giving climate. Will sacrifice separately 
clean stock and ultra modern fixtures one year 
old. Send for photos, full details. Address 
#277, care Boot & Swe Recorder, 100 East 
42nd Street. New York 17, Y 
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International Shoe Co. 


Contributes to Hospital 


Newport, N. H.—Announcement has 
been made of the gift of $2,100 from 
the St. Louis office of the International 
Shoe Co. to the fund being raised to 
construct the new Carrie F. Wright 
Hospital here. The donation will fi- 
nance one bed in a four-bed ward in 
the proposed institution. 

The check was delivered to fund 
campaign officials by Edward J. Bar- 
rett, superintendent of the Newport 
factory of International. 





ISMC Executive Promoted 


CAMBRIDGE, Mass. — International 
Shoe Machine Corporation has an- 
nounced the promotion of V. E. Santilli 
of its St. Louis office from service man- 
ager to St. Louis branch manager. Mr. 
Santilli has been associated with Inter- 
national for a period of over ten years. 





MERCHANTS’ NEEDS 








NEW ADJUSTABLE | 


Price ticket 
Pouy Cup 


rema i ns i n 
id at BO é Tickets 
half saab 
M, D. POLLINGER CO. 


times. 
HOLLAND BLDG. ST. LOUIS, MO. 





This is an ex- 
clusive pat- 
ented feature. 


$5 ay 











MAKE THAT SHOE FIT 


SHOE DOCTOR SHRINKERS 






FIT COMES FIRST. Make shoes 
fit around the ankle. Step gap- 
ping at the sides and slipping in 
the heel (no more heel liners 
necessary). All fullness or wrink- 
les im leather or fabric easily 
shrunk without harm. Assure foot 
comfert for hard-to-fit feet. 


Special combination offer $42.50 
(fluids included in above prices) 
Send your order or write for detail information. 

E. C. SMELTZER CO. 


121 E. Sist Street, indianapolis, ind. 





Canadian Manufacturer 


In New Factory 


MONTREAL, QUEBEC—J. A. Blais Lim- 
ited, St. Cesaire, P. Q., manufacturers 
of work boots, stitchdowns, felt boots 
and ski boots, recently moved into their 
new factory building in St. Cesaire. 
The new plant has two floors measur- 
ing 100 feet by 40 feet with additional 
warehouse space. 

The firm was started in 1941 and 
became incorporated in 1947. The presi- 
dent of the company is J. A. Blais, The 


vice-president is Leonide Poirier. P. J. 
Ostiguy is secretary-treasurer and 
director. 


Employes Honored 


PENACOOK, N. H.—Forty-two em- 
ployes of the Brezner Tanning Company 
were presented service awards at a 
gathering held here to mark the seventh 
anniversary of the firm’s operations, 
during which the payroll has been in- 
creased from 100 to 250 persons. 

In a talk to the workers, Melvin M. 
Snider, president of the concern, esti- 
mated that the company had produced 
enough leather to manufacture a 
million pairs of shoes. 





MERCHANTS’ NEEDS 








* ADULT MODEL $15.00 
* JUNIOR MODEL $15.00 


Efficiency 
Of Fit 


YOURS WITH THE coats 


“Dowie 


Win the Brannock Adult and 
Junior Model Devices, the shoe fitter 
can get immediate “Heel-to-Ball’’ — 
“Heel-to-Toe” —"Width-at-Ball” direct 
measurements. This means speedy, 
accurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 
troublesome exchanges. 


*Available at special cooperative price 


if ordered thr: certain shoe manu- 
facturers—for this list and full details 
write to 


THE BRANNOCK DEVICE 


COMPANY 
se 4. New York 





Leather Company Sold 


ToRONTO, ONT.—It has been an- 
nounced that Donnell and Mudge, Ltd., 
have purchased all the outstanding 
shares of Amer-Whitley Ltd., who for 
approximately fifteen years, have been 
selling “King Kid,” tanned for them 
by Donnell and Mudge. 

The new arrangement means that 
Amer-Whitley, Ltd., now becomes a 
wholly-owned subsidiary of Donnell and 
Mudge Ltd., who will have complete 
control of all operations rather than 
acting as contract tanners only. 





MERCHANTS' NEEDS 








THE 
INVISIBLE 


SHOE 
FORM 


\ 


For More Attenttinn ea 


Made to display the shoe and not the 
form. Forms open heeled pumps perfectly 
and easily in less time. No bulkiness, fits 
either shoe and brand names are aot 
concealed. Made from high —_ clock 
spring steel. $3.00 per dozen pairs. Cad- 
mium plated $3.95 per dozen pairs. 


F.B.F. DISPLAY CO. 


Route 2, Box 646, Indianapolis 44, Indianc 




















ADVERTISING 


Vi 
IDERS i 
Nae 


TO COTEUK 


—here's how to get 





More Business! 


HE Vincent Edwards Idea Clipping 

Service has over 2,000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads: manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obli igation, of course. 


VINCENT EDWARDS & Co. 


World's Largest Advertising Service 
rganization 


342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 
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LINE WANTED | WANTED TO PURCHASE WANTED TO PURCHASE 























IS YOUR STORE FOR SALE? | | we swe 
OLD EST ABLISHED SURPLUS AND COMPLETE STOCKS 
Will pay full value for well OF BETTER GRADE SHOES 
established and profitable FOR CASH 
SALES OFFICE family shoe stores located in 
| |] Pennsylvania, New Jersey, SHORT LEASES ASSUMED 
Delaware or Maryland, YOUR NAME AND BRAND 
with best connection selling Medium to Better Grade 
doi bes . Shoes, doing volume of PROmCTED 
oing severa | I] $75,000 to $500,000. 
Milli Doll Y l Give full particulars. IRVIN RUBIN, INC. 
mon Votoars teary, All information “The House of Jobs” 
desires Line strictly confidential. 89 READE STREET 
. . Address Box 281, core BOOT & SHOE RECORDER New York City 
California Casuals 100 East 42nd Street, New York 17, N. Y. Phone BARCLAY 7-7887 
for Volume Trade. 





Must be up to date es 


and priced right. 
BARIS BUYS for CASH 


Quality Shoes for Men, Women e 
and Children ae Term Leases Assumed 
Scrupulous Protection foses-TTMa Fiat leu ulate ee 


ARIS SHOE CO., Inc. 










Address Box 288, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















New York 7, W. Y. Tel.: WOrth 2-5180 


LINE WANTED 
AVAILABLE AFTER MAY 15TH TOPNOTCH 




























































































’ 
SALESMAN, TWENTY YEARS’ EXPERIENCE WILL BUY CLOSE OUTS AND , 
SELLING CHAINS, JOBBERS, RETAILERS COMPLETE STOCKS TOP DOLLAR! 
Address Box 296, care BOOT & SHOE RECORDER a Shoes for Men Women and FOR YOUR ODDS AND ENDS, CLOSEOUTS 
100 Eart 42nd Street, New York 17, N. Y = Sia till OR COMPLETE STOCKS 
ria 
E COMPANY 
BROITMAN-GAFFIN SHOES, INC. EDDY SHO! RELIABLE 
148 Duane Street, New York 7, N. Y. 132 No. 4th St. Phila. 6, Pa. 
HOROUGHLY EXPERIENCED SALES- | Telephone BEekman 3-7290 Phone: LO 3-9533 
MAN who has proven his ability, is open for 
a Line of Slippers and Casuals for the Volume 
Trade, from New York to St. Louis. Cover 
Mail —— Houses, Chain Stores, a aoe 
Group Buyers. Address #295, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, a 3 Io ae CASH PAID FOR 
N.Y. SHOE STORES 
—_—_— ———— 70P CASH PRICES |x CLOSE OUTS, JOB LOTS 
XPERIENCED SHOEMAN, WITH ¢ is SHORT LEASES ASSUMED 
LARGE FOLLOWING, wants Manufac- a 
turer’s Line of Popular Price Shoes for Metro- FOR CANCELLATIONS. B ° Ss a B ! N 
politan New York and Long Island. No side- ODDS & ENDS CLOSEOUTS 93 READE ST. NEW YORK 13, N. Y. 
shoe Re Jobbers. Address $299, care Boot & ’ Telephone WOrth 2-2515 
Shoe Recorder, 100 East 42nd Street, New 
Shoe Recorder. rect, New © | and COMPLETE STOCKS 
Quality Men's, Women's 
ond Children's Shoes Wanted. SELL YOUR JOB LOTS 
BRAND NAMES PROTECTED 10 
FOR RENT ¢|_ MOSINGER-COHN SAM CAMITTA & SONS 
1235 Washington Ave. St. Lovis, Mo. 95 Reade St., New York 13, N. Y. 
OR RENT — OFFICE AND SAMPLE . <r Foremost Shoe Buyers Since 1906 
ROOMS, 100% location on Duane Strest— COrtlandt 7-6378-9 
with store floor display window. Marvelous 
Opportunity for Manufacturers representative. 
Reasonable rent; Immediate possession. Call: 
BLOG SHOE CO., Barclay 7-7280. ; : peomigeias AES SRI 
MY HOBBY A&CH TYPE SHOES FOR MEN, WOMEN 
Buying, Selling Shoes for 35 years AND CHILDREN. Close-outs Ai com- 
lete Stocks. Will pay top cash prices. 
CASH TOP PRICES STRAHL SHOE CO., Exporters and Import- 
POSITION WANTED Discontinued stocks ers, 1230 Fifth Avenue, San Diego, California. 
HARRY HESS 
SSISTANT BUYER-MANAGER DESIRES i ni aaa 
nine tis “MANAG 5 S : 2-896! 
ASBUYER'S POSITION in the Estes — oo — laailtin Pl 
South. Experience Medium and Better Grade Manufacturer in rger ant 


Shoes. Excellent references. Address 24294 


00 5 i L AN s— Edward Karlsh , 
Street, New York 17, Nov. ee weee te GET TOP VALUE Be eh micngg cae yin pu 


In Selling Your shoes has moved to a spacious plant at 
Buy Savings Bonds 


e SURPLUS STOCKS or 1112 N. Virgil Avenue, Los Angeles, 
May 15, 1949 181 











TORE , La 
Rircen rey tie from his former factory in North Holly- 
CAMITTA SHOE co. ‘ wood. A number of new wholesale out- 
120 NO. 4th ST. PHILADELPHIA 6, PA. ; é gat 
Phone Lombard 3-2062 lets have been established in various 
parts of the country. 























THE CENTER of ATTRACTION 
AT THE HOTEL NEW YORKER 


7 POPULAR PRICE SHOE SHOW 
3 63-64 MAY 22-23-24-25 
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NATIONALLY ADVERTISED 





SPECTATORS + WHITES - PLAYSHOES 
IN STOCK—FOR YOUR IMMEDIATE NEEDS 


_ PREVIEW SHOWING OF A GREAT FALL LINE 


LESTER PINCUS 


IN NEW YORK: LESTER PINCUS SHOE CORP., 131 DUANE ST. IN CHICAGO: LESTER PINCUS OF CHICAGO, INC., 311 W. MONROE ST. 
GROVES SHOE CO. 


IM LOS ANGELES: HAAS BLDG. IN ST. LOUIS: 1315 WASHINGTON AVE. DIVISIONS { 
Ggdleen CASUALS 




















Boot and Shoe Recorder 
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Only a Short Step to Satsfred 
Customers... Why Not Take It? 


It takes only a little intelligent effort to 

convince your customers that it pays to buy 
Nunn-Bush shoes . . . but what a difference in 
SATISFYING repeat business that little 

effort makes! A customer converted to 

Nunn-Bush quality is a guilt-edge security that 
will pay you dividends throughout the future years. 
No competitor is likely ever to take him away! 
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Teen Styles for'S 


Dealers asked for them ... mothers 

and children clamored for them... 

and now they're here, but with 

a difference! These additions to our 

line combine the much-in-demand bas ~ 
“sub-teen” styles with the foot-protecitng 


qualities Stride-Rite believes in: PES 
fine leathers, snug-fitting heels, |: Pav 
shanks that support the arch gently and see 
extra space ahead of the toes ee 


for “growing room”! 


In stock, as are all Stride-Rite shoes, 
these styles will spark sales, build volume 


and broaden the market for Stride-Rites! 


just what the 


ordered | 


ub-leeng 


SHOE 


Green Shoe Mfg. Co., Boston, Mass. 





